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Large Loss Fires 
Reach Record High 
In U. S. And Canada 


422 Fires Caused $350,000,000 in 
Damage in 1957, or 25% of 
Total Loss of $1,275,000,000 


MORE INDUSTRIAL DAMAGE 
125 Fires Caused $95,000,000 


Loss; Construction Weaknesses, 
Delayed Discoveries Factors 





Americans burned up more of their 
property in major fires last year than 
ever before in history, the National Fire 
Protection Association reports. The to- 
tal cost of “large loss” fires in the 
United States and Canada during the 
period reached a record-shattering fig- 
ure of almost $350,000,000. 

While the number of major fires— 
with individual losses of a quarter mil- 
lion dollars or more—dropped slightly 
from 430 to 422, the dollar cost was 
about $20,000,000 higher than the total 
in 1956, previous worst year in history. 
The figures were reported in the annual 
analysis of large loss fires just com- 
pleted by the non-profit fire safety or- 
ganization’s fire record department. The 
71-page study is published in the NFPA 
Quarterly Magazine for April. 


422 Fires Cause 25% of $1,275,000,000 
Loss 


Devastation by fires of all sizes in 1957 
came to an unprecedented total of 
$1,275,000,000 in money losses and 11,300 
lives taken, according to estimates re- 
ported earlier by the NFPA. While the 
122 major fires analyzed are only a frac- 
tional percentage of all 1957 fires, they 
were responsible for almost 25% of the 
entire dollar loss. 

Sharpest increase in loss was recorded 
in industrial plants, where 125 fires did 
nearly $95,000,000 worth of damage. This 
was up more than $25,000,000 from the 
previous record-breaking 1956. Major 
industrial fires were the primary factor 
in the over-all increase in large loss 
fire totals, offsetting improved records 
in hotel and other residential buildings, 
schools, churches and _ aircraft. 

According to the NFPA analysis, ab- 
sence of operating and adequate auto- 
matic sprinkler systems played the prin- 
cipal role in making big fires out of what 
might have been minor ones. Only in a 
very few instances did buildings have 
this protection, or automatic fire detec- 
tion and alarm systems. 

This bears a direct relation to the 


(Continued on Page 31) 
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Home Life Of N. Y.C. 
Giving Up Preferred 
Underwriting Plan 


President Worthington Gives Im- 
proved Standard Risk Mortality 
and Rate Reductions as Reason 


J. F. ALLEN SENIOR V. P. 


Three New Standard Policies An- 
nounced at Agency Managers 
Meeting at Belleair, Fla. 











The elimination of preferred under- 
writing and the introduction of three 
new standard policies were announced 
by President William P. Worthington 
of Home Life of New York at a meet- 
ing of its agency managers in Belleair, 
Fla. In a separate announcement the 
election of J. Finlay Allen as_ senior 
vice president was made known. 

President Worthington recalled that 
Home Life had undertaken the concept 
of preferred underwriting in 1927. He 
said the company’s decision to discon- 
tinue it was based on improved mortality 
among standard risks and a general re- 
duction in standard premium rates. 

New standard policies introduced are: 
Whole Life ($10,000 minimum), Modified 
Life ($10,000 minimum), and 30 Payment 
Life ($25,000 minimum). The new Whole 
Life and Modified Life contracts have 
slightly higher premiums than the old 
preferred plans, with gross rates about 
50 cents more per thousand dollars of 
coverage. The new standard 30 Payment 
Life ($25,000 minimum) has the same 
premium rates as the old preferred, 
but features larger cash values. 


Evans General Chairman 


The theme of the four-day meeting 
was “Organized for Action,” and John 
H. Evans, vice president-sales, was the 
general chairman. In reporting new 
business results in Ordinary and Group 
operations, he stated that the company’s 
first quarter showed an increase of 9% 
over 1957. Ordinary paid business in 
March established a new record for 
that month and was the third best 
month in company history. Group life 
face amount in the first quarter was 
158% better than last year and total 
Group life and Accident & Health pre- 
mium was 234% higher than the previ- 
ous year-to-date. 

Mr. Evans also reported excellent re- 
sults in the company’s expansion pro- 
gram. “The company’s field force,” he 
said, “is growing at a rate better than 
a man a day thus far this year.” 


President Worthington’s Talk 


In a key address, President Worthing- 
ton discussed with the Home Life man- 
agers the current “climate” for life 
insurance sales and growth. “We deal 
in maturities,” he said, “and in periods 
of economic recession the sacred values 
of life insurance are seen in their true 
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Confidence bred of knowledge— on: 
full knowledge of the complete tia 
service he can provide. - 

A John Hancock agent knows . 
he has a full kit of policies — Family by 
policies, Business life insurance nat 
coverages, Personal Health insurance, ~ 
Annuities, as well as a wide variety : 
of up-to-date Group plans and all regular 
forms of individual Life policies. Vi 
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JOHN HANCOCK AGENCY LEADERS AT HOLLYWOOD BEACH 





Elliott Sees Big Future Potential 


John Hancock President Tells Agency Leaders New Contracts 
And Methods Contributed To Record 22% 


Increase In Business Last Year 


TWO PRESIDENTS AN 
Agency Leaders’ meeting of the John Hancock Mutual Life at Hollywood Beach, 
Fla. From left to right are: Byron K. Elliott, president of the Hancock; Anthony J. 
Klug of Rochester, N. Y., newly elected president of the John Hancock General 


YD AN 


Agents Association, and Erwin 





EDITOR TALK THINGS OVER at the 20th 


D. Canhan, a director of the company and editor of 


the Christian Science Monitor, who delivered a dynamic closing address at the 
convention. 


Hollywood Beach, Fla.— Despite the 
recent slowdown in the American econ- 
omy, which may affect the life insurance 


industry temporarily, the future poten- 
tial of the business is tremendous be- 
yond prediction, Byron K. Elliott, presi- 


dent of the John Hancock Mutual Life, 
said in a talk before the annual Agency 
Leaders meeting of the company here. 

Noting the continuing increase in the 
amount of life insurance being purchased 
by American families each year, coupled 
with rapid population growth across the 
nation, Mr. Elliott said, “When you ob- 
serve these figures against the back- 


ground of still inadequate coverage—the 
life insurance of the average family rep- 
resenting less than a year and a half’s 
income of the breadwinner—you cannot 
help but be optimistic about the future 
of the business. 
More Coverage Needed ; 
“What we learn from a_ temporary 
recession is simply that the qualities of 
industry and dedication are more impor- 
tant than ever,’ Mr. Elliott told the 
John Hancock agency leaders. He urged 
them to keep in mind the over-all sig- 
nificance of their efforts, adding that 


“The America we know today would 
doubtless not have been possible had 
it not been for the steady growth of 
the life insurance industry over the past 
century. 

“Because of the changing pattern of 
American living, it is no longer just 
one aspect of a policy owner’s future 
which concerns the life, insurance agent,” 
Mr. Elliott continued. “A life company’s 
contracts have become so adaptable, and 
cover so wide a range that you can fit 
them in as a major part of the indi- 
vidual’s total provision for security. 
This means that the professional life 
insurance agent must meet expanding 
opportunities with growth in both knowl- 
edge and skill.” 

Mr. Elliott congratulated the general 
agency leaders on their record sales of 
new insurance last year, which helped 
bring the company’s total insurance in 


force to a new high of $20% billion. 
Emphasizing the quickening pace of 


company growth, he said that it took the 
John Hancock 67 years to achieve its 
first $500 million of insurance in force, 
and another 11 years to top the first 
billion mark. 


New Contracts and Methods 


He cited the development of new 
policy contracts and the adoption of 
new methods of operation as important 
contributing factors in the company’s 
record 22% sales increase last year. 
“Coupled with a strong and growing 
agency force, the introduction of per- 
sonal health insurance, 10-24 Group 
plans, family plans, decreasing term 
insurance and other policies adapted to 
the changing needs of the public are 
continuing to play an important role 
in rapid company growth,” he said. 

Fitting policy contracts to a shifting 


market results naturally in a rise in 
the cost of sales and administrative 
operations, Mr. Elliott continued. Among 


other progressive steps taken by the 
company’s home office to combat in- 
creasing costs, Mr. Elliott cited the in- 
troduction of giant electronic computers, 
Univac I and Univac IT, as important 
steps forward in keeping costs at a 
minimum. He emphasized that the in- 
troduction of this equipment has resulted 
in the creation of additional opportuni- 
ties and of up-grading jobs among home 
office personnel. 





John Hancock Leaders Honored 


Vice President Massey Tells of Biggest Ordinary Gain in 
Company’s History; Guest Speakers Editor Erwin 
Canham and Utility President McGregor Smith 


Hollywood Beach, Fla.— Nearly 400 
general agency leaders of John Hancock 
Mutual Life, including 145 first-time 
qualifiers, were honored for their out- 
Standing sales records during the past 
convention period, at the 20th Agency 
Leaders meeting of the John Hancock 
here. More than 150 had qualified for 


their third straight year, and 48 were 
ten-time qualifiers. 
R. Radcliffe Massey, vice president in 


charge of general agencies, noted that 
during 1957 the John Hancock had the 
gre atest gain in Ordinary volume in its 
ear history, and that this was due 
ieimarily to a substantial increase in 
the average size policy, rather than an 
increase in number of policies. 
_ Contributing to this healthy situation 
ls the ever-improving professional con- 
cept of an increasing number of career 
men who believe in life insurance as a 
truly remarkable instrument of service 
to policy owners,” he said. 


Name Company Leaders 


Andrew M. Davis, Jr., of Baltimore 
Was named the company’s leading gen- 
tral agency representative from the 
endpoint of total lives. John D. Howell 
of New York led in Ordinary premiums, 


while John Zima of Washington, Dec, 
was leader in total premiums and total 
volume. Willis E. Davis of Louisville was 
leader in Ordinary volume, Ray J. Plant 
of Rochester led in personal health pre- 
miums, and Maynard E. “Doc” COOK. Ti, 
of Omaha was given special recognition 
as leader in Ordinary volume among 
first-time qualifiers at the convention. 

Among the women agents, Helen 
Belz inger of Cleveland was recognized as 
leader in total volume and _ total pre- 
mium, Ida Katz of Cincinnati was leader 
in Ordinary volume and Ordinary pre- 
mium, and Madeline Wong of the Bos- 
ton Pitcher Agency was leader in total 
lives. 

Indicative of the constant expansion of 
John Hancock general agency services 
across the nation, special mention was 
given to the opening of ten new agen- 
cies since the last convention. These 
agencies are located in Boise, Salt Lake, 
Fresno, Shreveport, Grand Rapids, Wil- 
mington, Tampa, Miami and two in New 
York City. 

The Edwin R. Erickson General 
Agency in Buffalo received special hon- 
ors as the leader in number of qualifiers 
and number of first-time qualifiers at 
the convention. The Robert B. Pitcher 


Agency, Boston, and the Lloyd J. Lynch, 
Detroit, followed in second place. 
During the five-day convention, the 
Hancock leaders heard talks by Byron 
K. Elliott, president of the John Han- 


(Continued on Page 4) 


Editor Canhem a Hit 
At Hancock Meeting 


AGENTS’ ROLE IN IN INDIVIDUALISM 





Christian Science Monitor Man Sees 
Challenge to Show Capitalism 
Superior to Socialism 





Hollywood Beach, Fla.—Life insurance 
producers have an important role in 
maintaining the importance of the indi- 
vidual in a mass world and their work 
strengthens private enterprise, Erwin D. 
Canham, editor of the Christian Science 
Monitor, and a director of John Han- 
cock Mutual Life, told the Agency 
Leaders meeting here. 

Stressing the fact that Americans to- 
day have the task of proving that mod- 
ern capitalism can work better than 
socialism, Mr. Canham said, “We have 
the job of building a dynamic, competi- 
tive system which will help save the 
world of individual man, and prevent all 
of us from being swept into a maw of 
collectivism. We are fighting to pre- 
serve the right of man to exercise his 
God-given qualities of self-control, of 
self-improvement, of the acceptance of 
responsibility for his own future.” 

He told the life insurance men that, 
in their profession they are on the firing 
line of private enterprise. “Not just the 
firing line of the well-being of a private 
company or of an industry or of the 
American economy, but on the firing line 
of freedom for individual man in the 
modern world. 


Agent’s Important Function 

“You have the magnificent opportunity 
of leading individual Americans right up 
to the door where they can make some 
of life’s most important decisions for 
themselves,” he said. “You are not try- 
ing to make up their minds for them, but 
to enable them to see all the factors 
and make up their minds for themselves. 
You are giving them the chance to sur 
vey their economic future, the shape of 
their family profile and responsibilities 
and to make the best provision they can 


for the fulfillment of their duties and 
opportunities.” 

Noting the vast advantages in im- 
proved standards of living that come 


from mass-production and mass markets 
which exist in America, Mr. Canham 
asked, “How many thousands of dollars 
would it take to tailor-make automo- 
biles? How much would shirts or shoes 
or cereals cost if they all were made on 
a small scale, essentially by hand? How 
(Continued on Page 4) 





RELAXING BETWEEN BUSINESS SESSIONS at the Agency Leaders’ meeting 
are the company’ s president, Byron K. Elliott, and Mrs. Elliott; R. Radcliffe Massey, 


vice president in charge of general agencies, and Mrs. 


Massey; Mrs. Erwin D. 


Canham, and Mr. Canham, editor of the Christian Science Monitor and a director 
of the John Hancock. 
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JOHN HANCOCK AGENCY LEADERS AT HOLLYWOOD BEACH 





Geo. Vinsonhaler on 
Self-Development 


TIME OF AGENT LIMITED 





Should Get Managerial Advice as to 
What Problem to Handle 
First 


Hollywood Beach, Fla.——In salesman- 
ship an agent must make decisions about 
improving his methods and procedures 
as he faces the future. Some of these 
problems were thus narrated by Vice 
President George Vinsonhaler in ad- 
dressing John Hancock general agents’ 
convention at Hollywood Beach Hotel: 

“Should he become a better prospector 
in developing centers of influence and 
endless chains? 

“Should he, without risk to his basic 
skills, expand gradually into some of the 
new coverages as well as in business 
insurance and retirement plans? 

“Should he embark on a planned pro- 
gram of study and self-development ?” 

Mr. Vinsonhaler’s answer: 

“Since each of these questions, if 
answered affirmatively involve action and 
follow through to assure success, the 
agent must decide whether he can do 
them all at once or should he select one 
and master that problem before attempt- 
ing another. 

“In my opinion it is a rare person 
who can do more than one thing at a 
time. He can handle the problem most 
effectively, in my opinion, by consulting 
with his general agent and his super- 
visor. Thus, there can be worked out a 
plan covering the first thing the agent 
wants to try and improve—date or time 
limit to the development stage—and 
after that problem is licked he can then 
go on to the next. And always there 
must be self-management and _ self- 
discipline characteristics of patience, 
skill and intelligent effort.” 


Policy Quickly Comes to Family’s Relief 


In explaining how a newly placed life 
insurance policy sold by a Hancock 
agent suddenly becomes very much alive 
when death kept a father from being 
the chief support of a family and how 
a Hancock agent and his company per- 
formed a service which will live for 
years, Mr. Vinsonhaler told the leaders 
convention: 

On January 23, 1957, in a small town 
this agent solicited this father, 36 years 
old with a wife and a 12-year-old daugh- 
ter. They had just moved into a new 
development and were proud of their 
new home. This man, owning but $1,500 
policy, didn’t believe ‘much in insurance. 
However, the agent sold him a $10,000 
Preferred Risk Whole Life with family 
income rider giving his wife the express 
right to commute the proceeds at death 
of the insured. Examination showed ap- 
parently perfect health. On March 28, 
when mowing his lawn, the insured felt 
tired, went to his room and soon died of 
a coronary occlusion. He had mailed to 
the company two checks for $32.50 each. 
What family got from the company: 
in addition to $10,000 face amount, the 
commuted value of $16,504. 


Leaders Honored 


(Continued from Page 3) 





cock; R. Radcliffe Massey, vice presi- 
dent, general agencies, and George Vin- 
sonhaler, second vice president. Guest 
speakers were Erwin D. Canham, editor 
of the Christian Science Monitor and a 
director of the John Hancock, and Mc- 
Gregor Smith, chairman of Florida 
Power & Light. 

During the meetings, the Robert B. 
Pitcher Agency presented a panel on 
Business Insurance, with Pliney Jewell, 
Jr., associate general agent, serving as 
moderator. Employe Consultation Serv- 
ice was presented in a lively manner 
during a playlet directed by Philip H. 
Peters, vice president, Group sales and 
service. Pension plans were covered in a 


Hollywood Beach Notes 
of John Hancock Meet 


Anthony J. Klug, Rochester, N. Y., is 
the new president of John Hancock 
General Agents Association. He is de- 
scribed by R. Radcliffe Massey, vice 
president of the company, as a great 
idea man and a star motivator of men. 
He made his start with the company as 
an agency cashier. 





Editor Edwin D. Canham of Christian 
Science Monitor, whose scholarly de- 
scription of the individual in a mass 
world, and the struggle to maintain his 
rights, freedom of thought and action, 
and dignity closed the last session of 
the company’s general agents conven- 
tion, is one of the country’s highest 
esteemed newspaper men. A _ graduate 
of Bates College where he got the Phi 
Beta Kappa key, he is also a Rhodes 
scholar. His entrance into journalism 


in 1925 was as a reporter for Christian 
Science Monitor. Then he became a 
foreign correspondent for the paper 


covering League of Nations at Geneva 
and other international events. He is 
on many boards of directors or trustees, 
including John Hancock’s board. 


James Edmiston of the James M. 
Smith Agency, Spokane, Wash., lives 
in Kalispell, Montana, where he operates 
a cattle ranch. 


Harrington of the Robert B. 
Pitcher agency of Boston, whose talk 
was one of the features on the business 
insurance panel of which the moderator 
was Pliney Jewell, Jr., of the agency, is 
son of Frank Hz irrington, former Massa- 
chusetts Commissioner of Insurance. 


John 





Frank T. Bobst, veteran Boston gen- 
eral agent of John Hancock, and who 
was first agent appointed by Paul F. 
Clark when the latter became Boston 
general agent of the company, will spend 
part of the summer in Honolulu. 


The paper on retirement plans _de- 
livered by William B. Hoyer, CLU, 
general agent of John Hancock in 


Columbus, Ohio, was such an outstanding 
effort and covered the situation so 
thoroughly, that the probability is that 
it will eventually be published as a book. 
Mr. Hoyer, whose father preceded him 
as Columbus general agent and whose 
grandfather also was an insurance man, 
spent several months in preparing the 
retirement plan paper. At a Boca Raton, 
Florida, convention of the company, Mr. 
Hoyer read an address on_ pensions 
which demonstrated a similarly fine re- 
search and analysis job. 

General agents from New York City 
at Hancock Hollywood Beach convention 
were William A. Arnold, II, M. L. Camps, 
Francis L. Gallagher, Harold G. Pratt 
and Frank Schiff. Others from New 
York State were Howard H. Cammack 
Albany, a member of a family which 


has furnished many members to the 
company’s production forces; Edwin R. 
Ericson, Buffalo; Arthur H. Jones, 


Syracuse; and Anthony J. Klug, Roches- 
Bruce 


ter. From Newark came J. 
MacWhinney. 

Twelve members of the Hawaiian 
agency—American Factors, Inc. which 


also does a large general insurance busi- 
ness—were at Hollywood Beach. General 
agent in Honolulu is James P. D. Thropp. 
Most of the agents are Chinese or 
Japanese. 





GETTING READY FOR BUSINESS AFTER SOME SUNNING 


AT HOLLY. 
WOOD BEACH are new officers and directors of the CLU chapter of the John 
Hancock. Seated (left to right) are: Tom Winter of Seattle; Bill Kiel of the home 
office, secretary; John W. Jones of Chicago, president; Ray Havert of Los Angeles, 
vice president. Standing (left to right) are: Hans Classen of Miami, William H. 
Schneidewind, Jr., of Newark and Harry D. Seybert of Washington. Also elected 
were Larry Klan of Oklahoma City and James M. Smith of Spokane. 





Canham Makes Hit 


(Continued from Page 3) 


much more would everything cost, in- 
cluding insurance, if we did not have 
a mass market ?” 

He added that life insurance, while 
produced with all the advantages of 
vast companies and vast organizations, 
is nevertheless highly individualized. 


“Happily, you work in a mass-produc- 
tion and mass-consumption industry,” he 
said, “where the product can be tailored 
to the needs of the individual customer. 
This is a kind of miracle. Be grateful 
for it. 

“You can individualize your product in 
a way few mass producers can achieve. 
You are proving that mass production 
and individualism can live in a conjugal 
felicity. And this is a highly important 
fact. For it indicates that we do not 
have to surrender individualism to col- 
lectivism. We can save individualism; 
we must save individualism; I wish I 
were sure that we will save individu- 
alism. 

“You are showing that it is possible to 
make the best of both the world of the 
individual and the world of miass- 
ism. It says to the rest of the world 
that the American system need not sub- 
merge man in a mass market, it need not 
bury the individual enterpriser in the 
embrace of a giant corporation. ... | 
know of no human being who more fully 
deserves the proud name of individual- 
ist than the insurance salesman,” he 
added. 

“By doing your job better—by mani- 
festing all the values of voluntary, re- 
sponsible action and bringing them out 
in others, you can do incomparably more 
than earn a living. You can win a 
world,” Mr. Canham told the John Han- 
cock leaders. 

During the course of his remarks, 
Mr. Canham also emphasized that one 
of the most urgently needed and con- 
structive tasks in the world today is to 
help in the formation of capital for use 
in the undeveloped parts of the world, 
in such a way as to aid private enter- 
prise. 





discussion by William B. Hoyer, CLU, 
general agent at Columbus. Mr. Hoyer 
also announced a new John Hancock 
pension-trust merchandising program, 
known as TIP (Trust Income Plan). 

Other features of the convention in- 
cluded a business meeting under the 
chairmanship of General Agent William 
F. Grace, during which Leonard A. 


Goodman, Jr., El Paso, moderated a 
panel of agents in a discussion of sales 
techniques. 

Other speakers included J. Beryl Kemp 
of Nashville; Robert E. Gladden, Grand 
Rapids; Albert C. Adams, Philadelphia ; 
Robert _E. Dye, superintendent of agen- 
cies; Robert B. Pitcher, Boston, and 
Anthony J. Klug, Rochester. 


Threat to Individualism 

“One way of describing the great is- 
sue of our times is to say that it is the 
struggle between collectivism and _ indi- 
vidualism,” said Mr. Canham. “Or. be- 
tween voluntarism and collectivism. The 
forces which would destroy man’s ca- 
pacity to make decisions for himself are 
on the march. They range all the way 
from the total police state of the Soviet 


Union through China’s brainwashing 
communism, India’s socialism, western 
Europe’s socialism and the kind of 


statism in the United States for which 
I would have a familiar phrase if this 
were a political speech. 

“In short, collectivism or statism of 
all sorts and descriptions permeate the 
world. This is ironical, because it is als 


a time of great awakening and libera- ff 
mobilizing § 


tion. Men are taming and 
great physical and intellectual forces 
with which to lift the grinding burden 
of toil and degredation, to fight pesti- 
lence and famine. People are gaining 
political independence from colonial rule 
sometimes only to sell themselves into 
new despotisms. But Asia and Africa 
alike are knocking hard on the doors of 
the modern world. People are stirring 
as never before. They have heard the 
story of better things. Infant mortality 
is dropping; population pressure is 
mounting; literacy increases; questions 
are asked; the word passes swiftly; peo- 
ple are choosing whether to move toward 
socialism or toward some forms of free 
enterprise. 

“As of now, alas, most of them seem 
to be choosing socialism. They do nol 
know what they are doing. To some de- 
gree they have no choice, for only gov 
ernment has the borrowing power- —the 
capital—to conduct major enterprises 1! 
many parts of the world. Hence through 
need of capital, capitalism becomes. s¢- 
cialism ! 

“One of the most urgently needed and 
constructive tasks in the world is 10 
help in the formation of capital for use 
in the under-developed parts of the 
world in such a way as to aid private 
enterprise. The World Bank, the Ix 
port-Import Bank, and various other 
proposals for making of loans to the 
awakening parts of the world, can lay 4 
foundation in the present soft soil o 
many of these areas upon which private 
venture-capital can later build. It ' 
necessary to make relatively poor loans 
in some of these places before goo! 
loans are possible. The Developmen! 
Loan Fund, set up by Congress las 
year, helps projects in various parts 0 

(Continued on Page 21) 
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“Prospect bought 10 Mn 


more insurance 
thanks to The Travelers 
Premium Bud: get Plan!” 










».. JACK C. BUSHMAN, 
Montgomery, Alabama. 


A million dollar Life producer and top multiple- 
line agent, Jack Bushman is enthusiastic about 
PBP...the new plan devised by The Travelers 
that lets prospects wrap up all their personal 
insurance in a single program and pay for it by 
the month with a single check. 


Here’s what Mr. BusHMAN had to say about a 
recent interview: 


“After reviewing my prospect's insurance 
program, I recommended additional coverage in 
certain lines. He agreed that more protection 
was imperative. However, with a number of renewals 
coming up within two weeks he didn’t think 
he could swing any more insurance...until I 


told him about PBP. 


“It was significant,’’ Mr. BUSHMAN concludes, 
“that the opportunity to make a small down 
payment and to pay on a monthly basis made it 
easy for this young man to buy the additional 
insurance he needed.”’ 


The Travelers Premium Budget Plan features 
many other advantages. Find out what this 
new advance in insurance marketing offers you. 
Inquire at any Travelers branch office or General 
Agency. Or write Agency Services, The Travelers, 
Hartford 15, Connecticut. 


THE TRAVELERS 


INSURANCE COMPANIES, HARTFORD 15, CONNECTICUT 





4) UR 
UGH THe TRANE 


All forms of personal and business insurance including Life - Accident . Group - Fire - Marine - Automobile - Casualty - Bonds 
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weening mits 
Made by Aetna Life 

LOWER RATES BASED ON SIZE 

Policies Grouped by Amount; New 


Family Unit Policy; Automatic 
Premium Payment Plan 








Hartford—A sweeping revision of pre- 
based on the principle 


mium charges 
of lower rates for larger policies has 
been announced by the Aetna Life. At 


the same time, the company introduced 
a new plan providing life insurance for 
all members of a family in one policy 
and announced an automatic monthly 
premium payment plan for policyholders 
with regular checking accounts. 

The new rates took effect May 1 and 
apply to approximately 90 different plans 
of insurance protection written by the 
company. Under the new rating plan, 
policies are divided into four groups 
according to size, with progressive re- 
ductions in premium rates for each 
higher group. The ranges of the four 
groups are: $4,999 and under; $5,000 to 
$9,999: $10,000 to $24,999; $25,000 and 
over. 

Compared to former costs, the new 
rates offer increasingly greater savings 
to policyholders buying $5,000 worth of 
insurance and up, which represent the 
major portion of = new policies issued 
by the company. For the largest er 
reductions will run as much as 10%. 
In addition, women in most states will 
realize even greater savings by being 
rated approximately three years younger 
than their actual age. 

Commissions Increased 


In conjunction with the new rate plan, 
there will be some increases in the first 
commission rates payable to agents on 
a number of the company’s policies. 

The Family Unit policy will provide 
$5,000 permanent insurance for a father, 
$1,250 term insurance on the mother if 
her age is the same as his, and $1,000 


term insurance on each child or any 
additional children. The policy will be 
issued in amounts up to $15,000, with 


proportionately larger amounts for the 
wife and children also. The wife’s insur- 
ance is convertible to a permanent plan 
when her husband is 65, and the chil- 
dren’s insurance is convertible to up to 
five times the original amount when 
they become 22. 

The automatic premium payment plan, 
called the Authorized Check Plan, en- 
ables policyholders to authorize the com- 
pany to collect the premium on a 
monthly basis from the bank in which 
they have a regular checking account. 
The monthly premium paid under this 
plan is one-“ixth of the semi-annual 
premium, an amount less than the regu- 
lar monthly rate. 


Union Life Plans for 
Home Office Addition 


Union Life of Little Rock, Ark., has 
completed plans for the addition of three 
and one-half floors to their home office 
building. In addition, the building will 
have electronic elevators equivalent to 
those in the world’s newest skyscrapers. 





This announcement was made by J. 
Wythe Walker, president of the com- 
pany. 


The new construction includes making 
an entire rentable floor on the eleventh 
story, which was formerly only half 
completed, and the addition of a 12th 
floor which will house the executive 
offices and will also include an officers’ 
lounge. All of the outside walls on the 
12th floor will be glass from the floor 
to the ceiling. The building will actually 
be the equivalent of a 14-story structure 
when completed, with two additional 
floors which will house the new elevator 
equipment and the air conditioning 
equipment for the 11th and 12th floors. 

This new construction climaxes Union 
Life’s over-all remodeling program which 
began two years ago. Contractor for 
the work is Kelly-Nelson Construction 
Company with Ginocchio-Cromwell and 
Associates doing the architectural work. 
Both firms are located in Little Rock. 


Sietsma, Hebel, Named 

C. William Sietsma of Indianapolis 
has been appointed a field supervisor 
for Indianapolis Life, and Richard H. 
Hebel of Rockford, IIl., has been named 
agency department supervisor to succeed 
him, according to Agency Vice President 
Arnold Berg. 

Mr. Sietsma, who has served in In- 
dianapolis Life home office for the past 
two years, represented the 
company in a sales capacity in South 
Bend as a member of the George Lam- 
bert Agency. A graduate of Indiana 
University and an Air Force veteran, 
he is a graduate of the Disability 
Training Council course, Life Under- 
writer Training Council course, Indian- 
apolis Life’s sales training program, 
and is currently working toward his 
CLU designation. He is chairman of the 
LUTC training program in Indianapolis. 

Mr. Hebel, who formerly represented 
Indianapolis Life as a general agent in 
Rockford, has been active in life in- 
surance sales work since 1955. A gradu- 
ate of DePauw University, he has com- 
pleted the Life Underwriter Training 
Council course as well as Indianapolis 
Life’s training courses. He is a member 
of Sigma Alpha Epsilon fraternity and 
of the Methodist church. 


formerly 








GROUP ACTUARY 


Midwestern life insurance company has man- 
agerial opening in its Group Actuarial 
Department for person with actuarial ex- 
perience. Excellent opportunity. Excellent 
benefits. Salary commensurate with quali- 
fications and experience. Box 2611, The 
Eastern Underwriter, 93 Nassau Street, New 
York 38. 











Baltimore Life Meeting 
Held in Atlantic City 


Over 400 agents, managers, executives 
and guests of the Baltimore Life par- 
ticipated in the company’s annual three- 
day weekend meeting of its President’s 
and Honor Clubs at Atlantic City April 
25-27. Members of the two clubs are the 
company’s top producers, who teamed up 
with other agents to establish new sales 
records during 1957. 

Top producer for 1957 was Martin 
Weiss, Trenton, N. J., who was elected 
president of the President’s Club. Albert 
Burns, chairman of the board, and Henry 
E. Niles, president, led the home office 
staff which acted as hosts for the week- 
end, Vice President Fred I. Wunderlick, 
Ralph E. Edwards, Dudley Shoemaker, 
Jr., and other executives also partici- 
pated in the meetings. 








For You? 


this work of real value. 


LIFE e 











Is Group Insurance 


North American Reassurance Company is pleased to announce 
publication of “Is Group Insurance for You” —a new study 
by Wendell Milliman, well-known consultant on group 
insurance. If your company is interested in learning 

more about entry into this important field, 
deciding whether or not to enlarge your present eflorts— 
and if so, in what direction—we believe you will find 


The author discusses the growing importance of group 
insurance, what it is, who writes it and who buys it. This 60 
page study also deals with the marketing, administrative, 
underwriting and costing phases of group business, and 
outlines other important considerations faced by companies 


entering the group field. — 
. ° . r 66 ace 80 vo waged 

Complimentary copies of “Is Group ee 

Insurance for You” are available to 

interested home office executives without @ Ig 


cost or obligation. Simply attach your 
personal or business card to this 
advertisement and mail today to... 


NORTH AMERICAN 
REASSURANCE COMPANY 


161 East 42rd Street, New York 17, New York 
MUrray Hill 7-1870 


Reinsurance Exclusively 
ACCIDENT & SICKNESS e 





or needs help in 








GROUP 
EU 











MORTGAGE MANAGER 
$18,000 


Midwestern life company (not Chicago) 
operating over twenty-five years, assets in 
$500 million area, well established in mort- 
gage field. 


Company specifications: age range 35- 50, 
lengthy experience (minimum ten years) in 
all aspects mortgage field, thoroughly con- 
versant with large transactions. 


Willingness to travel important. Major 
Portion of background should be acquired 
on insurance company level. 


EMPLOYER PAYS SERVICE FEE & MOVING 


EXPENSES. ALL INQUIRIES HANDLED 
CONFIDENTIALLY. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 


330 S. Wells St., Chicago 6, Ill. 
Harrison 7-9040 














Surety Life Agency Head 














} 
\ 
WESLEY J. A. 


JONES 


Jones has been name 
Surety Lite 
City. The 

was al 
Sureti 


Wesley J. A. 
agencies for 
Salt Lake 
sales position 
Ellsworth, 


director of 
Insurance Co., 
created 
Lewis T. 


newly 
nounced by 
Life president. 

Mr. Jones is a former managing di 
rector of the International Associatiot 
of Accident & Health Underwriter 
Chicago, and an insurance executive it 
New York City, New Orleans, and Lev 
ington, Ky. In his new position wit! 
Surety Life, he will be responsible fr 
all sales operations and will work witl 
agency managers in the company’s } 


agency offices located in 11. westerl 
states and Hawaii. 

Mr. Jones is a graduate of Carlet 
College, Northfield, Minn.; Purdue Uni 


versity School of Accident & Health 
Sales, and Stanford University Graduate 
School of Business. 





Baltimore Life Appoints 
Home Office Superviso 


Fred I. Wunderlick, vice president 0 
Baltimore Life, has announced the 4 
pointment of Frank T. Davelli, Jr., # 
home office supervisor, 

Mr. Davelli joined Baltimore Life % 
an agent at New Castle, Pa., in January 
1949. He was promoted to staff super 
intendent in 1950 and when the Nei 
Castle district was consolidated with tl4 
Beaver Falls office, Mr. Davelli becat 
staff superintendent of the latter di 
trict. During 1957 Mr. Davelli’s disir 
led the company in production. 

He is an Air Force veteran of Wot 
War II and is active in the Pittsbur 
Life Underwriters Association. 
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Marks To Be Honored at 
UJA Luncheon on May 14 





Fabian Bachrach 
DAVID MARKS, JR. 


David Marks, Jr., general agent, New 
England Life, New York, will be honored 
by New York’s life insurance men at 
their annual luncheon for the United 
Jewish Appeal on May 14 at the Hotel 
Biltmore, according to an announcement 
by Jack D. Garfunkel, who is serving 
as the drive chairman for the second 
consecutive campaign. 

Mr. Garfunkel, emphasizing the im- 
portance of this year’s campaign, stated 
that in 1957, the UJA, with the aid of 
the life insurance division and hundreds 
of others, “saved 102,000 refugees from 
hunger, terror and totalitarianism, reset- 
tling them in free lands—most of them 
in Israel—and giving them a chance to 
establish lives of dignity and usefulness 
and democracy.” This year, through a 
nation-wide $100,000,000 rescue fund, 
UJA hopes “to save and absorb at least 
80,000 more, and in addition must take 
care of a backlog of needs rising from 
the failure in 1957 to raise enough 
money to provide homes and jobs for 
all those rescued.” 

The United Jewish Appeal of Greater 
New York is the sole fund-raising agen- 
cy in the metropolitan area for the 
United Israel Appeal, the Joint Distribu- 
tion Committee (including ORT), the 
New York Association for New Ameri- 
cans, National Jewish Welfare Board, 
American Jewish Congress and _ the 
United Hias Service. 





Equitable of Iowa Meeting 

Agents from east coast agencies of 
Equitable Life of Iowa concluded today, 
May 2, a two-day agency club regional 
company convention at Skytop Lodge, 
Skytop, Pa. Principal address the first 
morning was delivered by N. Day, 
Equitable general agent in Davenport. 
Agents appearing on the program in- 


cluded E. A. Glassmyer, Harrisburg; 
A. F. Mason, Jr., Philadephia; R. E. 
Naylor, Buffalo; M. J. Quinn, Jr., 


Youngstown; and T. J. Sargous, Cleve- 
land. Members of the home office staff 
participating in the meeting were J. M. 
Beers, CLU, field training supervisor; 
T. L. Cobine, agency assistant; C. H. 
Everett, CLU, superintendent of agen- 
cies; W. L. Forker, CLU, assistant 
superintendent of agencies; J. W. Hub- 
bell, Jr., assistant financial vice pres- 
ident; L. M. McClusky, assistant super- 
intendent of agencies; T. A. Moilien, 
associate actuary; C. A. Nordin, M.D., 


associate medical director; and J. Rich- 
ard Ward, agency vice president. 

A highlight of the program was the 
banquet the first evening at which Mr. 
Ward presented awards and gave recog- 
nition to outstanding members of the 
group. 





VA Hearing Set For 
Trenton, N. J. Today 





THOSE WHO HAVE BEEN INVITED 


President Carrol Shanks, Prudential, and 
President F. W. Ecker, Metropolitan 
Head List 





Trenton—A hearing will be held today, 


May 2, at Trenton, N. J. on the three 
bills sponsored by The Prudential now 
before the New Jersey legislature, to 
authorize the sale of Variable Annuity 
contracts by life insurance companies. 
The hearing was set by Assemblyman 
Thomas C. Swick (D.-Warren) chairman 
of the Committee on Business Affairs 
of the General Assembly. 

One of the objects of the hearing is 
to review questions raised in a thirty- 
page memorandum by Dr. S. J. Flink 
of Rutgers University, economic con- 
sultant to the committee, some of which, 
at least, were not discussed at the public 
hearings in 1956 and 1957. 

This will not be an open hearing in 
the usual sense, as Chairman Swick has 
invited those he wishes to question. 
Heading the list are Carrol M. Shanks, 
president of The Prudential, and Frederic 


W. Ecker, president of Metropolitan 
Life. Others invited are: G. Keith 
Funston, president of the New York 


Stock Exchange; Hugh L. Tollack, 
executive secretary of the National Assn. 
of Insurance Commissioners, Chicago; 
Murray Hanson, managing director of 
the American Investment Bankers Assn., 
Washington; Charles R. Howell, State 
Banking and Insurance Commissioner of 
New Jersey; and George Munsick, presi- 
dent of the New Jersey Bankers Assn., 
Morristown. As Mr. Funston, president 
of the New York Stock Exchange is at 
the Brussels World’s Fair, where the 


exchange has an exhibit, he will be 
represented by John R. Haire, vice 
president, liaison-government and na- 
tional organizations. 





COMMEMORATIVE STAMP 


NALU Asks That One Be Issued in Ob- 
servance of 200th Year of Legal 
Reserve Life Ins. in U. S. 

The National Association of Life Un- 
derwriters has asked Postmaster General 
Summerfield to issue a commemorative 
stamp next year in observance of the 
200th anniversary of legal reserve life 

insurance in the United States. 

“During these 200 years life insurance 
has grown from a small fund to the 
extent that today there are more than 
105,000,000 policyholders in the United 
States and more than $434 billion worth 
of life insurance in force,” said a resolu- 
tion sent to Mr. Summerfield. 

“Individual thrift, responsibility, and 
self-denial as exemplified by the institu- 
tion of life insurance have been respon- 
sible to a large extent for the develop- 
ment of our great nation. Today life 
insurance has become one of the most 
stabilizing influences in the American 
economy and one of the prime factors 
against both inflation and deflation.” 

The resolution asked that the stamp 
be issued on January 11, 1959, 200th 
anniversary date of the founding of the 
first legal reserve life insurance organi- 
zation in the United States. 

The resolution was introduced by 
NALU Vice President Oren D. Pritch- 
ard, Union Central, Indianapolis, and 
was adopted at the recent NALU mid- 
year meeting at Birmingham. 








CASE 


SPECIALISTS 


TOUGH  Bernarp A. HAAS AGENCY 


Manhattan Life 


60 East 42nd Street 
New York 17, N. Y. 


MUrray Hil! 2-3964 











LIFE UNDERWRITER 
AVAILABLE IMMEDIATELY 


26 years of age—married— 
21% years experience in ac- 
tuarial and underwriting de- 
partments. Passed first part 
CLU, taking second exam in 
June. Excellent references. 
Interested in New York City 


location. 

Reply to Box 2610 
THE EASTERN UNDERWRITER 
93 Nassau Street, New York 38 











Over 5,000 GAMC Members 


Membership in The General Agents 
& Managers Conference of NALU for 
1958 hit 5,027 on April 21, for a 14% 
increase over the same date last year 
and a new record, according to Walter 
G. Gastil, GAMC membership chairman, 
and Connecticut general manager in Los 
Angeles. At GAMC headquarters in 


Washington, D. C., Donald A. Baker, 
executive director, reported that already 
this year, 48 local organizations have 
reported more 1958 dues to GAMC than 
they had reported by December 31 last 
year. In addition, 17 local associations 
have shown a 20% increase in member- 
ship over 1957. The San Bernardino- 
Riverside group shows an increase of 
125%; Dallas has a 75% rise; Columbia, 
S. C., reported a 57% jump; and Jackson, 
Tennessee, a 50% increase. 

L. V. Drury, chairman of GAMC, pre- 
dicted at the mid- -year meeting in March 
that membership in the organization for 
1958 will come near the 6,000 mark. He 
pointed out that GAMC’s expanding 
activities for both individual members 
and local management groups are in- 
creasing interest on the part of general 
agents and managers throughout the 
country in GAMC. 

Some of the activities underway this 
year are the promotion of the LIAMA 
study courses in agency management 
and district management, sponsored 
through local associations; top quality 
management programs at both the 
annual meeting and the recently held 
mid-year meeting; distribution of the 
complete contents of these management 
programs. 

In addition, GAMC is increasing its 
aid and assistance to area management 
conferences; it is continuing its cooper- 
ation with various institutional organi- 
zations; it will conduct another survey 
on management with the cooperation 
of LIAMA’s statistical staff and report 
the results to members; it will maintain 
its revision of the “Operations Manual” 
which is supplied to the president of 
each local association. 

Newest service being performed for 
local groups is a series of tape recorded 
management talks supplied by GAMC 
headquarters. On the planning boards 
is a revision of the GAMC code of 
ethics to be submitted at the annual 
meeting. 





LIFE INSURANCE 





RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N.Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 























Compare Our New 
LIFE EXPECTANCY 
(Non-Par) 

At Age 35 


It gives 35 years' 
coverage for only 


$13.99 per year per $1,000 
Minimum $25,000 











WHITE & 
WINSTON 


INC. 


General Agents 
The UNITED STATES LIFE 
INSURANCE CO 





G. G. McCarthy Promoted 


George G. McCarthy has been pro- 
moted to director of agencies and head 
of The Prudential’s district agencies 
sales and service organization in north- 
west Pennsylvania to succeed Wayne 
E. Philips, now executive director of the 
company’s Mid-America home office in 
Chicago. 

He joined the insurance firm in 1935 
upon his graduation from the Univer- 
sity of Texas. He has been successively 
assistant regional manager, regional 
supervisor, district office manager, and 
since 1953, associate director of the dis- 
trict agencies department in the New- 
ark home office. 





Life of North America 
Names Norvell in Dallas 


Appointment of O. T. Norvell as gen- 
eral manager of Life Insurance Com- 
pany of North America’s Dallas agency 
has been announced by Leland T. Wag- 
goner, agency vice president. 

Mr. Norvell, who has eight years ex- 
perience in the life insurance field in 
Texas, is membership chairman of the 
Southwest Managers Conference Amer- 
ican Society of Training Directors. 

He attended Texas A. & M. and 
Northwestern University and served as 
a lieutenant commander in the Navy in 
Africa and Europe during World War 

He was awarded the Distinguished 


Flying Cross, Air Medal, two Purple 
Hearts, and _ the French Croix de 
Guerre. 





\ 
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Elected Vice President 


cY Of First Colony Life 











MEADE McMILLEN 


Meade McMillen, CLU, has’ been 
elected vice president and director of 
agencies of First Colony Life, it was 
announced by President Edwin B. Hor- 
ner. Mr. McMillen joined First Colony 
Life last January as superintendent of 
agencies to head the agency department. 
Before going to Lynchburg he was 
located in Richmond, Va., as general 
agent for Mutual Benefit Life. 

Mr. McMillen was graduated from 
Westchester State Teachers College in 
1935 with a B.S. degree in Physical Edu- 
cation and received his master’s degree 
in Educational Administration from 
Pennsylvania State University in 1939. 
Following his graduation from teachers 
college, he was employed for the next 
nine years in the teaching profession 


as a high school athletic director and 
coach, high school principal and super- 
intendent of schools. 

_In 1944, Mr. McMillen entered the 
insurance business in Harrisburg, Pa., 
as an agent for Mutual Benefit. From 











sted 1946 to 1950 he was agency supervisor 
Sard: in Wilkes-Barre and then transferred 
Fhe to Richmond to build. a general agency 
oa for the company entirely new to that 
ek: area, 
sei _ Mr. McMillen has had a continuous 
al the interest In CIVIC and community affairs. 
i. He is a past president of the Richmond 
CLU Chapter and Richmond General 
n 1935 Agents and Managers. He is a 32nd 
Cheer. degree Mason and a Shriner. 
ssively 
sgional 
ea Dividend Change 
eel The board of directors of the General 
American Life approved an increased 
dividend scale, effective July 1, for its 
Preferred economaster life insurance 
policy—the fifth increase in the dividend 
Scale since this policy was introduced 
all 2 years ago. 
allas \dmiral Sidney W. Souers. president 
s gen- of General American Life, said the new 
Com- Scale provides for more liberal dividends 
iwency at all ages below 60. The improvement 
Wag- was influenced chiefly by savings in 
administrative expenses made_ possible 
rs ex- by the larger average size of econo- 
eld in Master policy issued since last July 1, 
of the when the company set $15,000 as the 
Amer- Minimum policy amount. Sales on this 
3, ieee wervertly averaging in excess 
anc OF 29,000. 
red as In 1957 the economaster policy ac- 
avy in Counted for almost 40% of General 
War American Life’s total volume of indivi- 
1ished dual life insurance sold. The new in- 
gig (teased economaster dividend scale will 
x de 


riod to policies issued since July 1, 











have also been impressed with the im- 
portant job that life insurance can do for 
the plans of older men. 


assets of various kinds which he hopes 
to leave to his family. And, even though 
his estate be modest, there is one special 
‘heir’ he must always consider—the tax 
collector. Unless there is enough money 
on hand, something will have to be sold, 
perhaps at a sacrifice. 


situation and keep a man’s estate intact 


taxes. I don’t think any security pro- 
gram today can be considered complete 
unless it safeguards itself this way.” 


plans. A life insurance program needs review 
at least every two years. 


ona Northwestern Mutual agent. His com- 
pany is one of the world’s largest. It offers 
many advantages, including low net cost. 


that pioneered Quantity-Earned Savings— 
the principle that reduces cost on all policies 
$5,000 and up. And now this QES principle 
has been extended to include older premium- 
paying policies, regardless of how long ago 
they were written. 


Quarter Century Group 
Of Mutual Of New York 


Fifteen new members were inducted 
last week into Mutual Of New York’s 
quarter-century group, at ceremonies 
held at the Park Sheraton Hotel in New 
York, presided over by Louis W. Daw- 
son, president of MONY. 

The new members bring to 527 the 


number of MONY home office employes 
who have been with the company for 
25 years or more. The years of service 
of the group add up to a grand total 
of 17,315 years. Among the group, one 
man marked his golden anniversary this 


year. In all, MONY has 11 employes 
with 45 years or more of service. Nearly 
30% of its employes have been with 
the company for a quarter-century or 
more. 


AETNA NAMES S. F. HOPPER 

Appointment of Stanley F. Hopper as 
assistant general agent at the Oklahoma 
City general agency of Aetna Life has 
been announced by John D. Wagner, 
general agent. Mr. Hopper entered the 
insurance field five years ago and has 
been engaged primarily in agency man- 
agement work. He was graduated from 
the University of Oklahoma and served 
for two years as Commissioner of Pub- 
lic Works at Okmulgee. 





“Today men of all ages are getting 
a new slant on life insurance " 


Thoughts on how to preserve 
what you've worked to win 
from PAUL BEKINS, President, 
Bekins Van and Storage Company 
of Iowa; 


Bank and corporation director 


ss aN A businessman, I have always felt 
that life insurance is good business 

for a young and growing family. 
“But as a bank director who is partic- 
ularly concerned with trust affairs, I 


“As years pass, a man accumulates 


‘Life insurance can anticipate this 


by providing the needed cash for such 


* 


HOW LONG IS IT SINCE 
YOU HAVE REVIEWED YOUR 
LIFE INSURANCE PROGRAM? 

IRTHS, deaths, marriages, changing 


needs, taxes...all affect protection 


You'll find real assistance when you call 


Northwestern Mutual was the company 


KARSH, OTTAWA 


Lhe NORTHWESTERN MUTUAL 





A NORTHWESTERN MUTUAL POLICYHOLDER. Mr. Bekins has made special 
provisions to protect his estate with life insurance 


MILWAUKEE. WISCONSIN 


Life hr SUTANHCE Company 





AS ADVERTISED IN TIME AND NEWSWEEK 
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L. M. Bauman President 
Of Bankers Security Life 





LLOYD M. BAUMAN 


Lloyd M. Bauman was elected presi- 
dent and a director of Bankers Security 
Life Insurance Society of New York at 
a recent meeting of the board of di- 
rectors. Mr. Bauman also is executive 
vice president of United Services Life 
of Washington, D. C. and Farmers Life 
of Des Moines. These three companies 
comprise the Associated Life Companies 
Group and have approximately $700 mil- 
lion of insurance in force. Associated 
Life Companies, Inc., is wholly owned 
by Financial General Corp. 

Also elected to the Society’s board 
were Major General George Olmsted, 
USAR, president of United Services and 
Farmers Life and of the Financial Gen- 
eral Corp.; William L. Cobb, president 
of Northeastern Insurance Co. of Hart- 
ford, and R. S. Elliot, Jr., executive vice 
president of Financial General. 





United States Life Names 
M. G. Sanders in Phoenix 


Milton G. Sanders has been appointed 
general agent for United States Life at 
Phoenix, Ariz. Mr. Sanders has been 
active in insurance work in Arizona for 
the past eight years. Before that he had 
had extensive experience in sales, sales 
training and public relations work. At 
one time he was vice president of the 
Central Arizona Light & Power Co. 

A resident of Phoenix for 32 years, 
Mr. Sanders has been identified with 
much of the civic activity in the com- 
munity. A long time member of the 
Phoenix Chamber of Commerce, he was 
one of the founders of the Phoenix 
Thunderbird organization and the Sun 
Angel Foundation. He is a past presi- 
dent of the Phoenix Kiwanis Club. 

As vice president of the Arizona 
Council of the Navy League of the 
Uses Mr. Sanders has organized “buddy 
cruises” enabling scores of young men 
in Arizona to make sea cruises as guests 
of the United States Navy. 





Mass. Protective Leases 


At 200 E. 42nd St., N. Y. 


The Massachusetts Protective Asso- 
ciation, Inc., a non-can. accident and 
sickness company, and its affiliate, Paul 
Revere Life, both of Worcester, Mass., 
have leased for their New York office 
third floor space in the new 30-story 
building under construction at 200 Fast 
42nd Street. 

The long-term lease 
by Arthur Collins, Jr., of Collins, Tut- 
tle & Co. renting agent. The building 
will be ready for occupancy in June. 


was negotiated 





Life Insurance Week in 
New Jersey May 19-24 


New Jersey will be celebrating its first 
state-wide Life Insurance Week May 


19-24. The program, sponsored by the 
New Jersey State Association of Life 
Underwriters, is designed to educate the 
buying public on the value of life in- 
surance. Some 2,000 members of the 
state association will be participating in 
the week-long program, according to 
Robert M. Brinley, state public relations 
director and New Jersey’s 1957-58 Life 
Underwriter of the Year. 

Plans include hundreds of talks by 
members before local civic and fraternal 
groups, an all-day seminar and banquet 
in Newark to mark the 20th anniversary 
of the state organization, and Life In- 
surance Week proclamations by ‘Gov- 
ernor Robert B. and every 


mayor in the state. 

Joseph Wasserman, CLU, Jay Kaplove, 
CLU, and Mr. Brinley are sharing in 
the direction of the program, which will 
include numerous radio and _ television 
announcements. President of the New 
a State Association is Mary Mc- 


Keon, CLU. 


Meyner 





MIDTOWN 
135 E. 42nd St. 


FULL RESERVE Ist Yr. ON O. L. 





LEADING BROKERAGE AGENCY OF PHOENIX MUTUAL - 1957 


Phoenix Mutual Life's 
BROKERAGE 


W. F. KELLY, Mor. 


AGENCY 
YU 6-6586 
TERM ON TERM 10 FOR 1 





Alabama Companies Merge 
Announcement has been made of the 
merger of two Alabama insurance com- 


panies, Loyal American Life and Pan 
Coastal Life. Terms of the merger, 
which have tentative approval of the 


State Insurance Department, have been 
approved by the directors of both com- 
panies and are subject to the approval 
and ratification of the stockholders. The 
merged firms will continue operations 
as Loyal American Life. 

Loyal American Life, which will have 
approximately two and one-half million 
dollars in assets and approximately 30 
million life insurance in force, was organ- 
ized in 1955. President of the firm is 
. E. Delaney, Mobile business man. 
Other officers include E. R. Luna, FE. F. 
Rentz, W. M. Donaldson, vice presi- 
dents; M. S. Metcalfe, Ir, secretary; 
and E. D. Wilson, treasurer. 


J 





Frank L.McCormick, CLU 
Des Moines 







No. 5 IN A SERIES 










EQUITABLE LIFE OF IOWA IN 
IOWA 


In Iowa, corn isn’t the only thing which soars to 
impressive heights. Equitable Life of Iowa sales 
do, too! And here are the general agents who, 
with their agency associates, are responsible for 
outstanding service and sales records in Iowa. 
For the fine job these men are doing congratula- 
from the Equitable Life of Iowa. 


LIFE INSURANCE COMPANY OF IOWA 


e 
Stephen A. Swisher, CLU 
Cedar Rapids 











Newell C. Day 
Davenport 









FOUNDED IN 1867 IN DES MOINES 
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Are YOU This Man? 


Top-notch established general 
agency in New York City has 
exceptional opportunity for a 
competent pension-group sales 
supervisor. 


Salary plus participation. 


Send full resume of your 
background to Box 2607, The 
Eastern Underwriter, 93 Nassau 
Street, New York 38, N. Y. 














At U.S. Life New Bldg. Site 





W. C. Batchelder Starts Excavation 


William C. Batchelder, vice president 
and treé isurer of the United States Life, 
is shown in the picture above as he 
started the excavation for the new 
United States Life home office building 
to be located at 125 Maiden Lane, New 
York City. This $10,000,000 building is 
being constructed by National Proper- 
ties, Inc. Completion is scheduled for 
May, 1959, 


Paul Wollner Engaged 


Announcement is made of the engage- 


ment of Paul Wollner, son of Max 


Wollner, chairman of the board, Jef- 
ferson Insurance Co., New York, to 
Miss Monica E. Perutz of Riverdale, 
N. Y. 

Mr. Wollner, who is Group. service 
representative of Connecticut General 


Life at its 225 Broadway, N. Y., branch 
office, received his master’s degree from 
Columbia University where he majored 
in banking and insurance. 

Miss Perutz, who received a B.A. de- 
gree from Barnard College, is the daugh 
ter of P. Perutz, manager of the foreign 
department of Hallgarten & Co., mem- 
bers of the New York Stock Exchange 
She is with the public relations firm Carl 
Byoir & Associates Inc., as a research 
assistant. 
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Mass. Mutual Now Has 
$5 Billion In Force 


NEW SALES INCREASED 21.3% 





Kalmbach Reports’ First 
Ordinary Business 


Gained 22.6% 


President 
Quarter 





Massachusetts Mutual Life went over 
the $5 billion mark in Ordinary insurance 


in force during the first three months 
oi this year and had a total of $6,214,- 
584,000 of individual and Group coverage 
on its books as of March 31, President 
Leland J. Kalmbach told the quarterly 
meeting of directors on April 23. Mr. 
Kalmbach also reported the largest pro- 
duction quarter in the company’s his- 
tory, with total new business of over 
$286 million. 

At the end of the first quarter, Or- 
dinary insurance in force amounted to 
$5,123,351,000, and Group insurance was 
$1,091,233,000 for an aggregate of $6,214,- 
584,000, a $200,243,000 increase since the 
first of the year. 

Total sales of $286,190,967 were a gain 
of 21.3% and $50,310,905 over the first 
three months last year. Ordinary new 
business amounted to $244,334,134, a 
22.6% increase, and the Group volume 
was $41,856,833, a 14.2% gain. 

Seventy-one agencies reported over a 
million dollars of new Ordinary produc- 
tion, with the Los Angeles Agency 
showing the largest amount and _ the 
greatest gain. The average size indi- 
vidual policy sold during the period 
amounted to $13,075, a $2,200 increase 
over the same figure a year ago. 

The company disbursed nearly $49 
million to policyholders and their bene- 
ficiaries during the first three months. 
Of this, $10 million represented death 
claims reported on 1,395 policies, and 
the balance went to living policyholders 
and beneficiaries in the form of endow- 


ments, annuity payments, disability 
claims, dividends, and other benefit 
payments and_ settlements. 


Over $50 million of new investments 
were made during the quarter at a gross 
yield of 5.26%, which compares with a 
464% return during the first three 
months last year. Included in this year’s 
stocks and 


total were $26,320,000 in 
bonds, $22,797,000 in mortgage loans, 
and $1,196,000 in real estate. 


New Postal Life Policies 


Postal Life of New York announces 
two new policies, the “Equity Builder” 
with a $40,000 minimum and a_ new 
“Executive Special” with a $15,000 mini- 
mum. The “Equity Builder” is an en- 
dowment at 90, has high first year cash 
and loan values, and is especially de- 
isned for split-dollar, corporation owned 

urance, loan financed and _ similar 
ans. The “Executive Special” is a 
hole life at 90 policy, similar to their 
rmer “Executive Special,” but the 
\inimum has been cut from $25,000 to 
15,000. 
_ Both policies include the company’s 
fill range of liberal settlement options 
found in its other Ordinary policies 
Roth are written substandard to 500% 
are participating and are issued from 
ages 10-70. Family income and Term 
riders may be added to them. 

_Each of the new policies has a special 
dividend option that provides that the 
annual dividend may be used each year 
to purchase one year Term insurance 
equal to the current year’s cash value 
If the dividend is larger than the pre- 
mnium needed to pay for this one year 
lerm coverage, the surplus is used to 
reduce the premium. If the dividend is 
not adequate to pay for this Term insur- 
ace, the insured has the further option 
of paying the difference in cash, up to 
attained age 65. After attained age 65, 
the amount of insurance will be limited 
to what the dividend can purchase. This 
option is available to the insured at 
issue. Also, under the Postal plan, the 
coverage tapers off gradually after age 
65 and substantial additional coverage 
Is provided even at very high ages. 
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HEARD On The WAY 











Thousands of life insurance agents will 
be attending field conventions in Florida 
during May. 

The company having the largest dele- 
gation is The Prudential whose Canadian 
field men have just concluded a conven- 
tion in Palm Beach. Including that con- 
vention and those which will be held 
this month in Florida there will be 10,000 
Pru agents, managers, supervisors and 
others in The Prudential field meeting 
in Florida, the agents being members 
of the Leaders Clubs. Most all of them 
are in the Industrial division. Vice 
President Paul Palmer is in charge of 
Industrial production. 

The conventions are being held either 
at Hollywood Beach Hotel or at Palm 
Beach Biltmore. 

Uncele.Francis 





Savings Bank Insurance 


Sales Reach Highest Level 


_ Sales of Connecticut savings bank life 
insurance for the first quarter of 1958 
were an all time high, it was reported 

















FRED B. HENRY 


Fred Henry is our 
General Agent in the small 
northwest Georgia city of 
LaFayette (population 
4884). A Franklinite since 
December 7, 1947, he sold 
103 cases last year, only a 
couple of which were 
i outside the city of 
LaFayette. 


1957 was his best year 
with cash earnings of 
$25,131.26. 











An agent cannot long travel at a faster gait than the company he represents! 





rewarding years. . 





"Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 


General Agent 


Continental Assurance Company 
32 COURT STREET BROOKLYN 1,N. Y. 





TRiangle 5-7362 











HERMAN REINIS 
Brooklyn General Agent 


The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 

















by Savings Banks Life Insurance Fund, 
Hartford. Ordinary life applications re- 
ceived January-March inclusive totalled 
$1,343,500, 30.5% more than the amount 
of insurance applied for in the first 
quarter of 1957. Ordinary policies issued 
amounted to $1,222,500 up 46.8% over 
insurance issued in the same quarter 
in 1957.- Ordinary insurance in force 
reached $29,650,227. Group insurance in 
force rose to $16,380,025. 


to $46,030,252. 





MUTUAL BENEFIT LIFE 


is doing some unusual 
things in Group. 


If you have a possible Group case— 
why not call us at OXford 7-2950. 
Complete brokerage service. Special- 
izing in Split Dollar and Business In- 


surance. 








LEE NASHEM AGENCY 


4 c 
East- 42nd street 


Nat 





Manhattan Life Brings Out 
Family Member, Term Riders 


A new Family Member Insurance Rider 
and a new Level Term Rider were an- 
nounced by President Thomas E. Love- 
joy, Jr. at a Manhattan Life agency 


Total insur- —ee 
ance in force as of March 31 amounted conference held this week at Miami 
Beach, Fla. 
senemeimeian eae a 














Ten very happy 
Franklin years... 


Mr. Francis J. O’Brien, Vice President 
Franklin Life Insurance Company 
Springfield, Illinois 


Dear O’B: 


You are correct in that I have just recently completed ten years 
with the Franklin Life. These have been ten very happy and richly 
. actually beyond my fondest expectations! The 
last ten years with the Franklin have been far more remunerative 
than the ten years of life insurance work immediately preceding my 
association with the Franklin. I am truly amazed to find my income 
almost five times as great. 


The story continues to grow more wonderful. The magic and 
appeal of our wonderful exclusives becomes more apparent every 
day. These incomparable contracts enabled me to qualify for our 
unique “60 Club,” then our newly established “Key Club,” and in 1957 
the highly coveted Million Dollar Round Table. . 
over $1,000,000 with 85 of them Franklin exclusives. 


O’B, ours is a great business, and to me the Franklin is the 
greatest. I will be forever grateful, and enthusiastically represent the 


Franklin with pride. 
Yours sincerely, 


Fred B. Henry 











FRANKLIN LIFE coneay ” 
SPRINGFIELD, ILLINOI§ 


DISTINGUISHED SERVICE SINCE 1884 
The largest legal reserve stock life insurance company in the U.S. devoted 


CHAS, E, BECKER, PRESIDENT 


LaFayette, Georgia 
March 18, 1958 


. 103 sales for 








exclusively to the underwriting of Ordinary and Annuity plans 


Over Two Billion Eight Hundred Million Dollars of Insurance in Force 
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Eubank and Henderson 
Names George Seibert 


GEORGE SEIBERT 


Appointment of George Seibert as an 
assistant manager for brokerage in The 
Prudential’s Downtown Agency, 40 Wall 
Street, New York, was announced this 
week by Gerald A. Eubank and Hiram 
G. Henderson, co-managers of the 
agency. Mr. Seibert leaves the post of 
assistant general agent for State Mutual 
Life to join the Eubank and Henderson 
organization. 

In announcing the appointment, Mr. 
Eubank and Mr. Henderson said that 
Mr. Seibert will be closely associated 
with Leo Blatz, H. H. Moore, Edward 
J. Curtin and William Meeker in the 
development of brokerage business. 

Mr. Seibert is a graduate of Rutgers 
University and entered the insurance 
business in 1925 as a New York broker- 
age supervisor for Penn Mutual Life. In 
1942 he joined Fidelity Mutual as cashier 
and office manager of its New York 
agency. The following year he became 
brokerage manager of State Mutual’s 
former agency at 225 Broadway. Subse- 
quently he was named assistant general 
agent with offices at 96 Fulton Street. 

In joining Eubank and Henderson, 
Mr. Seibert becomes associated with one 
of Prudential’s oldest and most promi- 
nent agencies. During 1957 it was credited 
with $20,398,358 in net paid-for business. 

Mr. Seibert is a resident of Oradell, 
N. J., and is a former president of that 
town’s board of education. He is also 
a member of the executive committee 
of the Life Supervisors Association of 
New York. 





Life of North America 
Appoints A. P. Boles 


Appointment of Alexander Patrick 
Boles as regional Group manager of 
Life Insurance Company of North 
America has been announced by Milton 
F. Chauner, Group vice president. Mr. 
Boles will be attached to the company’s 
Atlanta, Georgia service office. 

Mr. Boles was district Group repre- 
sentative for Sun Life of Canada for 
seven years prior to joining Life of 
North America. He served as an agent 
for Reliance Life of Pittsburgh from 
1948 to 1951. He is a member of the 
Atlanta Group Representatives Club and 
the Cherokee Town and Country Club, 
and serves on the board of directors of 
the Sigma Alpha Epsilon Alumni Club. 

A native of Jacksonville, Mr. Boles 
is a graduate of Georgia Military 
Academy and attended Georgia Tech and 
the University of South Carolina. He 
served with the Navy in the Pacific 
during World War II. 








Mutual Benefit Life Opens 
Cleveland Group Office 


Kennard W. Becker has been ap- 
pointed district Group insurance manager 
headquartered in Cleveland, for Mutual 
Benefit Life. 

A graduate of Ohio State University, 
Mr. Becker entered the insurance busi- 
ness in 1937 while still at college. In 
1938 he became a full-time agent, re- 
maining in the insurance field during 
his entire business career except for a 
four-year interruption for Naval service. 





In 1946 he was released from active duty 
with the rank of lieutenant commander. 

In life insurance circles, Mr. Becker 
is a member of the Cleveland Life Un- 
derwriters Association, and served as 
secretary-treasurer of the Group Mens’ 
Association. He has been active in the 
Boy Scouts, the Community Chest, the 
YMCA and the Red Cross. He also has 
been a member of the Cleveland Alumni 
Association of Ohio State and of Phi 
Delta Theta fraternity. 

The Cleveland Group insurance office 
will be located in the Hanna Building 
and will serve the company’s agencies 
in Pittsburgh, Cleveland, Akron and 
Toledo. 








For the client over age 50 — either an 


individual or a principal in a business insurance 
case — GUARDIAN’S Preferred Risk 85 is an 


attractive buy —low premiums, high 
dividends, high cash values. 


And if the insurance is needed for business or 


tax purposes, the flexible provisions of 


GUARDIAN’S modern contract — such as the 
right, where owner is beneficiary, to name a 


new beneficiary within 90 days after the 
insured’s death — provide many 
important advantages. 


For the 
“Senior 
Partner” 


GUARDIAN’'S 
PR-85 












General insurance brokers and surplus writers are cordially 


invited to call the nearest Guardian manager for full in- 


formation, or write ... 


The GUARDIAN Life Insurance Company 
OF AMERICA 


LIFE @ ACCIDENT AND HEALTH @ GROUP 
A Mutual Company—Established 1860 


50 Union Square—New York 3, N. Y. 





Trend to Buy From 
One Insurance Source 


SEEN BY EDMUND L. ZALINSKI 





Executive Vice President of Life Insur. 
ance Co. of N. A. Washington 
Sales Congress Speaker 





An increasingly complex society and 
resulting complex insurance needs has 
changed the life insurance market from 
an extensive to an intensive one with 
an indicated consumer preference for 
buying all lines of insurance from one 
source, “in the same way that he gets 
one-stop service from such diverse in- 
stitutions as the supermarket and the 
medical clinic,” said Edmund L. Zalin- 
ski, executive vice president of Life 
Insurance Co. of North America, ad- 
dressing the annual sales congress of 
the Baltimore and Washington Life 
Underwriters Associations at Shoreham 
Hotel, Washington. 

Mr. Zalinski stated that one of the 
contributing factors to the impressive 
growth of life insurance sales in 1957 
was the intensive marketing effort with- 
in the business evidenced by the intro- 
duction of new policy plans and features. 
“This trend will continue in 1958 along 


with continued emphasis on cost,” he 
predicted. 
Urges Study Problems 
Mr. Zalinski pointed out that the 


higher standard of living and greater 
interdependence created by the onrush 
of progress in the last ten years has 
generated both a need for more life 
insurance to capitalize on greater human 
life values, and additional uses for life 
insurance protection as a result of new 
business and personal needs and new 
financial problems. 

He stressed the importance of proper 
training for life insurance salesmen and 
urged fieldmen to take LUTC, CLU and 
other study programs to increase their 
knowledge and usefulness. Pointing out 
that “the prospect tends to take the 
agent at whatever value he places on 
himself,” Mr. Zalinski stated that “the 
willingness to accept a challenge, to use 
imagination, and to persist is what dis- 
tinguishes the million dollar writer from 
the average agent.” 

Mr. Zalinski also stated that, “Life 
insurance selling, because it deals with 
human beings and their problems, broad- 
ens the practitioner in his depth of 
understanding and the richness of his 
own life.” 


Mid-West Conference 


Committee Chairmen Named 


Chairmen of committees for the annual 
Mid-West Management Conference, 
sponsored by the General Agents & 
Managers Association of Indianapolis at 
French Lick, Ind., October 23-25, have 
been announced by W. T. Smith, general 
agent, Wisconsin National Life, general 
chairman. All chairmen are from In- 
dianapolis. 

Vice chairman, James Comstock, gen- 
eral agent, American United Life; steer- 
ing committee, Hastings A. Smith, 
general agent, New England Life; pro- 
gram, Hilbert Rust, president, R&R; 
finance & budget, Horace Storer, general 
agent, Bankers of Iowa; attendance, 
Leon Meyer, general agent, Fidelity 
Mutual; reception & hospitality, James 





Barbour, general agent, Continental 
Assurance; arrangements, G. Weldon 
Johnson, executive secretary of the 


association; women’s committee, Mrs. 
William Epply, wife of the Prudential 
Ordinary manager; entertainment, Rich- 
ard Mueller, general agent, Provident 
Mutual; promotion, R. W. Osler, Rough 
Notes Co. 

Theme of the conference has been 
announced as “Realistic Management 
Methods That Work Today.” One of 
the oldest of the association-sponsore: 
management meetings, the Mid-West 
Conference regularly draws attendance 
from coast to coast and border into 
Canada. This year, a special drive for 
Canadian attendance will be conducted. 
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‘Ete strange case of the shark’s teeth 


. . . and some important facts about ‘yours 


Had Mother Nature made the same provisions for 
our teeth as she did for the shark’s, good dental 
health would be no problem. 


For when a shark loses a tooth, a new one soon 
grows in its place. Once we lose a tooth, however, 
it is gone for good. 


Yet, our second set of teeth is strong enough to 
last a lifetime . . . if we give them proper care. Un- 
fortunately, too few of us do so. 


In fact, the American Dental Association re- 
ports that only 40 percent of all Americans get 
reasonably adequate and regular dental care. 


The rest get emergency care or none. Moreover, 
one out of seven adults has never been to a dentist. 


There is more to be gained from regular dental 
care than simply keeping the teeth clean, bright 
and healthy. For when decay strikes, a center of 
infection is established from which germs may en- 
ter the blood stream and cause disease in other 
parts of the body. 


Even the smallest break in the enamel can pave 
the way for infection inside a tooth. The dentist 
can usually detect such trouble by X-ray and 
check it before serious damage occurs. Healthy 
teeth .. . for children as well as adults . . . depend 
upon three things. 


1. Diet—which should supply all the elements 
for good teeth, especially calcium and vitamins 
C and D. 


2. Cleanliness—or proper brushing, which 
should be done after meals and always before 
retiring. ; 

3. Check-ups—which should be made every 
six months or as often as your dentist recom- 
mends. 


If you see your dentist regularly, he will get to 
know your individual dental requirements and 
how they can be met to your best advantage. If you 
cooperate with him, your chances will be far 
better to keep most of your teeth most of your life. 








COPYRIGHT 1958—METROPOLITAN LIFE INSURANCE COMPANY 


Metropolitan Life Insurance Company 


(A MUTUAL COMPANY) 


1 MADISON AVENUE, NEW YorK 10, N. Y. 


This advertisement is one of a continuing 
series sponsored by Metropolitan in the interest 
of our national health and welfare. It is appear- 
ing in two colors in magazines with a total 
circulation in excess of 35,500,000 including 
Time, Newsweek, Saturday Evening Post, 
Ladies’ Home Journal, Good Housekeeping, 
Redbook, Reader’s Digest, National Geo- 
graphic, U. S. News. 
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Change in Attitudes 
Vital to Our Economy 


ADDRESS OF J. DOYLE DEWITT 





President of The Travelers Companies 
Talks to Inner Circle Conference 
in Florida 





A change in peoples’ attitudes is far 
more vital to our national economy at 
this time than any economic cure-alls 
or political pump priming, J. Doyle 
DeWitt, president of The Travelers 
Companies said in Belleair, Fla. Speaking 
at the Inner Circle Conference of lead- 


ing Travelers life, accident and health 
agents, from. the United States and 
Canada, Mr. DeWitt said, “If you 


believe, as I do that we as citizens of 
two great countries have the ability, the 
resources, the capital, the experience, the 
desire and the urgent need to keep the 
economy healthy then we must act like 
it and talk like it. 

“There must be a_ psychological re- 
awaking, a resurgence of public confi- 
dence in the ability and the necessity to 
maintain a forward thrust of the eco- 
nomy. And it must come from the minds, 
the hez arts and the voices of people such 
as you,” he said. 

Mr. DeWitt continued, “just as a 
slight cold some times conceals a far 
more deadly virus, the real menace to 
our national economic health is even now 
being masked by the symptoms of the 
recession. I am speaking, of course, of 
he deadly menace of inflation which, 
in spite of a reduction in consumer de- 
mand, still sends the price of basic 
commodities inching upward steadily on 
the index. Inflation is slowly robbing 
individuals and businesses of needed pur- 
chasing power. It makes a mockery of 
savings.” 

Responsible Leadership 

The Travelers president called for 
“responsible. leadership of both manage- 
ment and labor who will, with the larger 
good of the nation in mind, strive to put 
an end to the price-wage leapfrog we 


have been playing since the war. On 
the part of the Government we must 


have a program of economic policymak- 
ing which will serve the needs of both 
the international and the national situa- 


tion simultaneously and without one 
doing harm to the other,” he said. “We 
need a recognition that price stability 


as well as full employment must become 
a primary goal of public policy. On the 
part of the consumer, we must have a 
realistic balance of spending and saving 
motivated by confidence rather than 
fear, and need rather than extrava- 
gance.” 

Mr. DeWitt pointed to the stabilizing 
factor that life insurance can play in the 
economy. “The need for life insurance 
among all groups has never been greater. 


Can you think of any transaction that 
creates a greater sense of confidence 
in the future?” 


the present state of 
Mr. DeWitt said, “Put 
any name on it you want, it can only 
be temporary. I am firmly convinced 
that this situation is more psychological 
than economic. That it is more of an 
atmosphere than a phenomenon. That 
it has been triggered by an accumula- 
tion of events which have disturbed 
minds more than pocketbooks. We must 
remember that it doesn’t take much to 
reawaken a depression psychology in 
many people who have wae memories of 


the 1930's.” 


In discussing 
economic affairs, 





APPOINT F. A. GANTT 
Frank A. Gantt has been appointed 
associate general agent for General 
American Life in Marshalltown, 
The Marshalltown agency is part of the 
company’s Multiple Agency operation 
headquartered in Des Moines under the 


Towa. 


leadership of General Agent Richard 
Strauss. 

Mr. Gantt is heading up a four-man 
agency, including Richard Marshall, 
Elmer Hoopengardner, and H. W. 
Marshall. 


LAA Round Table At Chicago 


Chicago—In the opening address of 
the Life Insurance Advertisers Associa- 
tion’s North Central Round Table at the 
Drake Hotel, April 21, Joseph S. Gerber, 
Illinois Director of Insurance told dele- 
gates to the Silver Anniversary meetings 
of this international organization of life 
insurance advertising, public relations 
and sales promotion executives that: 
“One of the key responsibilities of you 
advertising and public relations people 
is to tell and re-tell the public just what 
your companies are doing. Yours is an 
unending job to promote better public 
understanding and to build confidence in 
the integrity of the life insurance in- 
dustry.” 

In line with the NCRT theme, “Zeroing 
in... on Target” Donald F. Barnes, 
vice president of the Institute of Life 
Insurance, discussed a recent survey of 
the public relations practices. He re- 
ported that nearly two-thirds of the 
American life insurance companies sur- 
veyed did not have any executive in 
charge of public relations. “While the 


chief executives of most of these com- 
panies 
was an 
growth,” 


thought that public acceptance 
immensely important factor in 
he said, “they did not charge 


any individual with the responsibility of 
building that acceptance.” Mr. Barnes 
urged the LAA members to take an 
interest in the public relations activities 
of their companies and to seek permis- 
sion from top management to step in 
where gaps exist. “All LAA members 
are communications experts in one way 
or another. They should consider using 
these skills in public relations activities 
—one of the most vital functions of 
company today.” 


Other Speakers Heard 


LAA President Morgan S. Crockford 
of Excelsior Life, Toronto, told of the 
increasing vitality of LAA, its expand- 
ing horizons and of the upcoming annual 
meeting in Montreal this fall. 

Other featured speakers included 
General Agent Walter E. Ryan of Frank- 
lin Life and John F. Bolger, Jr., presi- 
dent of the Bolger Co., who pointed out 
the need of obtaining a clear-cut com- 
pany profile in order to direct advertising 
and public relations to the areas where 
they will be most effective. 

Concluding speaker of the two-day 
program Dr. Benjamin C. Willis, Chicago 
General Superintendent of Schools, 








For ae information, pets 
Charles L. Norvell, Director of Sales, 
The Greenbrier, White Sulphur Springs, 
West Virginia, or inquire of reservation 
offices at: New York, 17 East 45th 
Street, MU 2-4300; Boston, 73 Tremont 
Street, LA 3-4497; Chicago, 77 West 
Washington Street, RA 6-0625; Wash- 
ington, D. C., Investment Bldg., 

RE 7-2642. 
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Where the convention 
season never ends... 





The Greenbrier offers an outstand- 





ing location for your next conven- 


: tion. The newly completed, air-conditioned 
West Wing provides meeting rooms for 
groups up to 1000 and includes such fea- 
tures as a brand new auditorium with a 42 
foot stage, the latest P. A. systems and pro- 
jection equipment, a theater with Cinema- 
Scope screen, and superb arrangements for 
banquets. Don’t overlook either, the mar- 
velous sports and recreational facilities, the 
courteous service, comfortable guest rooms 
and wonderful dining that have made The 
Greenbrier world-renowned as America’s 


Informal Business Capitol. 





WHITE SULPHUR SPRINGS + WEST VIRGINIA 











AGENCY CASHIER 


Cashier-Bookkeeper with extensive 
experience in life insurance, seeks 
similar position in New York, preferably 
mid-town. Capable of handling all 
administrative details. Box 2612, The 
Eastern Underwriter, 93 Nassau Street, 
New York 38. 











stressed the partnership between educa- 
tion and life insurance. 

General Chairman Bob Fontaine of 
Continental Assurance said the 25th 
Anniversary program set a new attend- 
ance record. Delegates from 37 midwest 
life insurance companies attended the 
meetings. Other key chairmen assisting 
Fontaine included Dick Chatfield, Con- 
tinental Assurance; Jack Currier, Ohio 
State Life; Harry Edel, Prudential: 
Mary Hickey, Northwestern Mutua! 
Life; Francis 0’ Brien, Franklin Life and 
Terry Walters, Mutual Trust. 

In addition to President Crockford, 
members of the LAA executive commit- 
tee in attendance were: Ed _ Leader, 
Bankers Life; John Briggs, Southland 
Life; Bob Kieffer, CLU, Metropolitan 
Life; Don Hopkins, Life Insurance Co. 
of North America; Ty Kennedy, CLU, 
Prudential; Charles Corcoran, Equitable 
Society; Bill Heimburg, New York Life; 
Dick Hindermann, Pan-American Life; 
Myron Jones, Union Central Life and 
Jay Leavell, Guaranty Savings Life. 





Mutual Of New York Names 
Lefler in Oklahoma City 


Robert C. Lefler has been advanced 
to manager of the Oklahoma City agen- 
cy for Mutual Of New York, it was an- 
nounced by Stanton G. Hale, vice- 
president for sales. He succeeds Lloyd 
F. Roberts, who is relinquishing his 
managerial post to become brokerage 
supervisor in MONY’s Milwaukee agen- 
cy, where he began his career with the 
company in 1935. . 

Mr. Lefler joined MONY as a field 
representative in the New Orleans 
agency in 1951. He established himself 
as a leading underwriter, and was ad- 
vanced to assistant manager in New 
Orleans in 1953. Three years later he 
was promoted to senior assistant man- 
ager. Last September Mr. Lefler was 
advanced again, to the home office sales 
department staff, where he has been 
undergoing special managerial training. 

The new agency manager is a gradu- 
ate of Tulane University and has a 
master’s degree from Harvard. He 
served with the Army in Europe in 
World War II, and rose to the rank 
of major. Before entering the life insur- 
ance field, he was in sales work in other 
lines. 

Lloyd F. 
a field underwriter in 
1935. He was promoted to assistant 
agency manager there in 1945, and the 
following year was advanced to the 
home office sales staff for managerial 
training. In 1947 Mr. Roberts was ap- 
pointed agency manager in Chicago. He 
was named manager in Oklahoma City 
in 1948. 


Roberts began his career as 
Milwaukee in 


Great-West Appointments 

Great-West Life has announced the 
appointments of D. H. Scott as assistant 
branch manager, Vancouver, and W. 


Coleman, CLU, as branch manager, Fort 
William. 
Mr. Scott, formerly Fort William 


branch manager, joined Great-West Life 
in 1951 as a representative of the com- 
pany’s Vancouver branch and the follow- 
ing year was appointed district manager 
in New Westminster, B. C. In 1956 he 
moved to Fort William. 


Mr. Coleman, formerly supervisor, 
Northern Ontario, joined Great-West 
Life in 1951 as a_ representative of 


Brandon branch and in 1956 he moved 
to northern Ontario as supervisor. 








Se 


6 
ire . 
if 
tive 
anc 

( 
acc: 
den 
trai 
der 
enc 
and 
ning 
vice 
Cha 
rect 

7 
pres 
dent 
P. 
rein 
The 
life 








such 
cide 
tisin 


Phe 


EI 
Nami 
ceste 
Mr, 
with 
is a 
Insti 
leade 
Doll: 
Tn ac 
Ceste 
Mast 
of ft 
Assoy 

Oro 
West 


1958 





duca- 


le of 
25th 
tend- 
dwest 
1 the 
isting 
Con- 
Ohio 
ntial ; 
utua! 
e and 


ford, 
nmit- 
‘ader, 
bland 


itable 
Life; 
Life; 

and 
ce 


mes 
—“* 
1ty 
inced 
igen- 
5 an- 
vice- 
loyd 
his 
rage 
wen- 
1 the 


field 
leans 
nself 
- ad- 
New 
r he 
man- 
was 
sales 
been 
ning. 
adu- 
AS A 
He 
e in 
rank 
isur- 
ther 


‘r as 
e in 
stant 
the 
the 
erial 
ap- 
He 
City 











May 2, 1958 






— + | 











THE EASTERN 
UNDERWRITER 






















Page 15 








Colonial Life Treasurer 





ee 





ROY F. DUKE, JR. 

Election by the board of directors of 
Colonial Life of Roy F. Duke, Jr., as 
treasurer of that company was announced 
by Richard B. Evans, president. 

Mr. Duke became associated with 
Colonial Life’s investment department in 
1952 and was named assistant treasurer 
in 1953. He is a graduate of Dartmouth 
College where he received his master 
of arts degree from the Amos Tuck 
School of Business. During World War 
II, he saw active service overseas with 
the Army. 

He resides in Short Hills, N. J. 





Seminar Held by Republic 


Nat’! Reinsurance Division 
Twenty-four life insurance executives 
from nine states were in Dallas the week 


of April 21 to attend an agency execu- 
tive seminar conducted by the reinsur- 
ance division of Republic National Life. 
Objectives covered by the seminar, 
according to W. N. Stannus, vice presi- 
dent in charge of this division, included 
training plans, sales techniques and un- 
derwriting. Class instructors were Clar- 
ence J. Skelton, senior vice president 
and co-ordinator of production plan- 
nng; Lyman E, King, CLU, assistant 
vice president and training director, and 
Charles Walters, assistant training di- 
tector. 

Guest speakers were Theo. P. Beasley, 
president; Jack R. Morris, vice presi- 
dent, public relations division; Robert 
. Brady, vice president and actuary, 
reinsurance division, and Mr. Stannus. 
Their subjects covered wide fields of the 
life insurance industry and touched on 
such phases as agency organization, ac- 
cident and sickness possibilities, adver- 
tising and public relations. 





Phoenix Mutual Appoints 


Hennessy in Worcester 


Ellwood N. Hennessy, CLU, has been 
Named associate manager of the Wor- 
cester agency of Phoenix Mutual Life. 
Mr, Hennessy, who has been associated 
with the Worcester agency for 34 years, 
sa graduate of Worcester Polytechnic 
Institute. He has been a consistent sales 
leader and has qualified for the Million 

ollar Round Table on four occasions. 
In addition, he has been active in Wor- 
ester civic affairs as Mason Lodge 
Master, Town Selectman, past president 
of the Worcester Life Underwriters 
Association, vice president of the West- 

Oro Savings Bank and a trustee of the 
Westboro State Hospital. 


March Ordinary Sales 


Nevada led all states in percentage in- 
crease in ordinary life insurance sales 
in March, with Massachusetts and South 
Dakota tied for second place and Idaho 
third, it is reported by the Life Insur- 
ance Agency Management Association, 
which has analyzed March sales by 
states and leading cities. Countrywide, 
Ordinary business decreased 2% in 
March, compared with March, 1957, while 
Nevada sales gained 23%. In Massachu- 


setts and South Dakota, March sales 
were up 19% and in Idaho they were up 
15%. 

For the first three months, with na- 
tional Ordinary sales up 4% from the 
year before, Massachusetts led with an 
increase of 29%, with South Dakota 
second place, up 28% from the corres- 
ponding period of last year. 

Among the large cities, Boston showed 
the greatest rate of increase for March, 
with a gain of 25%. New York 
next, with purchases up 8%. 


was 





“What do you mean — 
BUILD MEN?” 





It is our belief that “the man and the salesman are one — 
and cannot be separated.” Only by directing our efforts 
toward building the man — by helping him in all phases of 


his personal growth — does the successful salesman emerge. 


In the process, we make available the best sales tools and 
provide careful training, guidance and supervision. Out of the 
mold of consideration and understanding comes a man of 
greater stature and income — who is a happy member of 

his community and a credit both to himself and to the 


name of Union Mutual. 


UNION MUTUAL 


LIFE INSURANCE COMPANY OF PORTLAND, MAINE 


Canadian Head Office — Montreal, P. Q. 
America’s Eighth Oldest Life Insurance Company 


Offering All Forms Of 


LIFE 


NON-CAN 


GROUP 


Rolland E. Irish, President — John R. Carnochan, 
Vice President in Charge of Agencies 


LIFE UNDERWRITERS SINCE 1848 


Dr. T. H. Alphin Named 
By Equitable Society 





DR. THOMAS HENRY ALPHIN 


Dr. Thomas Henry Alphin has been 
appointed an associate medical director 
of Equitable Life Assurance Society, 
according to an announcement by James 
F. Oates, Jr., president. Dr. Norvin C. 
Kiefer, the Society’s chief medical direc- 
tor, said that Dr. Alphin’s duties will 
include the development of more effective 
relationships between the Society and 
the medical profession, with special 
emphasis on Group. 

Dr. Alphin goes with Equitable after 
having served as director of the Wash- 
ington office of the American Medical 
Association since 1955. Previously he was 
assistant dean of medicine at the Uni- 
versity of Missouri, a post he assumed 
following two years of earlier service 
with the AMA as assistant director 
of the Washington office. 

Dr. Alphin graduated from the medi- 
cal school of the University of Virginia 
in 1947, after having taught biology and 
chemistry for a number of years at the 
Universities of Washington and Lee, 
Virginia and Northwestern. He was also 
assistant professor of legal medicine at 
Virginia and assistant chief medical 
examiner of the Commonwealth in 1950- 
51. He also served in the Gary Clinic, 
Gary, Ind., and on the medical staff of 
the Federal Civil Defense Administra- 
tion where he became chief of Chemical 
Warfare Defense in 1952. 

Dr. Alphin is a member of the U. S. 
Public Health Service, Medical Society 
of the District of Columbia, and chair- 
man of the legislative subcommittee on 
Trade and Professional Associations of 
the U. S. Chamber of Commerce. 





J. E. Fitzgerald Named 


Appointment of James E. Fitzgerald 
of St. Paul Park, Minn., as superintend- 
ent of agencies in the state of Iowa 
for Western Life, was announced by 
Robert L. Utne, Western’s regional sales 
vice president in St. Paul. Mr. Fitz- 
gerald will be engaged in the develop- 
ment of Western Life agencies in Iowa, 
as well as in extending the facilities of 
the Western to the Iowa agencies of the 
St. Paul Fire and Marine and St. Paul 
Mercury Insurance Companies with 
which Western is affiliated in the St. 
Paul-Western Companies, 

Mr. Fitzgerald is a graduate of the 
University of Minnesota’s School of 
Business Administration. He also at- 
tended the Purdue University Institute 
of Life Insurance Marketing, as well as 
various industry schools in the fields of 
advanced underwriting and pension and 
profit-sharing plans. He entered the life 
insurance business in St. Paul with Penn 
Mutual as a producer and served as 
agency supervisor before becoming gen- 
eral agent for National Guardian Life. 
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Careers Of Fitzgerald And Slichter 


New Northwestern Mutual Chairman Long a Leading Figure 
In Life Insurance Organization Activities; President 
Slichter An Authority on Finances and Business 





Fabian Bachrach 


EDMUND FITZGERALD 


As reported briefly in The Eastern 
Underwriter last week, Edmund Fitz- 
gerald, president of Northwestern Mu- 
tual Life of Milwaukee since 1947, was 
elected to the newly created post of 
chairman of the board, and Donald C. 
Slichter, a vice president since 1949 
and a member of the board of trustees 
since 1952, was elected president and 
designated chief executive officer. Their 
careers follow: 


Edmund Fitzgerald 


Edmund Fitzgerald has been the tenth 
president of NML, having been elected 
to that post on April 23, 1947. He joined 
NML in January, 1933, on his election 
to the beard of trustees. In July, 1933, 
he was elected a vice president; his 
initial duties were in the financial de- 
partments and later he was responsible 
for home office administration. 

After early education in Milwaukee 
grade and high schools, he was gradu- 
ated in 1916 from the Sheffield School 
at Yale University, where he majored in 
economics and was a Phi Beta Kappa. 
He worked in the sales division of Pat- 
ton Paint Co., Milwaukee, until World 
War I; as an artillery captain, he saw 
action overseas and was an observer 
with the French Army. In 1919 he be- 
came a molder in the foundry of the 
Northwestern Malleable Iron Co., Mil- 
waukee, rising to secretary of the firm 
before leaving in 1927 to be secretary 
of the Combined Locks Paper Co., Ap- 
pleton, Wis. In 1928 he became vice 
president and director of the Second 
Wisconsin National Bank, Milwaukee, 
and in 1928 of the National Bank of 
Commerce—its successor through con- 
solidation. In 1930 he became vice presi- 


dent of the First Wisconsin National 
Bank when it absorbed the National 


Bank of Commerce. 


Other Business and National 
Advisory Posts 


Mr. Fitzgerald is a 
Gartland Steamship Co., 
Telephone Co., Cutler-Hammer, Inc., 
and Will Ross. Inc. He has been a 
trustee of the Committee for Economic 
Development since 1951, board member 
of the National Industrial Conference 
Board since 1954, honorary member of 
the American Hospital Association since 
1948, and is a member of the United 
Fund Advisory Council of the National 
United Community Funds and Councils. 
He has been since 1956 a member of 
the National Advisory Health Council 
of the Department of Health, Education 


director of the 
the Wisconsin 


i 


DONALD C. SLICHTER 


and Welfare, Washington, and _ since 
1951 a member of the Mayo Association, 
Rochester, Minn. 

Past and present major posts in life 
insurance groups include: Life Insurance 
Association of America (president 1956, 
board member since 1952, nominating 
committee since 1958); American Life 
Convention (program committee, 1958) ; 
joint LIAA-ALC committees on Federal 
income taxation, social security and 
Group policies; Institute of Life Insur- 
ance (board chairman 1952, board mem- 
ber 1948-56); Life Insurance Medical 
Research Fund (board member 1948-54) ; 
Life Office Management Association 
(president 1943, vice president 1942, di- 
rector 1941). 


Other Posts; 


Mr. Fitzgerald is also: a member of 
the Wisconsin Turnpike Commission, 
since 1953; a member of the Milwaukee 
County War Memorial Development 
Committee, since 1944; a trustee of Mil- 
waukee-Downer College, since 1930; 
chairman and, since 1947, a member of 
the Milwaukee Foundation; a trustee of 
the Milwaukee Art Institute, since 1956; 
the first and only president of the 
United Hospital Fund of Milwaukee 
County, since 1952. He has been: 1933-47 
board chairman of Milwaukee-Downer 
Seminary; 1928-45 YWCA trustee; 
1943-52 board member of the Milwaukee 
Chapter of the Red Cross; 1941-47 mem- 
ber of the executive committee of the 
Milwaukee County Community War 
Fund; 1935-47 president of Columbia 
Hospital; 1931-36 treasurer of the Wis- 
consin Anti-Tuberculosis Association; 
1931 chairman of the Milwaukee County 
Community Fund Campaign. 

In 1953 he received an honorary Doc- 
tor of Laws degree from Marquette 
University. He has received a certificate 
of distinctive civic service from M.U. 
and a distinguished service to society 
award from Northwestern University. 
Other recent honors inelude: 1955 Mil- 
waukee Rotary Golden Anniversary 
award, 1956 Wisconsin region of the 
National Conference of Christians and 
Jews award, 1957 Milwaukee Cosmopoli- 
tan Club 25th annual distinguished serv- 
ice award, 1957 Tristate Hospital Assem- 
bly award, 1957 Wisconsin Hospital 
Association award, 1955 honorary mem- 
bership in Marquette University chapter 
of Beta Gamma Sigma, 1957 Junior 
Achievement of Southeastern Wisconsin 
citation. 

Following family tradition, he has had 
a life-long interest in ships and marine 


Service Honors 


Fitzgerald’s Statement 


Following announcement of the top 
changes at Northwestern Mutual Life 
last week, Chairman Edmund Fitzgerald 
said: 

“We believe that the office of chair- 
man of the board will facilitate the 
transfer of chief executive responsibility 
in a company such as the Northwestern, 
which has a fixed retirement age of 65. 
It creates a period of responsibility and 
leadership of sufficient length for an 
incoming, vigorous executive to initiate 
and accomplish new developments; and, 
in the early years of a new administra- 
tion, it keeps readily available to the 
company the intimate knowledge of com- 
pany and industry affairs possessed by 
the officer approaching retirement. Mr. 
Slichter and I look forward to the re- 
maining 23 months of a close association 
in this company which began 25 years 





transportation. Born in Milwaukee, he is 
the son of the late William Edmund 
Fitzgerald. His grandfather and father 
were successively presidents of the Mil- 
waukee Drvdock Co., which built and 
repaired ships. His grandfather and _ his 
grandfather’s five brothers were captains 
of Great Lakes sailing vessels. 

Married to the former Elizabeth 
Bacon, Mr. Fitzgerald lives on Milwau- 
kee’s east side. He has two children— 
Edmund Bacon Fitzgerald, apparatus 
sales manager for Cutler-Hammer, Inc., 
and Elizabeth (Mrs. Richard W.) Cutler 
—and six grandchildren. 


Donald C. Slichter 


Donald Charles Slichter becomes the 
11th president of the 101-year-old North- 
western Mutual Life. He has been a vice 
president since 1949, a member of the 
firm’s board of trustees since 1952, and 
a member of the board’s executive com- 
mittee since 1956. 

He joined Northwestern Mutual in 
July, 1934, becoming director of public 
utility bond research in October, 1934. 
Since 1949, when he was appointed vice 
president in charge of the bond (now 
securities) department, he has been re- 
sponsible for the company’s securities 
portfolio— which now stands at over 
$2.11 billion and represents 58% of the 
total assets of the company. 

A 1922 graduate of University of Wis- 
consin’s College of Engineering, he be- 
gan his career in the engineering field. 
His first job was with the Lake Superior 
District Power Co., Ashland, Wis. In 
1925 he joined the partnership of Mason, 
Slichter, Gauld, consulting engineers in 
Madison, Wis., and Toronto, Canada. 
When the partnership disbanded in 1929, 
a long- standing interest in securities led 
him into the investments field. For the 
five years prior to joining Northwestern 
Mutual, he was with a private invest- 
ment office in Madison, Wis. 


Other Business and Civic Respon- 
sibilities: U. of W. Citation 


Mr. Slichter is a director of the Chain 
Belt Co. and the Pelton Steel Casting 
Co., both of Milwaukee, and the Lake 
Superior District Power Co., Ashland, 
Wis. 

He is a trustee and member of the 
investment committees of the Wisconsin 
Alumni Research Foundation, Lawrence 
College, and Milwaukee-Downer College. 
He is also a member of the finance 
committee of the Milwaukee Children’s 
Hospital and has headed an industrial 
section of the Milwaukee Community 
Fund Drive. 

One of four brothers who have all 
achieved prominence in their respective 
fields, Mr. Slichter in 1957 was awarded 
a distinguished service citation by the 
University of Wisconsin College of 
Engineering. 

Active in the Life Insurance Associa- 
tion of America and the American Life 
Convention, he is on the joint ALC- 
LIAA committee on valuation of assets 
and has served on the LIAA investment 
research committee. 


Personal Data 


Mr. Slichter was born in Madison, 
Wis. His father, the late Charles Sum- 


Langmuir Vice President; 
H. J. Tobin Made Trustee 





PETER B. LANGMUIR 

Peter B. Langmuir, manager of indus- 
trial investments for Northwestern Mu- 
tual Life since 1950, was elected to suc- 
ceed Donald C. Slichter as vice president 
in charge of the securities department 
At the same time Howard J. Tobin, vice 
president in charge of the mortgage loan § 





HOWARD J. TOBIN 


department since 1945, was elected, addi- 


tionally, a member of the board © 
trustees. 

Mr. Langmuir joined NML in 1947 as 
an industrial bond analyst and in 195) 
became manager of industrial invest: 
ments, responsible for investigation ani 
negotiation of all re bond ani 
stock investments. A Yale University 
graduate, he worked with F. Eberstatt 
& Co., New York, and as executive as 
sistant to the president of Cleaver 
Brooks Co., Milwaukee. He holds a Pres 
idential Certificate of Merit for his 
World War II work with the Office 0! 
Scientific Research and Development. 
He is a director of the Wausau Papet 

(Continued on Page 17) 





ner Slichter, was dean of University ©! 
Wisconsin’s Graduate School. He ha‘ 
three brothers, Allen M., president, Pel: 
ton Steel Casting Co.; Louis B., director, 
Institute of Geophysics, University © 
California, Los Angeles, and Sumner | 
Lamont university professor of eco 
nomics at Harvard. 

Mr. Slichter, married to the fora 
Dorothy Doyon, lives in Shorewood, 4 
Milwaukee suburb. He has two daugh- 
ters, Ann and Jane. 
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Home Office Building of 


General American Remodeled 

The third and fourth floors of the 
home office building of General Ameri- 
can Life, St. Louis, have been extensively 
remodeled, completing the entire modern- 
ization of the twelve-story building. The 
two floors, now occupied, finish a 
project first started in 1951 when the 
company, faced with the question of 
remodeling or building outside the down- 
town St. Louis area, decided to remain 
in the downtown area and remodel the 
entire interior of the building. 

The fourth floor is a showplace of the 
home office with specially-designed wal- 
nut paneling, unusual florescent ceiling 
lighting above white corrugated plastic, 
and colorful vinyl plastic flooring. The 
two main entrances to the offices, at 
either end of the corridor, are of heavy 
plate glass. 

Primarily for sales activities, one end 
of the fourth floor houses the expansion 
area of the St. Louis agencies with 
space for General Agents Adam Rosen- 
thal, Louis Clark and V. Randall Work- 
man, and the agents and _ secretarial 
staff associated with those agencies. 
There is also a conference or meeting 
room for the St. Louis agencies, fur- 
nished with contemporary tables and 
chairs. 

The St. Louis regional Group office, 
headed by Manager George Denton, is 
also on the newly remodeled fourth 
floor, as is the St. Louis district Group 
office under Manager Jack Hermen. A 
conference room has been added here, 
too, for department meetings. 

The third floor, devoted to home office 
operations, houses the policyholder 
service department and Group benefits 
department. The modernization of this 
floor follows a design apparent through- 
out the rest of the building with lowered 
ceilings, new lighting and pastel decorat- 
ing colors harmonizing with clean-cut 
gray metal furniture. 





Life of No. America Names 
Reynolds in Pittsburgh 


Appointment of Hilbert W. Reynolds 
as general manager of Life Insurance 
Co. of North America’s Pittsburgh 
agency has been announced by Leland 
T. Waggoner, agency vice president. 

Mr. Reynolds has been general man- 
ager for New York Life in Pittsburgh 
for the past six years. He began his 
insurance career as an agent for Pru- 
dential and subsequently became agent, 
assistant manager and home office train- 
ing supervisor for New York Life. 

He is membership chairman and di- 
rector of the Pittsburgh Life Under- 
writers Association and Pennsylvania 
state membership chairman of the Na- 
tional Association of Life Underwriters. 





Langmuir And Tobin 


(Continued from Page 16) 


Mills Co. and chairman of the invest- 
nent committee of the Community Wel- 
fare Council. 

Mr. Tobin since 1945 has been vice 
president in charge of the mortgage 
loan department, responsible for mort- 
gage loan and real estate accounts which 
now total $1.24 billion, or 33% of NML 
assets. He joined NML in 1934, became 
assistant manager of city loans in 1936 
and manager in 1937. He ‘holds L.L.B. 
and L.L.M. degrees from Chicago Kent 
College of Law and is a member of the 
Illinois bar. A Milwaukee civic leader, 
he was President of the Greater Mil- 
waukee Committee for several years and 
is a member of the board of the Mil- 
waukee Auditorium-Arena and of the 
Milwaukee Art Center. He is also a 
trustee of the Urban Land Institute, a 
committee member of the Voluntary 
Home Mortgage Credit Program of Re- 
gion IX, and a member of the Mil- 
waukee Expressway Commission. 







































Holgar J. Johnson (right), president of the Institute of Life Insurance and president 
of the United Service Organization (USO), with President Eisenhower and Harvey 
S. Firestone, Jr., USO chairman, at the White House where Mr. Johnson presented 
the President with a report covering USO highlights of the past year and President 


Eisenhower gave his support to the USO campaign to raise $11,500,000 this year. 





United States Life Names 
A. L. Ennen General Agent 


United States Life has appointed 
Archie L. Ennen as_a general agent in 
Bakersfield, Cal., and the surrounding 
area. Active in the insurance business 


in Fresno for almost nine years, Mr. 
Ennen has headed his own agency since 
1952. 

Mr. Ennen is a member of the Ki- 
wanis, Knights of the Round Table, Boy 
Scouts and the local Chamber of Com- 
merce. During the war years, he served 
as a pilot in the Air Force. 











Bankers Security Life set new high records for 


insurance in force last year—with a 38% increase 
in Ordinary Life plus the rapid growth in sales of 
its popular new A&S and Hospitalization contracts. 


BANKERS SECURITY LiFE GENERAL AGENTS 
ARE LOOKING AHEAD TO THIS RECORD '58 


BANKERS SECURITY LIFE 


INSURANCE SOCIETY 
103 PARK AVENUE - NEW YORK 17,N.Y. 
Call Agency Department — MUrray Hill 5-4000 


Se RII em 





I. ARTHUR 
YANOFF 


SAYS: 


“Need help in 
prospecting? You 
get it from Eastern 
life . . . effective 

selling literature with 
your imprint without 
cost to you 


4“ 
! 


A progressive Eastern Life 
General Agent, Mr. Yanoff 
says “The right policies, 
superb service, plus bro- 
chures for direct-mailing 
gives you a combination 
that helps make fast sales. 
You receive a 2% serv- 
ice fee for life after the 
10th policy year in 
accordance with your 
agreement and so 
long as it remains 
in force.” 


See 


INSURANCE COMPANY OF NEW YORK 


Home Office: 386 Fourth Ave., N.Y. 16, N.Y. 





GENERAL AGENCY FRANCHISES AVAILABLE 
Write: 


MURRAY APRIL 


Director of Agencies 
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Joins Pacific National 
: As Senior Vice President 








































































H. SMITH HAGAN 


San Francisco-——-H. Smith Hagan, pres- 
ident of Midland National Life of Wa- 
tertown, S. D., will join Pacific National 
Life Assurance Company in Salt Lake 
City as senior vice president May 31. 
He will head up Pacific National Life’s 
Ordinary life operations headquartered 


there. 

Announcement was made here by H. 
B. Perrin, Pacific National Life presi- 
dent. In Salt Lake City, Board Chair- 
man Ray H. Petersen said, “Mr. Hagan’s 
association with the company in Salt 
Lake will add immeasurably to the con- 
tinuing growth of Pacific National. He 
brings to us broad experience in all 
phases of life insurance, including new 
fields in which the company shortly ex- 
pects to enter.” 

Mr. Hagan became president of Mid- 
land in 1954, prior to that was vice pres- 
ident in charge of production. He began 
his insurance career in 1929 as an agent 
for Prudential, moved to Occidental Life 
in 1944 where he became a supervisor 
of the home office in Los Angeles be- 
fore joining Midland. He is a member of 
the Masonic Order and is an ambassa- 
dor-at-large of El Riad Temple of the 
Shrine. He served as a trustee of the 
Congregational Church of Watertown. 

On November 26, 1957 Pacific Na- 
tional Life of Salt Lake City and Mat- 
son Assurance Co., San Francisco, were 
merged. The survivor was the California 
corporation which then changed its 
name to Pacific National Life Assurance 
Company. The home office is in San 
Francisco. 





Honor Norman W. Remole 


Norman W. Remole, manager in Min- 
neapolis for Guardian Life of America 
since 1927, was guest of honor at a re- 
cent dinner held in the Pick-Nicollet 
Hotel to celebrate the opening of new 
quarters for the Remole Agency on 
Park Avenue’s “Modern Mile” in Min- 
neapolis. 

Speaking at the dinner, President 
John L. Cameron congratulated Mr. 
Remole and his associates on their fine 
record of accomplishment and presented 
a gold key for the new offices to Mr. 
Remole. Second Vice President John C. 
Slattery was toastmaster. 

On the day following the dinner, the 
agency held an open house in the new 
building for more than 400 guests. Archi- 
tect for the building, which is the sec- 
ond company-owned building designed to 
house Guardian agencies, was Skidmore, 
Owings & Merrill. 









Life Companies Now 
Send Funds to Poland 


HOW SITUATION HAS CHANGED 





Executives Tell Senate Subcommittee 
What Their Present Company 
Practice Is 





Washington, D. C—Closed hearings 
held last October in New York by the 
Senate Internal Security subcommittee 
disclosed that American life insurance 
companies have resumed reluctantly the 
payment of benefits to persons in Poland, 
as a result of a recent Treasury Depart- 
ment change in regulations allowing 
checks and warrants from the United 
States to be sent into that Iron Curtain 
country. The testimony given by a 
number of life company executives at 
these closed hearings was made public 
this week by Sen. James O. Eastland 
(D.-Miss.), chairman of the subcom- 
mittee. 

“For several years, according to these 
witnesses,” Senator Eastland said, “in- 
surance companies held up payment of 
benefits to residents of Poland, because 
there were indications that the benefi- 
ciaries never got their money. Last 
summer Poland was given foreign aid 
by the United States, and thereby was 
removed from the list of Iron Curtain 
countries to which checks and warrants 
may not be sent. 

“Insurance companies are still holding 
up benefits to persons in other Iron 
Curtain countries which remain on that 
list. But they say there is now no legal 
justification to do so in the case of 
Poland.” 

Company Officers Tell Situation 


Daniel J. Reidy, vice president and 
general counsel of Guardian Life, said 
the policy of holding money in the 





Duchess Counties or in midtown Manhattan. 


gramming and taxes. Salary open. 
Street, New York 38, N. Y. 





LIFE INSURANCE ADMINISTRATOR AVAILABLE 


Life insurance man is available for position in an agency preferably in Westchester or 
Has had diversified experience: agent, supervisor 
and fifteen years as Office Manager of large New York City agency. 
Address Box 2609, The Eastern Underwriter, 93 Nassau 


Also experience in pro- 





United States was adopted because of 
a “moral obligation to our policyholder, 
that only the beneficiaries they have 
designated got these proceeds” and “a 
patriotic duty to our country to make 
sure that no dollars fall into Communist 
hands where those dollars may be used 
against our Republic.” 

Edwin Dowling, associate general 
counsel of Metropolitan Life, said he 
has reason to believe that beneficiaries 
behind the Iron Curtain do not want the 
money sent to them while they are under 
Communist rule. 

“T have one case in mind,” said Mr. 
Dowling, “where a person in (an) Iron 
Curtain country has written to us indi- 
cating that he does not want the money 
and asked us to write the local bank, 
which apparently was putting pressure 
on him, and tell them that we could 
not send the money into the country, so 
that, as the correspondent said, “They 
will leave me in peace.’ ” 

Charles Andolsek, second vice presi- 
dent of Equitable Society, in charge of 
claims, said in connection with the ruling 
on Poland that “while it may be that 
the United States Government has 
a reasonable assurance that their funds 
are going to be paid to beneficiaries, we 
have not been able to determine whether 
any similar assurance exists with respect 
to private funds as far as going to bene- 
ficiaries.” 

William A. Leece, assistant general 
counsel of Prudential, said that “prior 
to the change of the Treasury’s position 
where Poland is concerned, we had 
consistently denied payment on Polish 
claims. Since that time ... we have 
paid them.” 











One uniform low 


Decreasing term on wife means 
death benefit is greatest when chil- 


eerie dren are small and financial protec- 










unit of the United 
Family Benefit gives 
necessary life insur- POitE 
ance on mother and 
all children! Father 
simply adds_ the 


tion is most needed. Level term of 
$1,000 per unit of Benefit on each 


Insurance provided by Benefit is paid 
up in event of death of either father 
or mother. 


oC Wife and children have conversion 










United Life 
he selects. 


OOM privilege. 

Children born during term of 
Benefit automatically have FULL 
coverage from 15 days old. 

UNITED LIFE AND 

ACCIDENT INSURANCE CO. 


CONCORD, N. H. 


ESTABLISHED 1913 


Write H. V. Staehle, Jr., C.L.U., Field Management 
Vice President, United Life, 10 White St., Concord, N. H. 
STATES SERVED: CAL., CONN., DEL., D. C., ME., MD., MASS., 
*MICH., N. H., N. J., N. C.. *OHIO, *PA., R.I., S. C., VT., VA. 


*General Agency opportunities available. 











O'TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 








HAIGHT, DAVIS & HAIGHT, Inc. 


INDIANAPOLIS OMAHA 


Consulting Actuaries 











Joins Bankers Security as 


New York General Agent 


Pad wire A 





HERMINE R. KUHN 


Hermine R. Kuhn has been appointed 
a general agent of Bankers Security Life 
Insurance Society with offices at 527 
Madison Avenue, New York. Miss Kuhn, 
since 1955, has. maintained her own New 
York office as a consultant in the areas 
of estate planning, pensions, bonus and 
profit-sharing plans. In recent years she 
has regularly attended sessions of the 
Practicing Law Institute, American 
Bankers Association Trust Conference 
and Annual Institute of Federal Taxa- 
tion. As a member of the Life Under- 
writers Association she was a member 
of the education and estate planning 


committees as well as chairman of a 
group occupied in the writing of a his- 
tory of women leaders in the insurance 
industry. Miss Kuhn is also publicity 
chairman of the League of Life Insur- 
ance Women and has previously been 
associated with Equitable of New York 
and Manhattan Life. 





THOMAS H. BERRY DEAD 
Thomas H. Berry, 51, agency manager 
for North American Life of Chicago 
in Topeka, died recently. Mr. Berry 
joined North American Life in 1946 and 
immediately became one of the com- 
pany’s leading producers. Prior to 1946 
he was associated for ten years with 
Metropolitan Life. 
He is survived by his wife, Minnie. 














2, 1958 


or or 
rvisor 

pro- 
assau 








Agent 


pointed 
‘ity Life 
at Sa 
s Kuhn, 
vn New 
le areas 
nus and 
sars she 
of the 
merican 
iference 
| Taxa- 
Under- 
member 
lanning 
n of a 
f a his- 
surance 
ublicity 
. Insur- 
ly been 
w York 


1D 
nanager 
Chicago 
Berry 
946 and 
e com- 
to 1946 
rs with 


nie. 














May 2, 1958 











BR hdvnait 6 


[+—Li.e—+ Pp 


REREREL IEE INES 











Page 19 














New London General Agent 





JACK J. WEINSTEIN 


Jack J. Weinstein has been appointed 
general agent in New London, Conn., 
for Washington National Insurance Co., 
according to an announcement by P. W. 
Watt, president. 

Mr. Weinstein graduated from the 
University of Connecticut in 1952. 
the past five years, he has served re- 
representative 
well-known 


For 


spectively as sales and 
manager for a 
health and accident association and life 
company. He successfully 


completed all of his former companies’ 


assistant 
insurance 


training courses for career agents and 


managers and has been schooled in 


supervisory work sponsored by the Life 
Management Asso- 


Insurance Agency 


ciation. 





N. Y. District Group Man 


Arthur Johnson 


RICHARD H. AULEBACH 


As announced in last week’s issue of 
lhe Eastern Underwriter Richard H. 
Aulebach has been appointed by Massa- 
chusetts Mutual Life as district Group 
representative in the eastern regional 
Group office in New York. He will work 
In cooperation with the general agents 
In the metropolitan New York area. 

Mr. Aulebach is a resident of Rve, 
N. Ya Navy veteran, and a graduate 
of the University of Virginia. 









Washington National Names 
J. T. Dwyer In Providence 


James T. Dwyer thas been appointed 
general agent in Providence, R. I., for 
Washington National according to an 
announcement by P. W. Watt, president. 

Mr. Dwyer entered the insurance busi- 
ness in 1950 as a sales representative for 
a well-known insurance company work- 
ing out of its Syracuse, N. Y., agency 


office. In 1955 he was appointed a field 


supervisor responsible for the super- 
vision of field representatives in five 
eastern states. In December, 1956, Mr. 
Dwyer became a general agent for the 
same company and served in that ca- 
pacity until his recent appointment with 
Washington National. 

Mr. Dwyer successfully completed the 
two-year LUTC course of study. He is 
also a graduate of the Life Insurance 
Marketing Institute at Purdue Univer- 
sity. 


Ryan Agency Expanding 

The W. F. Ryan agency of United 
States Life is expanding its facilities in 
the Cleveland area. Ernest Ruffini has 


been appointed as manager of the 
agency’s newly formed brokerage de- 
partment. 


A life-long resident of Cleveland, Mr. 
Ruffini has been assistant manager of 
the local brokerage department of Con- 
necticut General for five years. He is a 
graduate of University Schooi and the 
Wharton School of the University of 
Pennsylvania. 





HiS JOB: To broaden your life and brighten your future—through science 
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Mutual Benefit Life’s job: 


TRUE 


SECURITY 


FOR YOUR CLIENTS 
AND YOU 


Just as the scientist and engineer use the 
tools of today to build a better tomorrow, 
so does the Mutual Benefit Life man shape 
the future of his clients and himself. 

In his case the tools are the most up-to- 
date and comprehensive sales aids in the 
life insurance field. 


Mutual Benefit Life provides him with: 


Audio-visua] presentations, each thor- 
oughly sales-tested before he gets them. 


Merchandising and educational material 
to reach the most lucrative individual 
prospects, such as: 


a. SELECTIVE GROUP MERCHANDISING— 

An advanced prospecting and selling con- 
cept to put him in intimate contact with 
the business and professional leaders of 
today—and tomorrow. 


b. MEDICAL FIELD KIT AND “MD” PLAN— 
complete guides to the monied medical 
market. 


c. SELECTIVE INCENTIVE PLAN — 

Brand new comprehensive packaging of 
one of today’s hottest selling ideas. Meets 
the needs of the many businesses who find 
theusualemployee benefit plans inadequate. 


Add to these the unique sales approach of 
Mutual Benefit Life’s nationally advertised 
True Security. 


These and other advantages assure the 
Mutual Benefit Life man of a more produc- 
tive business life, a more predictable and 
rewarding future—True Security not only 
for his clients but for himself and his family 
as well. 


MUTUAL 
BENEFIT 
LIFE 


The Insurance Company 
for TRUE SECURITY 






INSURANCE COMPANY, NEWARK, NEW JERSEY 
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Home Life Changes 


(Continued from Page 1) 


perspective. Today people are curtailing 
voluntary buying and putting more dol- 
lars into savings. The life insurance 
business has less competition today than 
at any time in the past decade.” 

The career opportunities offered by 
life insurance are also enhanced in 
periods such as this one, said Mr. 
Worthington. Men who become more 
appreciative of the values of life insur- 
ance are attracted by the career oppor- 
tunities it offers. 

A highlight of the meeting was the 
appearance of guest speaker Merryle 
Stanley Rukeyser, nationally syndicated 
financial columnist. Speaking on “Life 
Insurance | Property—the Hallmark of 
Personal Progress,” Mr. Rukeyser made 
an imaginative presentation of the finan- 
cial and psychical benefits of life insur- 
ance ownership. 

Others appearing on the program of 
the four-day meeting were: O. C. Lin- 
coln, J. F. Walsh, and T. A. Stemmer- 





Pach Bros. 
GEORGE GAMACHE 


mann, vice presidents; R. B. Cunning- 
ham and G. K. Rugger, second vice pres- 
idents; A. B. Doran and J. T. McCrystal, 
assistant vice presidents; F. H. Low and 
Cc. A. Turner, assistants to the presi- 
dent; J. W. Langdon and W. W. 
Stewart, Jr., managers of agencies; C. A. 
Murphy, executive assistant. Agency 
managers appearing in the panel discus- 
sions included W. C. Petty, Jr., Hunt- 
ington, J. R. Chapman, Los Angeles; C. 
O. Pratt, New York; P. F. Saint, Bos- 
ton; C. Oshin, New York; W. B. Stark, 
Jr., Syracuse. Field Underwriter R. B. 
DuVal, Baltimore, also was on the pro- 
gram. 

The election of J. Finlay Allen to 
senior vice president of Home Life of 
New York, was announced by William 
P. Worthington, president. At the same 
time, Mr. Allen was nominated to the 
company’s board of directors. 


Home Life has also advanced two 
other company officers. George 
Gamache was made secretary of the 


company and Donald R. Morganson, 
assistant counsel and assistant secretary. 


Joined Company in 192$ 


Mr. Allen, who has been vice_presi- 
dent and secretary, joined Home Life in 
1929 in the actuarial department. In 
1933, he became assistant secretary; in 
1941, secretary; and in 1950 he was 
elected vice president and secretary. Mr. 
Allen is a graduate of the University 
of Toronto with honors in mathematics. 
He is a Fellow of the Society of Actu- 
aries and the American Institute of Ac- 
tuaries. He has served on-the board of 
directors of.the Life Office Management 
Association since 1938, and has been both 
vice president and president of that 
organization. 











Pach Bres. 
J. FINLAY ALLEN 


who has been assistant 
secretary, started with the company in 
the actuarial department in 1927 and 
later supervised the dividend division. 
In 1934, he was transferred to methods 
work and in 1941, appointed office plan- 
ning supervisor. In 1946 he was ap- 
pointed an officer of the company with 
the title of assistant secretary. Mr. 
Gamache_ studied civil engineering at 
ee Union and is a director of the 
New York Chapter of the National Of- 
fice Management Association. 

Mr. Morganson, who has been assist- 


Mr. Gamache, 


Pach Bros. 
DON MORGANSON 


ant counsel, joined Home Life in 1941 
as a member of the legal section of the 
mortgage department; and in 1946, he 
was named mortgage attorney. In 1950, 
he was transferred to the law depart- 
ment and was appointed assistant coun- 
sel and an officer of the company. Mr. 
Morganson is a graduate of the New 
York University Law School and is a 
member of the New York Bar. He is a 
member of the Association of Life In- 
surance Counsel, New York County Bar 
Association, American Title Association 
and New York State Title Association. 

In making the announcement, Home 
Life President William P. Worthington 
said: “It is indeed gratifying to recog- 
nize the accomplishments of these men. 
We feel that these promotions to broad- 
er responsibility will provide increased 
effectiveness in the continuing expan- 
sion of Home Life’s activities.’ 


Inflationary Dangers 
In Recession Moves 


SEEN BY JAMES F. OATES, JR. 
Equitable Society President Points Out 
Some Favorable Aspects of 
Current Situation 


Richmond—Urging leaders of business, 
labor and government to avoid using 
inflationary stimulants to counteract the 
current recession, James F. Oates, Jr., 
president of Equitable Society said here 
that “the rate of decline in over-all 
economic activity may be _ lessening.” 
Speaking before Richmond business and 
civic leaders at the Commonwealth Club, 
Mr. Oates cited this evidence: 

Consumer spending on nondurable 
goods and services (which absorbed over 
50% of the gross national product last 
year) is holding up well. 

The decline in spending, a usual 
characteristic of downward phases of 
major depressions, has not become gen- 
eral, 

The country’s citizens have vast 
amounts of stored up savings and pur- 
chasing power. Personal income in 
March was at a $341 billion annual rate. 

State and local government expendi- 
tures are continuing to rise. A long- 
term and expanding public road building 
program is underway. The federal gov- 
ernment will increase expenditures in 
the space and missile field. 


Other Favorable Signs 


Other favorable signs, he pointed out, 
were a sound and well functioning finan- 
cial and banking system; the Federal Re- 
serve Board’s move to ease credit, making 
billions of dollars of additional funds 
available for loan and investment pur- 
poses; absence of speculation financed 
by short-term credit. He also noted that 
agriculture has a better debt structure 
than in the 1930’s and income prospects 
are improving. The long-run outlook 
in terms of growing population and a 
rapidly rising standard of living, here 
and abroad, assures a continuing and 
expanding demand for goods and serv- 
ices for many years to come, the in- 
surance executive pointed out. 

“Unfortunately some segments of our 
population look toward Government to 
solve problems for them,” Mr. Oates 
said. “The proponents of government 
action are advocating massive public 
works, defense programs, agricultural 
price supports, federal aid to education 
and foreign aid as anti-recession meas- 
ures and even more insistently advocat- 
ing major tax reduction programs. 

“If these advocates have their way,” 
Mr. Oates warned, “federal spending will 
rise sharply, a generous tax cut will be 
voted, and the federal budget will be 
unbalanced revealing a huge and imme- 
diate deficit. If these programs are 
large enough and carried long enough 
they will eventually lead to substantial 
inflationary pressures with all the attend- 
ant dangers and further devaluation of 
the dollar.” Inflation, he termed, “a 
cruel capital levy on holders of bonds, 
insurance contracts and pension rights.” 


What Government Can Do 


Wherever possible, throughout indus- 
try, prices should be lowered and bigger 
discounts and trade-in allowances should 
be made, the life insurance executive 
pointed out. “The people have the money. 
The buying power is there. It is up to 
industry to make them want to buy.” 
He urged business to “do even better 
the things they already do well—such 
as bringing out new products and im- 
proving their production and distribution 
methods to reduce costs.” He also urged 
labor to collaborate in working out ways 
and means to reduce costs and to 
recognize “its stake in a stable price 
level.” 

Government also can pursue appro- 


New Advanced Underwriting 
Branch Headed by MacKay 





Melkon Studio 
MackAY 


HUGH M. 


State Mutual Life of America has 
appointed Associate Counsel Hugh M. 
Mackay to head the company’s newly 
organized advanced underwriting branch. 
The advanced underwriting branch has 
been established within the agency divi- 
sion to fill a need of the field force for 
guidance, information, and material prep- 
aration in the subject of advanced 
underwriting, State Mutual President 
H. Ladd Plumley announced. Mr. Mac- 
Kay’s principal activities will be in the 
field of pension and profit sharing, busi- 
ness insurance, estate planning, guaran- 
teed issue, and employe benefit plans 
involving individual policies only. 

In his capacity as associate counsel, 
Mr. MacKay has for a number of years 
been active in aiding the field forces of 
State Mutual in the preparation and sale 
of company products relating to ad- 
vanced underwriting. 

Mr. MacKay graduated from Norwich 
University and received his LL.B. at 
Harvard Law School. He joined State 
Mutual in 1937. During World War II 
he served as a lieutenant in an anti- 
aircraft battalion and later as a co- 
ordinator of instruction in a department 
of the anti-aircraft school. He was 
transferred to Military Intelligence Serv- 
ice before returning to State Mutual in 
1946 as assistant counsel. He was ad- 
vanced to associate counsel in 1951. 

A member of both the Massachusetts 
and Connecticut Bars, Mr. MacKay has 
written articles for the national maga- 
zine, “Trusts and Estates,” and for the 
Journal of the American Society of 
Chartered Life Underwriters. He has 
lectured on taxation at the University of 
Connecticut Life Underwriting School 
and at the Fifth Annual Taxation Con- 
ference at the University of Texas. 





priate policies to aid recovery, Mr. Oates 
declared. Its immediate responsibility 
is providing help to the unemployed, he 
emphasized. His other recommendations 
included: 

A realistic overhaul of government 
regulatory policy and practice to allevi- 
ate some difficulties encountered by 
important industries, especially in the 
field of transportation. 

Avoidance of large scale tax reduction 
designed to stimulate consumer spending, 
because this reduction could generate 
violent inflationary pressure and create 
an unmanageable Federal deficit. 

A program of tax reform with rigorous 
restraint on public budgets in order to 
reduce the burden of taxation on tlie 
nation’s productive ability. 

“It is right and proper that all tax- 
payers get some measure of relief from 
the tax burden,” Mr. Oates declared. 
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H. N. Rentner Agency 


In Larger Offices 


NOW AT 640 FIFTH AVE., N. Y. 

Berkshire Life’s Leading Agency in 
Midst of 1958 Expansion; Has In- 
creased Staff to 18 Full Time Agents 





The Hilliard N. Rentner Agency, lead- 
ing general agency of the Berkshire Life 
for 1957, is moving this week-end to 
larger offices in the Crowell-Collier 
Building, 640 Fifth Avenue, New York, 
after locating on lower Broadway for 
the past seven years. Approximately 
5,000 square feet of space will be occu- 





HILLIARD N. RENTNER 
pied, thus enabling the agency to con- 
tinue its expansion program for 1958. 

Since the Rentner Agency was organ- 
ized on January 1, 1951, it has led the 
Berkshire Life for six out of its seven 
years with the company. This leadership 
continues for the first quarter of 1958, 
and with 18 full time producers (four 
have joined the agency this year) the 
Rentner office expects to have its big- 
gest and best year in 1958. 

Three Rentner producers—Jules Nass- 
berg, Sidney W. Goodstein and Murray 
Malament—ranked among the top ten 
of the Berkshire for 1957 production. In 
fact, Mr. Nassberg led the company last 
year, and the is a life and qualifying 
member of the Million Dollar Round 
Tab'e. Mr. Goodstein, in turn, was the 
1957 winner in the annual Berkshire 
Boosters Campaign. Both he and Mr. 
Nassberg are charter members of the 
agency while Mr. Malament joined the 
office six years ago. 

General Agent Rentner said this week 

that the new headquarters at 640 Fifth 
Avenue provide for better utilization of 
space than at the former 141 Broadway 
location. He pointed to the latest in 
modern business office design, decora- 
tive effects and eye-appealing color 
schemes. Practically all the producers 
have their own private offices while his 
own office is attractively furnished with 
the practical and efficient Knoll furni- 
ture, 
_As a result of new merchandising 
ideas soon to be put into effect the 
Rentner agency anticipates a substantial 
increase in its business this year. 





WITH PRUDENTIAL 35 YEARS 

William J. Sullivan, Jr., manager of 
The Prudential’s Jersey City Heights 
district office observed his 35th anniver- 
sary with the company on April 30. Mr. 
Sullivan joined Prudential in 1923 as an 
agent in Jersey City, was promoted to 
Staff manager four years later and trans- 
ferred to Bloomfield. In 1947 he was 
advanced to his present position. 


LUTC Planning Panels 


Seventeen regional planning panels for 
local LUTC chairmen were completed 
this week, it was announced by Loran 
E. Powell, CLU, managing director of 
LUTC, Washington, D. C. Held in key 
cities throughout the United States, the 
panels this spring were attended by over 
600 local area chairmen in preparation 
for the formation of LUTC classes this 
fall. Discussion at these two-day ses- 
sions was centered around the best 
methods of maintaining the effectiveness 
and uniformity of LUTC life insurance 
sales training during the forthcoming 
school year. 

The local LUTC chairman, appointed 
by the president of the life under- 
writers’ association in his community, 
is responsible for the collection of 
tuitions, nomination of instructors, selec- 
tion of classroom facilities, and the 
general promotion and administration of 
LUTC in his home area. Following his 


indoctrination at the panel, the first 
item slated for the 1958 chairman’s 
attention will be the annual LUTC 


spring enrollment campaign which offi- 
cially opened on April 1 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 











Lincoln National Supervisors 


Two agencies of Lincoln National Life 
have announced the appointment of 
supervisors. The appointees and their 
locations are ‘Charles P. Pickett, J. K. 
Pace and Associates, Memphis; and 
R. J. Berry, Tuttle-Carpenter Agency, 
Miami. 

Mr. Pickett, who is a native of Clarks- 
ville, Tenn., will divide his time between 
new organization and personal produc- 
tion. 

Mr. Berry, who has been active in the 
life insurance field for the past four 
years, will be in charge of new organ- 
ization for the agency. His background 
includes more than ten years of sales 
experience. 









This space won't allow it! 





But you should know these facts 
about these two new policies! 


NEW “EQUITY BUILDER” — specially designed for 
split-dollar, corporation owned insurance, loan fin- 
anced plans and similar sales. 





$40,000 minimum 


High first year Cash or Loan values! 


Endowment at 90 


NEW “EXECUTIVE SPECIAL” — our low net cost 





special. 
$15,000 minimum 
Whole Life at 90 


Both policies have these features: 





Full range of liberal Settlement Options! 
Written Sub-standard to 500%! 

Low premium—participating! 

Family Income and Term Riders can be added! 


Issued ages 10-70! 


Competitive net costs! 


Commissions are high! 





“Equity Builder”—35%, nine 814%! 
“Executive Special”—55%, nine 5%! 


Renewals are fully vested! No minimums, no pen- 
alties. You can qualify for free Group Insurance 
and continuous service fees! 


For all the details on these two exciting new contracts 
—contact a Postal Life General Agent today! 





Postal Life of New York 





For — 
United Stakes Life 


Call 


The MacGrath Agency 


84 William Street 
HAnover 2-7865 





General Agent 


The United States Life Insurance Co. 
In the City of New York 











NALU Files Statement on 


Veterans Life Ins. Laws 
National Association of Life Under- 
writers has filed a statement opposing 
three pending proposals to liberalize vet- 
erans’ life insurance laws. The statement 
also recommended tightening up the 
present law so that a_ service-disabled 
veteran would be granted National Serv- 
ice Life Insurance under Section 620 of 
the National Service Life Insurance Act 
“only if his disability is such as to 
render him uninsurable by a private in- 
surer at standard rates.” 

The statement was prepared by Louis 
J. Grayson, CLU, Travelers, of Wash- 
ington, chairman of the NALU commit- 
tee on veterans’ affairs, and Carlyle M. 
Dunaway, NALU general counsel. It 
was filed with the insurance subcommit- 
tee of the House veterans’ affairs com- 
mittee. 

Amendments which NALU  recom- 
mended be killed would do these things: 

Reopen the sale of U. S. Government 
Life Insurance and NSLI to veterans 
not having service-connected disabili- 
ties; Let owners of nonconvertible five- 
year renewable Term NSLI policies con- 
vert them to permanent plans of insur- 
ance; Provide for the waiver of premiums 
on USGLI and NSLI policies or other- 
wise give them a paid-up status after 
the insureds have attained a specific age. 





C. S. Weech, Jr. Engaged 


The engagement of C. Seweil Weech, 
Jr, Baltimore Life, to Mrs. Paul Lee 
Norris, daughter of Mr. and Mrs. Mar- 
shall H. McCord of Guilford, Md., was 
announced recently in Baltimore. Mr. 
Weech, whose father is vice president 
of New Amsterdam Casualty, is director 
of sales promotion for Baltimore Life. 
He is a graduate of Boy’s Latin School 
and Oberlin College in Oberlin, Ohio. 

His fiancee attended University of 
Frankfurt-Am Main of Germany and 
Goucher College. 





LIFE OF VIRGINIA AWARD 

The Detroit No. 1 district office of 
Life Insurance Co. of Virginia under 
the managership of S. P. Mancuso has 
received the Albert M. Orgain District 
Development Plaque, awarded annually 
to an established district (in operation 
more than five years) for the highest 
general standards of development. 





Canham Makes Hit 


(Continued from Page 4) 


the world, and more commercial loans 
then follow. There is an urgent need 
of capital, as much private capital as 
possible, in these areas. But they are 
not very encouraging places for invest- 
ment. The Damocles sword of confisca- 
tion or expropriation hangs over many 
of them. But as long as private capital is 
not available, you cannot have capital- 
ism.” 

He stressed the fact that the deeree 
of social responsibility that American 
capitalism has taken on is its best salva- 
tion in a wor!d permeated by “collectiv- 
ism and statism of all sorts and descrip- 
tions.” 
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AUTO FACTS AND FIGURES 


While presentation of statistics can 
often be boring, one booklet con- 
taining a host of interesting data is 
“Automobile Facts and Figures” pub- 
lished by the Automobile Manufacturers 
Association, with headquarters in De- 
iroit. The 37th edition, covering 1956 
and part of 1957, states there were about 
78,000,000 car operators licenses out- 
standing last year, a gain of close to 
3,200,000 in 1956. Over 77% of indi- 
viduals in this country 10 years old and 
older live in households owning automo- 
biles. 

To the end of 1956 there were 159,- 
000,000 motor vehicles produced in 57 
years, and the scrapping rate is now 
close to 5,000,000 cars annually. Produc- 
tion varies greatly, the total for 1954 
being 6,601,000 cars, motor trucks and 
busses, This jumped to 9,169,000 in 1955, 
dropped to 6,920,590 in 1956, rose again 
in 1957 to well over 7,000,000 and this 
year so far rate of production is lowest 
since 1948 or 1949. However, hopes are 
held that auto production rate will in- 
crease later this year. 

Back in 1929, 1930 and 1931, before 
the depression really hit the automobile 
buying public, motor vehicles were being 
scrapped at the rate of close to 3,000,000 
a year. Then as production dropped, 
scrapping went down also to only 1,245,- 
000 in 1933. The rate did not climb to 
over 2,650,000 the remainder of that 
decade, and did not again exceed 3,000,- 
000 until 1949, reaching 4,600,000 in 1956. 
A motor vehicle today thas an average 
life of over 12 years, with an accumu- 
lated mileage, even in 1955 of 110,000 
miles. Insurance men may use this book 
and its revealing figures as guides to 
underwriting. 

Wholesale value of replacement parts 
sales, surprisingly enough, has been de- 
clining on average since 1948. In that 
year the wholesale value of such sales 
was $2,451,000,000. In 1951 the total was 
again high at $2,400,000,000 and in 1956 
the value had declined to $1,827,000,000. 

One prime factor in automobile under- 
writing problems is the steady increase 


in motor vehicle registrations in the 
United States. While there may be a 
sharp drop in car production this year 
the long term outlook is for more and 
more automobiles on the highways, in 
cities, towns and villages, with attendant 
parking difficulties. There were 64,466,- 
000 privately owned passenger cars and 
trucks at the end of 1956, up from 
61,990,000 in 1955. In 1950 the figure was 
48,600,000, in 1940 the total was 32,600,- 
000, in 1930 only 26,500,000 and in 1920 
the figure was 10,500,000. 

In the last decade registrations have 
skyrocketed from 37,360,000 in 1946 to 
64,500,000, as stated, for 1956, In the last 
named year 4,761,000 of those privately 
owned vehicles were registered in New 
York State, 6,456,000 in California, 3,891,- 
000 in Texas, 3,846,000 in Pennsylvania, 
3,644,000 in Ohio and 3,382,000 in Illinois. 
In the immediate vicinity of New York 
State there were 2,135,000 registrations 
in New Jersey, 968,000 in Connecticut, 
1,601,000 in Massachusetts, and 316,000 in 
Rhode Island. Eight states half 
of the total car registrations. They are 
the seven highest states given above, 
plus Michigan. 

Twenty million passenger cars were over 
five years old at the end of 1956. Ten 
million autos then were under two years 
old, about 14,000,000 between two and 
under five years, 16,000,000 five and 
under eight years old, with 6,000,000 be- 
tween eight and eleven years old and 
nearly 4,000,000 cars 14 or more years 
old. In the last decade travel 
has nearly doubled. 


have 
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William J. Sinnamon, Jr., has been 
appointed general adjuster for the 
Phoenix of Hartford Insurance Compa- 
nies in the home office at Hartford. 
He joined the Phoenix in the claims 
department in April, 1946, and was 
made a claims adjuster in October, 1950. 
In December, 1952, he was promoted to 
assistant general adjuster. A graduate 
of Wesleyan University in Connecticut, 
Mr. Sinnamon is a member of the Loss 
Executives Association and past chair- 
man of the New England Claims Ex- 
ecutives Conference. 

























Fabian Bachrach 
H. BRUCE PALMER 


H. Bruce Palmer, president of Mutual 
Benefit Life, Newark, N. J., has been 
elected a director of the Chamber of 
Commerce of the United States, Wash- 
ington, D. C. Mr. Palmer will represent 
membership of the National Chamber’s 
Second Election District which includes 
all of New Jersey, New York, Pennsyl- 
vania and Delaware. He was elected by 
vote of chambers of commerce and trade 
associations within the district, and will 
serve a two-year term. News of the 
New Jersey business leader’s election 
was received by B. L. England, president 
of the New Jersey State Chamber of 
Commerce, whose organization originally 
sponsored Mr. Palmer for the National 
Chamber post. In fulfilling a wide va- 
riety of responsibilities in civic and 
business affairs over the years, Mr. 
Palmer has assumed an active role at 
every level of Chamber of Commerce 
work. He was cited by the U. S. Junior 
Chamber as one of the ten outstanding 
young men of 1944 after having served 
that organization as its president. He 
is a past president and presently serves 
as a director of the State Chamber and 
he is a member of both the National 
Chamber and the Chamber of Commerce 
of the City of Newark. Among his many 
responsibilities, he serves as chairman 
of the Newark Economics Development 
Committee and as president of the board 
of trustees of the Greater Newark Medi- 
cal Center. 

i aks ae 


John Davidson, administrative assist- 
ant at the National Board of Fire Un- 
derwriters, has been elected president of 
the Montclair (N.J.) Society of Engi- 
neers for 1958-59. Mr. Davidson has 
been with the National Board since No- 
vember, 1953. He graduated from Cor- 
nell University in 1937 with a bachelor 
of science degree in administrative and 
mechanical engineering, and is a member 
of Tau Beta Pi, honorary engineering 
society. Prior to joining the National 
Board he was a manufacturing engineer 
with Western Electric Co. and a man- 
agement consultant with Booz, Allen and 
Hamilton of New York City. 


aS * * 


Eugene L. Czechowicz has been ap- 
pointed special agent for the National 
of Hartford Companies at Milwaukee, 
Wis. A native of Wisconsin, Mr. Czecho- 
wicz was with the Fire Insurance Rating 
Bureau in Milwaukee from June, 1947, 
to May, 1952. Prior to his joining the 
National of Hartford Companies, he 
traveled in Wisconsin for another stock 
company. 

























































































































P. IAN MURRAY 


P. Ian Murray, public relations man- 
ager for Confederation Life, has been 
elected 1958-59 president of the Cana- 
dian Public Relations Society, Toronto. 
A former newspaperman, he is a past 
president of the Canadian Industrial 
Editors Association, a member of the 
Life Advertisers Association, active in 
Red Cross and other community serv- 
ices, 

a. 

Norman E. Webb has been named 
manager of the statistical department 
of the Glens Falls Insurance Co. ~* 

Mr. Webb, a native of Glens Falls, 
joined the Glens Falls following gradu- 
ation from Glens Falls High School, 
July 25, 1929, and was assigned to the 
tabulating department. He was appoint- 
ed chief operator of the casualty division 
of that department in 1942. From May, 
1944, to January, 1946, he served in the 
Pacific Theater with the United States 
Navy aboard a destroyer and since his 
return to the company he has been as- 
sociated with the statistical department. 


* * * 


J. DOYLE DEWITT 


J. Doyle DeWitt, president of thie 
Travelers Insurance Companies, will 
be named Man of the Year by the 


Boston Board of Fire Underwriters on 
May 15. A citation will be given to Mr. 
DeWitt at the board’s 93rd anniversary 
dinner at the Bradford Hotel and he will 
be the principal speaker. 
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Most Exciting Week in 
“Buck” O’Neill’s Career 


The memory of Frank J. “Buck” 
O'Neill will last a long time. 

Every man living who came into con- 
tact with him as an insurance lawyer 
or executive, or in his capacity as a 
football and baseball coach or as a mem- 
ber of the bar in up-state New York, 
has a story of some kind to tell reflect- 
ing facets of his personality or a per- 
sonal experience. His strong character, 
uncanny perception of talent in the 
worlds of sports and business, made 
such an impact that he will never be 
forgotten by those whose careers he 
did so much to mould. A touch of cyni- 
cism helped clear the way te realistic 
approaches and he had the faculty of 
developing those in whom he had an 
interest. 

One of those in whose career he 
played a large role was Lou Gehrig of 
the New York Yankees, known as the 
iron man of baseball as he played more 
continuously in one stretch than any 
of the diamond players. Another was 
“Bob” Watt, who was his first baseman 
on the Columbia University team and 
who now is chairman of the Seaboard 
Surety Co. Mr. O’Neill, before he retired 
from insurance, had been president of 
Royal Indemnity and its affiliate, the 
Eagle Indemnity. 

The most dramatic experience in the 
crowded life of “Buck” O’Neill was not 
in sports but in insurance. I saw con- 
siderable of him at this stage of his 
career. It grew out of the tremendous 
flop in 1926 of the Sesquicentennial 
xposition a few miles out of Philadel- 
phia. 

“Buck” had come to New York and 
been appointed general counsel of the 
Royal Indemnity of the Royal-Liverpool 
(now the Royal-Globe) Insurance Group. 
The Royal Indemnity had written the 
bond coverage on a taxicab company. 
This company expected to do a land 
office business carrying people from 
Philadelphia to the Exposition and back 
again. For example, the Jack Dempsey- 
Gene Tunney fight was held on the 
Exposition grounds. While this fight for 
the championship of the world, which 
Tunney won, was witnessed by many 
tens of thousands of people, that was 
not enough to make the Exposition suc- 
cessful. The idea of having the Exposi- 
tion so far away from Philadelphia was 
that some Philadelphia politicians owned 
a Nd near where the Exposition was 
ield. 

The failure of the taxicab company 
followed the financial collapse of the 
Exposition. News of the failure of the 
taxt company reached the U. S. head 
office of the Royal on a Friday morning. 
In some way—by underground grape- 
vine—the banks which had made the 


loans also got the information. There 
were 64 banks involved. 

The news so stunned the then presi- 
dent of Royal Indemnity that he went 
home, became a nervous wreck, never 
returned to his office and soon died. As 























general counsel of the company Mr. 
O’Neill took charge of the situation, 
and for a time it looked as if the loss to 
the Royal Indemnity might be $10,000,000. 
Mr. O’Neill informed the Liverpool head 
office of the facts by cable in which 
he requested the company to transfer 
to New York about $5,000,000. From 
the start he was convinced that the 
Royal Insurance Co. (the parent com- 
pany) would make good on the loss. 

For hours on the day the banks 
learned of the failure of the taxicah 
company, the scene in the U. S. head 
office was chaotic. 

“It was a madhouse,” Mr. O’Neill said, 
describing it to the writer. “Long dis- 
tance calls kept coming in all day; so 
did messenger boys with telegrams; also 
some special delivery letters began ar- 
riving.” 

Then before the end of the week came 
a cable from Liverpool saying the Royal 
had authorized the transfer to New 
York banks of approximately $6,000,000, 
news of which was immediately com- 
municated to the banks by the New 
York headquarters. Almost instantly the 
tension lifted. In calling upon the Irving 
Trust Co., which held some of the paper, 
Mr. O’Neill saw the chairman of the 
company who that night was sailing for 
Liverpool on a European vacation trip. 
He told Mr. O’Neill he wasn’t worried 
about the insurance company’s obliga- 
tions being met. When he reached Liver- 
pool he never even called on the Royal. 

Later, Mr. O’Neill was elected presi- 
dent of the Royal Indemnity and its 
affiliate, the Eagle Indemnity. He had 
undergone an experience which never 
could have been equalled in drama, ex- 
citement and nervous exhaustion in the 
field of sports. 

The net loss of the Royal proved to 
be $3,000,000. 

* * * 


Florida Sunny Again 


Southern Florida hotels for the most 
part are getting on their feet again 
after one of the longest spells of cold 
weather, sometimes accompanied by rain, 
they have ever had. For some time now 
it has been sunshiny and possible to 
swim. A number of hotels, however, 
found the going too tough and changed 
hands because of the financial difficulties. 

A strange feature of the cold weather 
period, which with one de luxe hotel, 
resulted in 700 cancellations, is that most 
of the big hotels did not change the 
price of their room rates. But some of 
them included meals for which the 
guests were not charged. A front page 
story in Miami is bad weather in the 
North. That rainy Easter Sunday in 
New York City got a big play by Florida 
dailies. ; : 

Now that the cold spell is over tourists 
and yacht owners are returning in large 
numbers. ; . 

Florida, by the way, is becoming more 
of an all-year resort. 


ance Executive and Educator 


G. F. Michelbacher, who retired as 
president of Great American Indemnity 
a few weeks ago, made substantial con- 
tributions to the casualty insurance busi- 
ness which must not be overlooked. In 
his busy career extending over 40 years 
Mr. Michelbacher served as statistician 
of the Workmen’s Compensation Service 
Bureau, his first post in 1915; as actu- 
ary and later secretary of the National 
Council on Compensation Insurance 
(1919-1921); as secretary-treasurer of 
the National Bureau of Casualty Under- 
writers (1921-1926) and then joined the 
Great American Indemnity, just getting 
under way (1926) as vice president. For 
the next 32 years Mr. Michelbacher was 
closely identified with the progress of 
this company, succeeding Jesse W. 
Phillips as its president in 1947. 

In the wider field of the casualty busi- 
ness as a whole Mr. Michelbacher be- 
came highly regarded as an educator, 
author, lecturer and speaker, A charter 
member and fellow of the Casualty 
Actuarial Society, he served as its pres- 
ident in 1924-25. He devoted a business 
lifetime to educational activity, being the 
co-author of the text book, “Workmen’s 
Compensation Insurance” which was fol- 
lowed by his monumental work on “Cas- 
ualty Insurance Principles,” published in 
1930 by the McGraw-Hill Book Co. with 
a second, revised edition published in 
1942, This was followed last year by a 
new and broader text, “Multiple-Line 
Insurance,” also published by McGraw- 
Hill Book Co., of which he was the prin- 
cipal author with specialists in their 
respective fields as contributing editors. 

Ralph H. Blanchard, insurance pro- 
fessor at Columbia University, New 
York, for 40 years, who retired late last 
year, was one of Mr. Michelbacher’s 
closest friends. As editor of the Mc- 
Graw-Hill Insurance Series, Mr. Blan- 
chard worked closely with him in the 
preparation of the Michelbacher books. 
In tribute to his educational contribu- 
tions to the business Mr. Blanchard, now 
living in Plympton, Mass., said this 
week: 

“T first became acquainted with G. F. 
Michelbacher in 1917 when he was actu- 
ary of the National Workmen’s Compen- 
sation Service Bureau and I was pre- 
paring the report of the quaintly named 
Augmented Standing Committee on 
Workmen’s Compensation Insurance 
Rates. He carried an immense burden of 
work for the committee and the Bureau, 
and was a patient source of information 
for me. With all his devotion to sta- 
tistics he found the world (including 
insurance and the people connected with 
it) vastly amusing. His comments on 
many rate-making processes, necessarily 
having limited validity, were most dis- 
arming. 

“In 1920, we were in a similar situa- 
tion, when the National Council com- 
pleted its revision of compensation rates, 
although both the rate-making process 
and Michelbacher had acquired greater 
stature. 

“It was these early experiences that 
led me to suggest that he prepare (with 
Thomas M. Nial) ‘Workmen’s Com- 
pensation Insurance,’ a text that found 
ready acceptance in both academic and 
practical circles, The qualities that made 
Michelbacher an ideal choice were a 
thorough command of the field, a gift 
for clear explanation, a facile (and often 
humorous) pen, and the rare ability to 
view in perspective the activity of which 
he was a part. 

“As he moved steadily upward in ac- 
complishment and reputation, Michel- 
bacher continued his interest in educa- 
tional and actuarial work. His services 
to the Casualty Actuarial Society and his 
immersion in the practical problems of 
administering the Great American In- 
demnity Co., found their expression in 
‘Casualty Insurance Principles,’ again a 
widely accepted text. He was its prin- 
cipal author but in the preparation of 
the text he had the cooperation of con- 
tributors from many facets of the busi- 
ness. 

“This text was revised in a second 
edition, but in line with fundamental 





G. F. Michelbacher, Casualty Insur- 









































G. F. MICHELBACHER 


changes in the organization of the in- 
surance business, developed into the new 
and broader text. ‘Multiple-Line Insur- 
ance.’ 

“While uncompromising in matters of 
basic opinion, Michelbacher weighed all 
editorial suggestions and was quick to 
accept any that had merit. He was free 
of the attitude that a position should 
always be defended once it had been set 
down. 

“Typical of his interest in the broader 
problems of the business was his (and 
the other contributors’) donation of all 
authors’ royalties on these texts to the 
Casualty Actuarial Society. 

“Perhaps these notes are the best evi- 
dence of a valued personal relationship 
that has extended over some 40 years of 
parallel activity in the practical and aca- 


demic fields.” 
* * 


Dorothy Paul in Real Estate 


Dorothy Brooks Paul, daughter of the 
late Nora Vincent Paul, who was vice 
president of the National Underwriter, 
is in the real estate field in Fort Lauder- 
dale, Fla. Her connection is with the 
Bill Schuele realty organization. 

A graduate of Smith College Miss 
Paul was for a time on the staff of The 
National Underwriter when her mother 
was in charge of Eastern business op- 
erations. The Pauls moved to Fort 
Lauderdale in 1945 and Mrs. Paul died 
in August, 1956. 

For a time Dorothy did some edi- 
torial work for the Fort Lauderdale 
Daily News and also engaged in free 
lance journalistic work. Then in Sep- 
tember, 1957, she became a real estate 
sales woman. In discussing Fort Lau- 
derdale last week, Miss Paul said to the 
writer it is having a phenomenal growth. 

“On the ocean front alone, which ex- 
tends for 10 miles, there are 25 large- 
sized hotels and throughout the city 
and its immediate environs are hundreds 
of smaller hotels and motels,” she said. 
An unusually large number of co-opera- 
tive hotels and apartment houses are 
being built and they soon will have 
their own shopping districts. One of the 
biggest developments in the vicinity is 
Port Everglades which is developing into 
a large shipping center. Many of these 
ships, especially of the freighter type, 
will make Port Everglades their United 
States principal docking place instead of 
going all the way to New York harbor 
on the Hudson River. That is par- 
ticularly true of ships from South Amer- 
ica and the West Indies. The city is 
also one of America’s largest and busi- 
est yachting centers. Population of Fort 
Lauderdale, which is an hour’s ride from 
Miami, is 110,000. Scores of new fami- 
lies arrive each week to make the city 
their permanent residence. 
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Springfield-Monarch 
Affiliation Terms 


CONTAINED IN PROSPECTUS 


Advantages Include Increased Produc- 
tion, Better Customer Relations, 
Numerous Economies 





Terms of the proposed affiliation of 
Monarch Life Insurance Co. with 
Springfield Fire and Marine Insurance 
Co. are contained in a prospectus which 
filed with the Securities and 
Commission and mailed to 
Monarch stockholders. 

Springfield is offering to exchange 
shares of a new common stock for shars 
of the capital stock of Monarch Life 
at the rate of one and one-quarter 
shares of Springfield for one share of 
Monarch. It is expected that prior to 
the effective date of the exchange, 
Springfield stockholders will have ap- 
proved certain changes in Springfield’s 
present capitalization. These include the 
issuance as stock dividends of 70,000 
shares of preferred stock and 300,000 
shares of common stock on the 700,000 
shares of capital stock of Springfield 
now outstanding. 

In addition, the par value of the com- 
mon stock will be reduced from $10 to 
$2 per share. The terms of the ex- 
change offer require holders of Monarch 
stock to tender their shares not later 
than 3:30 P.M. on May 29, in order to 
accept the offer. Springfield has the 
right, at its discretion, to extend this 
period of time. 


0% of Stock Must Be Tendered 


In order for the affiliation to be effec- 
tive, holders of not less than 80% of 
the outstanding shares of Monarch’s 
capital stock must tender their shares 
for exchange in accordance with the 
terms of the offer. The First Boston 
Corporation and Kidder, Peabody & Co., 
dealer managers, are managing a group 
of soliciting dealers, including them- 
selves, to solicit tenders of Monarch 
capital stock. Valley Bank and Trust 
Co. of Springfield will act as exchange 
agent, 

The prospectus outlines expected ad- 
vantages of the affiliation. These in- 
clude increased production and improved 
customer relations through the ability 
to fulfill the entire insurance needs of a 
policyholder, greater diversification of 
risk and investments, the realization of 
operating economies, more effective use 
of modern electronic data processing 
equipment, reduced overhead costs and 
more effective utilization of both com- 
panies’ office space. 

In a letter accompanying the prospec- 
tus, signed by President Vanderbrouk of 
Monarch, attention of Monarch stock- 
holders is called to the fact that under 
the proposed plan of affiliation Monarch 
will continue as a separate company with 
its present management and basis of 
operation. It is contemplated that the 
Springfield board of directors will be 
expanded to 24 members and that eight 
of Monarch’s directors and four other 
persons will be proposed for election to 
the board. It is also planned that six 
of the principal operating officers of the 
Springfield will be proposed for election 
to the Monarch board. 

The size and financial strength of the 
two companies is indicated by the most 
recent financial figures. If the companies 
had been affiliated in 1957, their com- 
bined premium income would have been 
in excess of $88 million. As of Decem- 
ber 31, 1957, the two companies com- 
bined had assets of more than $198 mil- 
lion and capital and surplus in excess 
of $63 million. 


has been 


Exchange 


Founder, First Leader of 
West Point Glee Club 





LEWIS A. VINCENT 


When the West Point Glee Club made 
a concert appearance in his community 
last week, General Manager Lewis A. 
Vincent of the National Board of Fire 
Underwriters observed anniversary. 
For in 1928, while a first classman at the 
Military Academy, Mr. Vincent founded 
and served as first cadet leader of the 
glee club. 

At the group’s concert in Montclair, 
N. J., April 26, Mr. Vincent presented 
an engraved silver baton to the present 
cadet leader, John H. McKillop, to mark 
the glee club’s 30 consecutive years of 


an 


activity. 
In presenting the baton, Mr. Vincent 
recalled that authorization to form a 


cadet glee club was given in 1908 but 
there was no organized effort until 1928. 
During that year he applied for permis- 
sion to form a glee club and was told: 
“Your permit to organize a glee club has 
been approved.” 

The first group had 25 members and 


made three campus appearances that 
first year. The glee club now boasts 
over 150 members and makes many 


appearances throughout the East annu- 
ally. 


MARINE UNION SPEAKER 





“Godwin of Atomic Energy Commission 


to Speak at Salzburg; 1960 Meeting 
Invited to Washington, D. C. 


The American Institute of Marine Un- 
derwriters announces that Richard P. 
Godwin, chief, maritime reactors branch 
of the U. S. Atomic Energy Commission, 
would be its guest and would deliver a 


speech at the annual meeting of the In- 
ternational Union of Marine Insurance, 


to be held in Salzburg, Austria, from 
August 31 to September 5, 1958. 

It is also announced that the 1959 
meeting will be held in England, and 


that the American Institute has invited 
the 1960 meeting to be held in Wash- 
ington, D. C. This would be the first 
time the Marine Union has ever met 
in the United States. 

Mr. Godwin is in charge of the joint 
Atomic Energy Commission - Maritime 
Administration program which has de- 
veloped nuclear power for merchant 
vessels, of which the prototype, the 
“Savannah” will have keel-laying cere- 
monies on May 22. 

The United States delegation to the 
International Union meeting will be led 
by Madoe M. Pease, president of the 
American Institute of Marine Under- 
writers. Other delegates will be Miles 
F. York, first vice president: Emil A. 
Kratovil, second vice president; and Carl 
E. McDowell, executive vice president of 
the Institute. 


Johnson President of 


Suburban N. Y. Agents 


At the annual meeting of the Sub- 
urban New York Association of Insur- 
ance Agents, Inc., Einar S. Johnson 
of the Richmond County Association 
was elected president, and William Blum 
of the Insurance Agents Association of 
Queens County was elected vice pres- 
ident. 





Bennett Heads Hull Staff 
Of AIMA; Boeringer Joins 


Robert M. Bennett has been advanced 
to head the hull underwriting staff of 
American International Marine Agency. 
In his new capacity, Mr. Bennett will 
be closely associated with President 
Donald H. Miller in the supervision of 
the agency’s hull business. 

Russell A. Boeringer, formerly 
tant hull underwriter with Carpinter & 
3aker, has been named hull underwriter 
as a further step in the current AIMA 
development program. Mr. Boeringer has 
been associated with Carpinter & Baker 
since 1949, 


assis- 


Mr. Bennett went to the American 
International Marine Agency last year 
from Wm. H. McGee & Co., Inc. He 


had headed the hull underwriting opera- 
tions of the McGee organization for sev- 
eral years, resigning the position of hull 
secretary to join AIMA. 















LIFE °¢ 
GROUP ; 
PENSION °; 
DISABILITY $ 


Guarantee Issue Non-Can Can Be. 
know. 
Call us for details. 


Non-Can? Can Do! 


We write up to $500 of Monthly Income on 
a dividend paying Non-Cancellable, Guar- 
anteed Renewable Accident & Sickness con- 
tract that is second to none. 
or more lives get special liberalized under- 
writing. The bigger the case the more flexi- 
ble the deal we can offer. A natural for key 
man groups. 


Cases of five 


We 
We've done it! 


H. MALCOLM TEARE AGENCY, Inc. 


General Agents 


Continental Assurance Company e Chicago, IIlinois 
500 Fifth Avenue « NEW YORK 36 « Longacre 


4-8130 


FEDERAL GOVT. PROBE 


Hammel of Nev. Sees Senate Working 
on Rates, Company Supervision, Co- 
ercion, Tie-In Sales, Competition 
The Federal government will be inter- 
ested in at least ten areas of insurance 
regulation in its coming review of the 
operations of Public Law 15, according 
to Paul A. Hammel, Insurance Com- 
missioner of Nevada. Mr. Hammel 
spoke at a joint meeting of the National 
Association of Insurance Commissioners’ 
committees on Federal liaison and on 
the preservation of state regulation at 

Chicago. 

The ten areas, Mr. Hammel said, are: 
proper insurance rate making, company 
failures, mail order insurance company 
supervision, anti-coercion laws, insur- 
ance tie-in sales, reinsurance generally, 
the lack of regulation today for inland 
and ocean marine insurance, methods 
of insurance company examinations, mis- 


classification of automobile risks, and 
the question of whether there is ade- 
quate competition. 

A special Senate subcommittee on 


anti-trust and monopoly, headed by Sen- 

ator Estes Kefauver, has indicated it 
would include a study of Public Law 15 
in its coming operations. It has been 
granted $365,000 to carry on its work. 

Joseph A. Navarre, Michigan Commis- 
sioner and NAIC president, said he be- 
lieved the inclusion of insurance in the 
investigations planned by the Senate 
Subcommittee on Antitrust and Monop- 
oly was a “shot-gun” inclusion in order 
to expand the scope of the investiga- 
tion to justify the large ($305,000) ap- 
propriation, 

Commissioner Charles R. Howell, New 
Jersey, said the Commissioners are defi- 
nitely vulnerable in some areas (credit 
life insurance and misclassification of 
auto risks, as examples) and that the 
Commissioners’ best defense would be 
to admit such vulnerability to them- 
selves and take prompt steps to cor- 
rect 4, 


Peerless Plans Sale 
Of Caledonian-American 


Negotiations are in progress with the 
Peerless of Keene, N. H., for purchase 
of the Caledonian-American, formerly of 
Hartford, according to newspapers in 
Hartford. Two groups are reported 
carrying on discussions. Caledonian- 
American will be merged with Peerless 
as of June 30 if not sold in the mean- 
time. 

After acquiring the Caledonian-Amer- 
ican, most of the business was absorbed 
by Peerless and the home office property 
was sold to the Hartford Fire. Caledon- 
ian-American is chartered in New York 


state. It was formerly a United States 
branch of Caledonian of Edinburgh, 
Scotland. 


Dudley W. Orr, president, told direc- 
tors that Peerless has expanded writings 
about 10% in the fire lines so far this 
year. New business in United Life, a 
Peerless affiliate, increased 23% over the 
first quarter of 1957. H. Robert Heneage 
of Keene, N. H., and Robert R. Bowie 
of Cambridge, Mass., were elected to 
the board of directors. Other directors 
and officers were reelectd. 





Fire Policy Excluding 


Nuclear Reaction Perils 
Nuclear reaction, radiation and con- 
tamination are expressly declared not to 
be “fire” and are thus excluded from 
fire insurance policy coverage in a 
mandatory endorsement being adopted 
countrywide by fire rating bureaus. The 
New England Fire Insurance Rating 
Association promulgated the new en- 
dorsement a few days ago, and it must 
be attached to all new fire policies 
written after April 23. No such restric- 
tion has been applied so far to the 
extended coverage endorsement, or to 
the Homeowners and Comprehensive 
Dwelling package policies, but it will 
probably come soon for those forms. 
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Federation of N. Y. Women’s Clubs 
Holds Annual Meeting at Rochester 


By Rosgz M. KegssLer 


The Federation of New York Insur- 


ance Women’s Clubs held it’s 15th 
annual convention April 18-20 in the 
Sheraton Hotel, Rochester. Officers, 


delegates, committee chairmen and mem- 
bers from 20 clubs were in attendance. 
Suzanne Johnstone and Lillian V. Lob- 





C. LUCILE HOBART 


New President 


dell, co-chairmen of the convention and 
their committee, did a fine job in pre- 
paring the program. 

Sessions began Friday evening with an 
executive board dinner meeting which 
was followed by a pre-convention open 
meeting. The nominating committee and 
past presidents of Federation also held 
meetings, after which the Insurance 
Women of Rochester were hosts to “Fun 
Time.” 

Regular sessions started Saturday 
morning with President Annette C. Cir- 
bus, Staten Island, presiding. Vivian 
Simmons, president, made the welcoming 
address on behalf of the Insurance 
Women of Rochester. After the morn- 
ing session, luncheon was served on the 
Starlight Roof. 

During the afterngon session two an- 
nual awards were given to the club 
having the best general attendance 
throughout the year and the club ‘having 
the best educational program. For the 
third time the attendance award of $10 
and certificate was won by the Herkimer 
County Club with an average of 92.3%; 
the Syracuse Club receiving the plaque 
for the best educational program. Among 


the resolutions passed was that some 
phase of professional subject matter be 
worked into the convention program 
each year. 

The nominating committee reported 
the election of the following new off- 
cers: president, C. Lucile Hobart, Ro- 





Sanders Studio 


ANNETTE C. CIRBUS 
Retiring President 


chester; vice president, M. Louise Weiss, 
Schenectady; recording secretary, Mil- 
dred Sorenson, Albany; corresponding 
secretary, Edna Neighbor, Rochester; 
treasurer, Doris Phelps, Syracuse. Board 
members: Hannah Alperin, New York 
and Annette C. Cirbus, Staten Island. 
The banquet was held Saturday night, 
the guest speaker being Mrs. Clarence 
Wynd whose topic was “American Cap- 
italism Today.” Among guests who were 
seated on the dais were: Dr. Arthur M. 
Adams, pastor, Central Presbyterian 
Church; Craig Thorn, Jr. president of 
N. Y. State Association of Insurance 
Agents; William A. Legg, councilman; 
John Holahan, president, Insurance 
Agents Association of Monroe County; 
Jack Duffey, president, Rochester Field 
Club; Forrest H. Witmeyer, president, 
Excelsior Insurance Company, and Ar- 
thur Schwab, past president N. Y. State 
Agents Association. Mr. Schwab _ in- 
stalled the newly elected officers by the 
customary beautiful candlelight service. 
A hearty welcome was extended by 
Irene Dickinson, organization chairman, 
to the Long Island Insurance Women’s 
Club, the new member club. Miss Cirbus, 


HARTFORD FIRE CITED 
Awarded Silver Anvil by American 


Public Relations Assn. for Its Junior 
Fire Marshal Program 

The Hartford Fire Insurance Company 
was last night awarded in New York a 
Silver Anvil by the American Public 
Relations Association for its sponsorship 
of the famed Junior Fire Marshall Pro- 
gram. 

Vice President Roland H. Lange ac- 
cepted the honor on behalf of the Hart- 
ford Fire at the association’s Silver 
Anvil Awards dinner at the Waldorf- 
Astoria. The Hartford Fire received the 
Silver Anvil for the outstanding public 
relations program for 1957 in the bank- 
ing, finance and insurance field. 

In making the award, the association 
cited Hartford Fire for its “contribu- 
tion to the country” and for “obtaining 
the most tanglible sort of public rela- 
tions for the company and its agents” 
through the year-round Junior Fire 
Marshal campaign. 

Mr. Lange, accepting the award, said 
that in launching the Junior Fire Mar- 
shal Program the aim of the Hartford 
Fire was “to fulfill an important public 
service function in an area in which we 
were interested and where, at the same 








retiring president was presented with a 
beautiful black hand-bag containing a 
U. S. bond as a token of appreciation 
for a job well done during her term of 
office. 

_ Lucile Hobart, newly elected president, 
is vice president of the Lee Jay Geis- 
mar Agency, Inc. of Rochester and is 
past president of the Rochester Insur- 
ance Women’s Association having served 
for two years. She has also served as 
Federation treasurer, vice president for 
the past year, was on the executive 
board for two years, chairman of the 
ways and means’ committee, resolutions 
committee and program chairman. Miss 
Hobart is a member of the Insurance 
Agents’ Association of Monroe County, 
and at the present time is president of 
the Haven Chapter and Treasurer of 
the Watson Missionary Guild of Central 
Presbyterian Church. 


Committee Chairmen 


_ President Hobart has appointed the 
following committee chairmen: Louise 
Merna, Auburn, education and _ special 
educational project; Irene Dickinson, 
Syracuse, membership and organization; 
Hannah Alperin, New York, ways and 
means; Louise Weiss, Schenectady, reso- 
lutions; Rose M. Kessler, historian and 
publicity; Lorraine Bristow, Buffalo, 
publications; Virginia E. Davies, Svra- 
cuse, project, planning and program; 
Doris M. Riddick, Albany, legislation; 
Marie S. Johnson, Gloversville, consti- 
tution and by-laws; Luella I. Goodrich, 
New York, parliamentarian. Special 
committee chairmen: Avis H. Wood, 
Binghamton, state wide club; Dorothea 
B. McGiffert, Newburgh, permanent 
slogan. 

A bid from the Schenectady Club to 
hold the annual convention in April, 
1959, in that city has been received. 


time, there appeared to be a great op- 
portunity to contribute to the welfare of 
the public—fire prevention education 
with the young people of our country, 
their parents and educators.” 

The Silver Anvil, Mr. Lange added, 
“comes as an added pleasure heaped 
upon the wonderful experiences which 
we already thave had through the boys 
and girls of America in the saving of 
lives and in the reduction of property 
destroyed and damaged by fire.” 

H. Walton Cloke, chairman of the 
12-man judges and awards committee of 
the APRA, said competition for 1957 
was the largest and most keenly con- 
tested in the history of the association. 
It was explained that in past competition 
Silver Anvils and _ Certificates of 
Achievement were awarded to as many 
as 50 entries. This year, however, the 
committee awarded only 13 anvils. 





Producers Urged to 
Review Dwellings Risks 


Brokers should periodically reexamine 
their assureds’ house and content cover- 
ages to make sure policies are up-to- 
date, Richard J. Weghorn, of the John 
C. Weghorn Agency, Inc., New York, 


told a homeowners’ meeting at Little 
Neck, N. Y. “Too often it is too late 
when people realize they are under- 


insured, that their protection has not 
kept up with the values of the furniture 
they have added, the basement they have 
finished or the increased replacement 
cost of their property,” he said. 

Mr. Weghorn spoke at a meeting of 
the Little Neck Community Association, 
which invited him to lead a panel in a 
“Review of Fire and Liability Insur- 
ance” after members had indicated they 
felt a need to “brush up” on the ele- 
ments of insurance protection. 

Mr. Weghorn and the other two pan- 
elists who accompanied him, Jack Grady, 
special agent for Queens of the North 
British Group, and Fred Bross, Jr., man- 
ager of the General Adjustment Bureau, 
Jamaica, L. I., were asked many ques- 
tions. One member referred to the re- 
cent award of $9,000 to a local postman 
for a dog bite. The defendant in the ac- 
tion was a Little Neck resident. 

“Careful study of insurance needs is a 
must for older homeowners as well as 


new ones,” Mr. Weghorn declared. 
“Brokers will painstakingly go over 
every aspect of necessary coverages 


when someone buys a house, but they 
may forget to review those coverages.” 





Auto Claims Assn. Dinner 


May 9 at Henry Hudson 


The Automobile Claims Association, 
Inc., is holding its 28th annual dinner 
and entertainment at the Henry Hudson 
Hotel, 353 West 57th Street, May 9, 
starting at 5:30 p.m. Any information 
desired may be obtained by contacting 
Mario R. Cacace, American Plan Corp., 
99 Park Avenue, New York City, tele- 
phone OXford 7-1545. These annual af- 
fairs have enjoyed wide popularity since 
first held nearly 30 years ago. 





fils Periven Assi 


NO REASON to feel ROPED-IN ! 


Whenever you have any problems, don't hesitate to come in—or get in touch 
with us. Northern Assurance has been an Agency Company for over 100 


years. Our Agents are important to us and we want to be friends. 


The NORTHERN ASSURANCE has provided 
reliable insurance protection for over 120 years. 





CO. Ltd. 












FIRE AND ALLIED LINES * AUTOMOBILE * INLAND 
MARINE * REPORTING FORM * FLOATER CONTRACTS 
NEW YORK 


CHICAGO = SAN FRANCISCO 

















































































+ 








Page 26 


























Se ee ee 


THE EASTERN 4 








May 2, 1958 








Happy Hank Auction 
Complaint Dismissed 


N. Y. SUPREME COURT ACTION 





Jury Holds Policies Voided and Insured 
Not Entitled te Recover; Litigation 
Has Continued Since 1954 





A New York County Supreme Court 
jury has rendered a verdict for 15 fire 
insurance company defendants, dismiss- 
ing the complaint of Happy Hank 
Auction Co., Inc., growing out of a fire 
which occurred on December 7, 1953 at 
the retail furniture store operated by 
the insured at 165-169 East 125th Street, 
New York City. 

The insurers acknowledged that $95,000 
of insurance was in effect on the date 
that the fire occurred, and that consider- 
able damage had been done to the in- 
sured’s stock of merchandise and to the 
improvements, betterments and fixtures 
which the insured had installed in the 
rented premises which it occupied. The 
insurers, however, asserted as affirmative 
defenses that the policies had been 
voided by reason of fraud, false swear- 
ing, misrepresentation and concealment, 
and that therefore the insured was not 
entitled to recover even the acknowl- 
edged loss. 


Judgment Dismissing Complaint 


The trial commenced on March 10, 
1958, in Special and Trial Term Part 
XIV of the New York County Supreme 
Court before Justice Birdie Amsterdam, 
and after five-and-a-half weeks was sub- 
mitted to the jury on April 16. The 
jury returned a verdict for the defend- 
ants by a vote of eleven in favor of the 
defendants and one juror who was re- 
corded as being undecided. A judgment 
will be entered on this verdict dismiss- 


ing the complaint with costs, which 
means that the insured will recover 
nothing. 


This action has been in _ litigation 
since 1954. The insurers originally con- 
tended that as a matter of law their 
policies had been voided by reason of 
various concealments during a lengthy 
examination of the insured under oath, 
which had been conducted prior to the 
commencement of suit pursuant to the 
provisions of the standard fire insurance 
policy. The New York Court of Appeals, 
however, reversing the Appellate Divi- 
sion of the Supreme Court, held in a 
decision which it rendered in 1956, that 
such a determination could not be made 
on affidavits alone, and directed the 
recently concluded trial for the resolu- 
tion of various factual issues. 

The interested insurance companies 
are: American Eagle Fire, American 
National Fire, Hanover, Liverpool & 
London & Globe, Camden Fire, Scottish 
Union & National, Home Insurance Co., 
Insurance Company of North America, 
Commonwealth of New York, Providence 
Washington, Springfield Fire & Marine, 
Federal Insurance Co., Aetna Insurance 
Co., Home Fire & Marine of California, 
and Niagara Fire. 

Attorneys representing the insured 
were Goldstein & Goldstein by Gilbert 
Goldstein. Lowenstein, Pitcher, Spence, 
Hotchkiss, Amann & Parr were attor- 
neys for the insurers. Herbert P. Polk 
of that firm tried the case for the 
defendants. 





Camden-Gloucester Towns 
Receive Safety Awards 


The Camden-Gloucester County In- 
surance Agents Association had chiefs 
of police from towns in the two counties 
as guests at the luncheon meeting in 
Camden, N. J., April 28. Leo R. Welch, 
Deputy Director of Motor Vehicles, was 
guest speaker. Milton H. Grannatt, Jr., 
chairman of the New Jersey Associa- 
tion’s executive committee, was present. 
Citations and .awards were made to 
towns with the best safety records. 
President Charles L. Skerrett presided. 





INVESTMENT SURVEY MADE 





Value Line Sees 1958 Better Than 1957 
For Fire-Casualty Insurers; 
Earnings in Upward Trend 

From present indications, 1958 
prove to be a year of partial recovery 
for the fire and casualty insurance indus- 
try, The Value Line Investment 
Survey. Asset values of most fire and 
casualty companies are being increased 
by the recovery in the bond market. 
Increased yields from bond portfolios 
should more than offset any decline in 


will 


says 


stock dividends. On balance, the Value 
Line Survey looks for a small rise in the 
industry’s portfolio earnings this year. 

Underwriting 
1956-57, the Value Line Survey continues, 
seem to be slowly decreasing. The Sur- 
vey does not expect 1958 to be a good 
year for underwriting, but does look for 
a substantial reduction in the under- 
writing deficit. 

Summing up the situation as it affects 
fire and casualty equities, the Value Line 
Survey states that earnings are in an 
upward trend, dividends generally appear 


losses, so severe in 


FORM BUFFALO AGENCY 
Arthur L. Insana and Michael A. Niro 
announce they have formed the A. & A. 
Agency Inc. for the sale of general 
insurance and life insurance in Buffalo, 
Y. Y. The company has offices at 952 





market prices, in most 
cases, represent sizable discounts from 
highly liquid asset values. The Value 
Line Investment Survey concludes that 
fire and casualty insurance shares de- 
serve the careful attention of sophisti- 
cated investors. 
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WANT A BETTER BUSINESS TO PASS TO YOUR SON? 





Then build it sound—on the good 


risks— 


Give personal service— 


Sell the best— 


And you can’t miss! 


The HOME 


The Home Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds 


(That's why 


of them?) 


Gusurance Company 


Property Protection since 1853 


Home Insurance, for over 


100 years, has had the most successful 
agents in the world! Are you now one 
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Better Utilization of 
Water in Fighting Fires 


ENGINEERING PROGRESS MADE 





Braidech of National Board Speaks on 
Adaptability of Water to Various 
Kinds of Fires 





A research engineer holds that methods 
for projection and distribution of water 
in fire control and extinguishment ap- 
pear to have reached the ultimate in 
mechanical developments with the re- 
sult that engineering efforts should now 
be directed toward economic modifica- 
tion of the physical projection of water 
which favor increasing its cooling and 
extinguishing power. 

Mathew M. Braidech, research head 


M. BRATDECH 


MATHEW 


3oard of Fire Under- 
writers, spoke in Dallas at the 78th 
annual convention of the American 
Water Works Association on the topic, 
“The Part Played by Water in Modern 
Fire Control.” 

Challenge to Engineers 

“The impacts of high-value concen- 
tration of materials in single occupancies, 
which accompany expanding industry, 
and the critical shortage of water sup- 
plies, reported in many areas, must be 
given the all-round attention that they 
merit”, Mr. Braidech said. “Fire protec- 
tion engineering, like the water works 
profession, has been challenged to in- 
genuity to meet their share of respon- 
sibility head-on. 

“Stepped-up interest in the art and 

science of controlling and extinguishing 
destructive fires is increasing the knowl- 
edge of basic mechanisms of ignition, 
spread, suppression and extinction of 
flame. Technical efforts for better utili- 
zation of water for control and extin- 
guishment of fire has resulted in the 
development of various mechanical and 
electronic detection and actuating sys- 
tems, together with a number of new 
and more effective techniques for water 
application. Such improvement has been 
extended to the time-honored hose 
streams and to standard sprinkler pro- 
tection. 
_ “Investigations on finely divided water 
in the form of sprays or fog, including 
droplet size and_ distribution, have 
brought about improved knowledge on 
their extinguishing mechanism. Engin- 
eering approach through ‘heat-tranfser 
rate’ basics and the enhancing of the 
wetting (spread and penetration) and 
emulsifying properties of water with 
chemical additives promises to extend 
the cooling and smothering properties 
beyond the limits of plain water. 

“The promotion of emulsifying prop- 
erties of water (air-water foam) with 
relatively small amounts of such addi- 
tives has resulted in the development of 
a so-called ‘fiuid insulation’ technique 
for fire exposure protection of storage 


of the National 





tanks and process vessels containing 
volatile flammable liquids and gases.” 
Mr. Braidech pointed out that new 
and old manufacturing establishments 
are becoming diversified and are in- 
volving the storage and handling of many 
new flammable and violently reactive 
chemicals, along with increasingly larger 
volumes of older and dangerous materi- 
als. This situation, he said, is presenting 
an array of hazard potentials that is 
seriously taxing the efforts of insurance 
and industrial safety personnel and 
municipal fire authorities in providing 
proper fire prevention and protection 


Of significance, Mr. Braidech said, 
are the two facts: 
(1) That in the wake of industrial 


expansion, some 200 manufacturing and 
business establishments are being de- 
stroyed each day by uncontrolled fires. 

(2) That there has also been a sharp 
increase, in recent years, in the number 
of large-loss fires—those over $250,000 
have approached nearly 400 in number, 
representing 0.1% of all fires, and caus- 
ing approximately one-third of the 
monetary losses. 

In conclusion Mr. Braidech said: 

“The race between the outbreak of 
fire and prompt effective application 


of water as the extinguishant, draws to 
attention the importance of the over- 
looked factor of time, as governed by 
the fire-growth rate of various materials 
and the availability of water in terms 
of volume and manner of application— 
as well as the adaptability of water to 
various kinds of fires.” 





ST. PAUL FIRE LOSSES 
Fire losses in St. Paul, Minn., in 1957 
totaled $1,870,752, an increase of $34,094 
over 1956, Chief John Barry reports. 
Largest single loss was that of the 


Fuller Brush Co., $574,000. 
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=is-everybody’s business! 


America Fore Loyalty’s current advertisement 


reaching an audience of 100 million people is 


part of our effort to reduce the toll of 
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deaths and injuries in automobile accidents. 
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N. Y¥. MANAGEMENT SCHOOL 





Agents’ Association Completes Plans for 
School at Sagamore Lodge on 
June 15 - 18 

David W. Reilly, Utica, chairman of 
the education and agency management 
committee of the New York State Asso- 
ciation of Insurance Agents, announces 
that final plans have been completed 
for the Fourth Annual Agency Manage- 
ment School to be held by the associa- 
tion. The School will be ‘held again on 
the grounds of the Sagamore Lodge at 
Raquette Lake in northern New York. 
The Lodge is operated by Syracuse Uni- 
versity and provides a pleasant setting 
for agents to study and to discuss their 
agency management problems. Mr. 
Reilly reported that some 60 agents and 
top agency personnel were expected to 
attend, with registration running well 
ahead of last year. The School will run 
June 15 - 18. 

Eugene A. Toale, associate manager 
metropolitan department of the Home 
Insurance Company, will lead the discus- 
sion on agency management problems 
in general during the entire day on 
Monday, June 16. Lawrence F. Smith, 
director of education of ‘the National 
Association of Insurance Agents, will 
discuss the agency cost study as now 
being brought up-to-date by the National 
Association. 

Roy A. Duffus of Rochester, nation- 
ally known insurance agent, will conduct 
two sessions, one Tuesday morning and 
the other Wednesday morning on how 
to be a better agent. Mr. Duffus is one 
of the best informed casualty insurance 
men in the country and he has a wealth 
of ideas which enable an insurance agent 
to do a better job. 

Tuesday afternoon Dr. Calvin J. 
Callaghan, Professor of Public Address 
of Syracuse University, will discuss the 
need for good speech and proper sales 
approach on the part of the insurance 
agent. 

Victor T. Ehre of Buffalo, president 
of the Buffalo Insurance Co., will dis- 
cuss Wednesday morning the Buffalo 
Insurance Plan which helps streamline 
the operation of the agents and compa- 
nies. As in the past Monday and Tues- 
day nights will be given over to dis- 
cussion sessions, whereby the agents can 
querie the professors on problems that 
have come up during the day. 


Ads Rephrased to Avoid 


Misleading Impressions 

The Insurist Corporation of America, 
a New York brokerage firm and the 
Restaurant League of New York, Inc., 
have rephrased their advertising to avoid 
giving the impression that they have any 
exclusive on liquor liability insurance 
for restaurant and liquor store licensees 





AUTO SALES ACT UPHELD 





Supt. of Banks Orders Finance Affiliate 
To Return Premium When Buyer 
Desired to Use Own Broker 

Successful use of the New York Motor 
Vehicle Retail Installment Sales Act to 
bar the tie-in of a finance transaction 
with the sale of insurance, was reported 
April 26 by a New York insurance 
brokers’ association. 

According to Mortimer L. Nathanson, 
president of the Greater New York 
Insurance Brokers’ Association, the 
Superintendent of Banks, after an inves- 
tigation, ordered General Motors Accep- 
tance Corporation, finance affiliate of the 
General Motors, to refund the unused 
portion of a fire, theft and collision 
insurance premium to a customer who 
preferred to buy through his own insur- 
ance broker. 

The Motor Vehicle Retail Installment 
Sales Act, which became law in New 
York in 1957, forbids banks or other 
lending institutions to require that a 
borrower take an entire “package” in 
order to obtain his loan. 

In this instance, Mr. Nathanson said, 
the purchaser of a car insisted that he 
be permitted to procure his physical 
damage insurance policy through his 
own broker. However, he was urged 
and did sign a finance agreement with 
GMAC which authorized adding the cost 
of insurance to the purchase price of 
the car. The purchaser reported the 
transaction to his own broker who re- 
quested the brokers’ association to file 
a complaint. 

Protest on GMAC’s installment sales 
agreement was made directly to the 
Superintendent of Banks by C. Joseph 
Danahy, Brooklyn attorney, who is coun- 
sel to the brokers’ group. 

Mr. Danahy’s formal complaint alleged 
that the GMAC contract with its tie-in 
of insurance to the purchase price of 
the car, was in violation of the anti- 
package provision of the sales act. In 
addition, his complaint asserted that the 
designation by GMAC of a particular 
insurance broker for the insurance policy 
issued on behalf of the car purchaser, 
violated New York’s Penal Law which 
makes it illegal to require anybody to 
buy insurance from a “favored” broker. 





under the New York State Alcoholic 
3everage Control Law. 

The action clears up a complaint filed 
with the New York Insurance Depart- 
ment by the Greater New York Insur- 
ance Brokers’ Association, according to 
Mortimer L. Nathanson, president. Mr. 
Nathanson said that his association 
brought the content of the advertising 
of the Insurist Corporation of America 
and the Restaurant League which ap- 
peared in liquor trade magazines, to the 
attention of the Insurance Department 





G. F. Sanford, Jr. Elected 


U. of Pa. Alumni Trustee 


Matar 
G. FOSTER SANFORD, JR. 


Dr. Alfred H. Williams, chairman of 
the board of trustees of University of 
Pennsylvania, who is retired chairman 
of the Federal Reserve Bank of Phila- 
delphia, announces the election of G. 
Foster Sanford, Jr., well known New 
York insurance broker, as an alumni 
trustee of the University representing 
Region II, metropolitan. Mr. Sanford’s 
term of office will be for ten years. 

This is one of the highest honors 
that can be achieved by an alumnus of 
the University of Pennsylvania, and in 
electing Mr. Sanford the alumni of this 
college selected one of their outstanding 
members. President of his class (1928), 
he had an illustrious undergraduate 
career. He was a member of the varsity 
track and football teams, captain of the 
varsity baseball team, member of the 
Undergradute Council and Varsity Club, 
Sphinx Senior Society and Phi Kappa 
Beta Junior Society. 

Mr. Sanford continued to take an 
active interest in the University of 
Pennsylvania following his graduation in 
1928. He was one of the founders and 
a past president of the Suburban Club 
New Jersey (Alumni); served as presi- 
dent and as member of the executive 
council of the Association of University 
of Pennsylvania Clubs, and as a member 
of the General Alumni Board. In 1954 
he was the recipient of the Alumni 
Award Merit and three years later re- 
ceived the Varsity Club Award Merit. 
His fraternity is Psi Upsilon. 

This is Mr. Sanford’s 30th anniversary 
year in the insurance brokerage business. 
He is president of Smyth, Sanford & 
Gerard, Inc., which post he has held 
since 1938 when he succeeded his father, 
a famed football coach, upon the latter’s 
death that year. A _ highly regarded 
figure in New York insurance circles, 
Mr. Sanford is a past president of the 
Insurance Brokers Association of the 
State of New York. He now serves on 
its executive committee. 





in an effort to make clear to insureds in 
this field that the coverage is available 
through other brokers or agents. He 
said the Department upheld his associ- 
ation’s view and the two organizations 
agreed to correct their advertisements. 
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NAMIA Moves to Select 
Mr. Mutual Agent of 1958 


“Mr. Mutual Agent of 1958” will be 
the title awarded the mutual agent 
selected “best in all classes” in the 
public relations competition among 
members of the National Association of 
Mutual Insurance Agents. 

In addition to this honorary designa- 
tion and the accompanying publicity, 
the winner will receive the 1958 NAMIA 
award for distinguished service in the 
public interest. The award will be pre- 
sented during the 27tR annual NAMIA 
convention, October 20-22, at the Com- 
modore Hotel in New York City. 

A meritorious plaque will be awarded 
the top winner in each of seven cate- 
gories and in each classification blue 
ribbons to the three leading entries. 
The categories are: community rela- 
tions, publicity, institutional advertising, 
printed material in the public interest, 
speeches, special events and displays. 


Fred A. Beckford, president of the 
Lumber Mutual Fire of Boston, 1s 
chairman of the contest committee, 


which also includes Walter Sievers, past 
president of the Indiana Association 0 
Mutual Insurance Agents, and W. E. 
Koehler, past president of the Wisconsin 
Association. 
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Tax Plan Suggestions For Agents 


Presented To New Jersey Association 


One of the features of the midyear 
meeting of the New Jersey Association of 
Insurance Agents at Newark was the 
address on “Tax Planning for Insurance 
Agents” presented by J. Arthur Goldberg, 
well known tax attorney, author and 
lecturer of Newark, who “outlined to the 
agents ways of holding down tax liability 
on sole proprictorship agencies, partnerships 
and incorporated agencies. He believes 
there are distinct tax advantages under 
the corporate structure, for more ex- 
penses are deductible under corporate 
income and also there are provisions for 
postponement of tax payments. In view 
of the wide interest in his entire subject 
Mr. Goldberg’s address is being published 
in two installments. Part II follows: 


PART II 


How to Purchase and Sell an Insurance 
Agency 


In almost all instances, the real value 
of any insurance agency is reflected in 
that intangible asset represented by cus- 
tomer accounts. If furniture and fix- 
tures, business equipment and the like 
are included in the sale, their value is 
relatively nominal and easy to ascer- 
tain. Accordingly, I would like to limit 
my discussion of agency purchases and 
sales to the tax effects on the purchaser 
and seller when a consideration is paid 
and received to acquire a group of agen- 
cy accounts in an operating business. 

In almost all instances of sales trans- 
actions, the seller desires long term capi- 
tal gain rates to be applicable to his 
profit. On the other hand, the purchaser, 
to reduce his cost of acquisition, desires 
to amortize or deduct the cost of ‘his 
purchase so that future income is re- 
duced by the cost necessary to acquire 
the right to the income. 

This is an area of purchase and sale 
that is relatively. peculiar to the tax 
structure. If proper precautions are 
taken, it can be generally stated that a 
transaction can be consummated so as to 
give the seller capital gains—or the pur- 
chaser a deductible item of expense, the 
tax result being dependent upon the 
objectives of the parties. Unfortunately, 
in my experience and from the theory 
of judicial and statutory law involved, it 
is relatively impossible to accomplish 
both goals in the same transaction. 


Goodwill Intangible Capital Asset 


The theory of law is relatively simple. 
Goodwill of a business is a capital as- 
set. Consideration received by the seller 
on the transfer of goodwill is subject 
to tax at capital gains rates. On the 
other hand, since goodwill is an intan- 
gible asset, it is not subject to deprecia- 
tion or amortization by the purchaser. 
An intangible asset cannot be depreci- 
ated unless it has a definte useful life. 
The right to service the agency accounts 
of another comes within this class, since 
it cannot be proven exactly when the 
asset becomes valueless. 

The second general rule is that con- 
sideration paid or received is usually 
ordinary income and expense unless 
there is a sale or exchange of an asset 
involved. This is especially true where 
employment or other services are in- 
volved in the consideration received. 

Applying these general rules to agency 
sales, we find that the principal asset 
being purchased could be easily consid- 
ered goodwill. Yet that goodwill is so 
related with the personal efforts of the 
selling agent that the asset would have 
little or no value without the agent’s 
guarantee that he will no longer compete 
with the purchaser for the income po- 
tential represented by the accounts be- 
ing sold. Thus, the consideration re- 
ceived upon the sale of an agency has a 
dual character. It could be considered 
received in exchange for the asset, good- 
will, and create capital gains potential. 
Alternatively, payments could be consid- 


ered in exchange for the covenant 
against competition and generate ordi- 
nary income. 

This does not mean that a purchaser 
can acquire the assets of an agency, 
exact a covenant against competition 
from the seller, arbitrarily allocate a 
part of the purchase price as considera- 
tion for the covenant, and then pro- 
ceed to deduct that amount as a busi- 
ness expense. The courts have held that 
where goodwill is purchased for a stipu- 
lated price, the addition of a covenant 
against competition by the seller is not 
subject to separate tax treatment or al- 
location. But rather, the covenant is 
considered subsidiary to and only sup- 
porting the value of the intangible as- 
set, goodwill, acquired and therefore, no 
part of the purchase price is deductible. 


General Guides to Control Tax Effects 


With these general thoughts in mind 
and assuming that the respective tax 
effects are known to both parties and 
reflected in their negotiation of purchase 
price, the following general guides are 
submitted as tending to control tax 
effects. 

1. If the seller’s desire to obtain capi- 
tal gains is decisive and controlling, the 
framework of the transaction should be 
couched in general language of sale and 
purchase. Payment for accounts should 
be considered in exchange for the trans- 
fer of goodwill, represented in part by 
these accounts. Covenants against com- 
petition should be included, but only for 
the purpose of supporting the value of 
goodwill transferred. In no event should 
a separate consideration be stated for 
goodwill. 

2. Where the purchaser’s basic ob- 
jective—eliminating the competitive ac- 
tion of the seller—is decisive in negotia- 
tions, the procedures to secure the de- 
ductibility of the consideration paid is 
dependent upon the nature of the seller. 
It should be remembered that the goal 
to be attained is a separate arms’ length 
transaction whereby the purchaser eval- 
uates and pays a price to eliminate com- 
petition. 

Corporate Seller 


(A) In the case of a corporate seller, 
the procedure necessary to separate the 
purchase of assets from other payments 
made is less complex. The purchaser 
either acquires the stock of the corpora- 
tion or its assets. He bases the pur- 
chase price on the value of the assets 
and whatever items of miscellaneous 
goodwill may be involved. As a com- 
pletely separate transaction, the pur- 
chaser enters into an agreement with 
those officer-stockholders whose efforts 
were responsible for business success. 

This agreement provides that, in con- 
sideration of certain monies paid and to 
be paid, these officer-stockholders agree 
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to refrain from competitive activity, be 
available for consultation, cooperate in 
the transition of accounts to purchaser 
and such other protective restrictions as 
are part of the transaction. This agree- 
ment should have a definite term to lay 
the foundation for amortization of cost 
by the purchaser. 

This type of transaction should justify 
the purchaser’s deducting the cost of the 
restrictive agreement over its term. The 
agreement does not involve any transfer 
of assets. The sale of assets was con- 
summated by the corporation, a separate 
entity. The consideration for the as- 
sets and the restrictive covenant were 
separately negotiated and do not involve 
the arbitrary allocation of purchase price 
within one agreement. 


Proprietorship or Partnership 


(B) In those cases where the selling 
entity is a proprietorship or partnership, 
it is more difficult to separate the sale 
of goodwill from payments made under 
a restrictive covenant. This is due to 
the fact that the business is not con- 
sidered a taxable entity, separate and 
apart from the individuals whose com- 
petitive activities are to be restricted. 
Here is the area where the courts can 
find that all agreements are part of one 
sales transaction; hence, no part of the 
purchase price is deductible. In these 
cases, I would suggest the following 
procedures to be followed in order that 
the purchaser be in the best position to 
sustain the deductibility of payments 
made for the restrictive covenant: 

1. The negotiations should reflect that 
valuation of the assets purchased and 
consideration to be paid for a restrictive 
covenant were considered separately. 
There should be no implication that an 
arbitrary allocation was made of a lump 
sum consideration. 

2. The contract should provide sepa- 
rate and specific consideration for each 
asset acquired and the amounts to be 
paid to eliminate competition. In very 
few cases, has a lump sum _ purchase 
price been subject to subsequent allo- 
cation. 

3. In order to support the negative 
employment characteristics of the re- 
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strictive agreement, include provisions 
which relate to active employment, with- 
in reasonable limits, the seller should 
not be hesitant to agree to consult with 
the purchaser, offer advisory and con- 
sultant services, visit clients with the 
purchaser and similar agreements. 

4. The books of the purchaser should 
clearly separate the purchase of each as- 
set from the amount paid or liability in- 
curred to eliminate the competition of 
the seller. 


Management and Service Contracts 


The restrictive covenant is most often 
used when a fixed dollar amount, based 
upon commission volume, is paid for the 
right to service the accounts of the pur- 
chaser. In those instances when pay- 
ments are to be made on a periodic basis 
or are based on the accounts’ future 
commission volume, there are other pro- 
cedures available which should sustain 
the purchaser’s deduction of cost. 

In some situations the terms of the 
transaction are akin to management and 
service contracts. Here “A” would agree 
to service the accounts of “B” over a 
stipulated term and pay “B” a percent- 
age of income for the right. Conversely 
the agreement may provide that “A” will 
be entitled to retain a portion of the 
commissions for his servicing. In either 
case “A” should only be taxable on that 
portion of commissions which he retains. 
“B” will report, as ordinary income, his 
share of commissions received. Any 
transfer of assets is usually the subject 
matter of a separate agreement. 

Similarly, the same type of transac- 
tion can be consummated through the 
use of a joint venture. “A”, as the man- 
ager of the venture, agrees that “B” 
shall be entitled to an agreed percentage 
of income for the term of the agree- 
ment. At the end of the term “A” is 
given the option to purchase “B” inter- 
est at an agreed price. The price paid 
to “B” is usually slightly higher than the 
operating assets which he contributed to 
the venture. Under this type of ar- 
rangement “A” and “B” would each re- 
port his agreed share of commission 
income. 





Glens Falls, Saratoga 


Insurance Women Elect 


Mrs. Starr Kennedy was elected pres- 
ident of the Insurance Women of Glens 
Falls and Saratoga Springs at the an- 
nual election of officers. Mrs. Kennedy, 
who is employed by Danial P. Shine 
Insurance Agency of South Glens Falls, 
succeeds Geraldine Bartholomew of the 
Bartholomew Agency, Glens Falls. Other 
officers elected were Beatrice Evans of 
George Evans Insurance Agency, Lu- 
zerne, vice president; Bernice Riggs of 
K. G. Abbott, Inc., treasurer; Ruth 
Linehan of Joseph McPhillips, Inc., re- 
cording secretary, and Maureen Butler 
of E. Leo Spain, Inc., historian. 

Delegates to the state convention in 
Rochester will be Mrs. Evans and Miss 
Linehan, both of whom are candidates 
for offices in the state federation. In- 
stallation of the newly elected officers 
will be held at the annual Guest Night 
banquet to be held this month. 
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Large Loss Fires 


(Continued from Page 1) 


delayed discoveries and reportings of 
fres which occurred in about two-thirds 
of the cases, allowing the fire to grow 
to serious proportions before fire-fight- 
ing equipment and manpower could 
reach the scene. 

Construction Weaknesses 

Construction weaknesses ignoring fire 
safety standards also were a major fac- 
tor in the extent of damage. Division 
walls which would have limited the 
spread of fire were missing or sub- 
standard in more than two-thirds of the 
buildings involved, Open stairwells and 
elevator shafts were also noted fre- 
quently. The National Fire Protection 
Association report urged remedying of 
these deficiencies as the way to cut down 
the mounting toll of losses in major 
fires. 

“These fire disasters are the product 
of faulty fire prevention thinking,” it 
said. They will have served a purpose 
only if their lessons are “recognized 
and heeded by those responsible for the 
application of sound fire prevention and 
protection principles.” 

The largest single building fire loss 
in both the United States and Canada 
during 1957 was the $14,000,000 con- 
flagration which destroyed the Pequanoc 
Rubber Co. plant at Butler, N. J. 

Aircraft fire accidents took a toll of 
222 lives in 1957, with damages totaling 
$108,605,000—an average of about $1,750,- 
000 for each of the 62 accidents. This rec- 
rd was a substantial reduction from the 
previous year, when &7 accidents cost 
333 lives and $122,830,000 in damages. 

Kight major forest fires were reported 
for the year, involving a total loss of 
more than $32,000,000. Over $24,000,000 
of this was attributed to the fire which 
destroyed 24,800 acres of watershed in 
California’s Angeles National Forest. 
One hundred square miles of forest and 
3) buildings were wiped out by the 
$1,500,000 fire in Massachusetts’ Plym- 
outh County. 


Industrial Plants and Other 
Classifications 

In the record of all major building 
fires in 1957, U.S. and Canadian industry 
was the biggest loser. The cost of 125 
fires in the period was close to $95,000,- 
XX). This was eight more fires and a 
$25,000,000 increase over 1956. The grow- 
ing industrial fire problem is sharply 
pointed up by a comparison with 1954, 


when the loss was a little more than 
$36,000,000. 
Aside from the Butler, N. J. rubber 


plant disaster, the most costly fires were 
the $5,000,000 loss in the destruction of 
a chemical plant at Nitro, W. Va., and a 
$5,000,000 fire at a Corner Brook, New- 
foundland, pulp and paper mill. 

arge loss store fires numbered 58 
with a total loss in excess of $26,000,000. 
lhis was $2,000,000 more than the pre- 
vous year. Biggest in the U. S. was the 
$1,200,000 destruction of a shopping cen- 
ter at Essex, Md.; in Canada, a $750,- 
(0 fire in a variety store at Springfield, 
Nova Scotia. 

Warehouse fires of $250,000 or more 
damage numbered 55 with a total loss 
ot close to $30,000,000, an increase of 
about $175,000 over 1956. Biggest in the 
US. was a $5,000,000 grain elevator fire 
in Chicago; biggest in Canada was a 
ure and food warehouse in Toronto, 
destroyed at a loss of $2,000,000. 

Schools and colleges reduced their 
losses from major fires in 1957 by more 
than $1,500,000 from the previous year. 
Potal damage from 19 fires was close to 
$7,500,000. Largest fires were the $850,- 
000 destruction of a parochial school at 
Ottumwa, Iowa, and an $800,000 fire at 
\ansas State College in Manhattan, 

an, 


19 School Fires 


The NFPA study points out that in all 
19 school fires discovery was seriously 
delayed in all but two instances because 
the buildings were unoccupied or had 
ly a janitor or a few teachers in the 
building. None was protected by auto- 


matic sprinklers or a central-station-su- 
pervised automatic alarm system. 

In a $500,000 Metuchen, N. J., high 
school fire, 475 students marched out on 
the ringing of the fire alarm signal, indi- 
cating the value of fire exit drills. In 
the instance of the other school in use at 
time of the fire, at Middletown Town- 
ship, Pa., most of the 134 students were 
in a building not involved in the fire. 

Major fires in hotels and other resi- 
dential buidings numbered 17, with a 
total loss of more than $10,000,000. This 
was a reduction of about $1,500,000 from 
1956. Biggest in the U.S. was the 
$1,400,000 hotel fire at Elko, Nev.; big- 


gest in Canada was the $1,850,000 hotel 
fire in Montreal. 

The cost of large loss church fires was 
reduced materially in 1957. There were 15 
fires during the year with damages to- 
taling about $6,350,000, more than $3,400,- 
000 under the 1956 record. Largest in 
the U.S. destroyed the First Methodist 
Church and adjoining church buildings 
at Syracuse, N. Y., with a loss of almost 
$1,000,000. In Canada, the largest was 
the $800,000 destruction of the St. Eliza- 
beth du Portugal Church in Montreal. 

The experience in church fires point- 
edly underlines the reasons why build- 
ing fires frequently result in major de- 


struction, the report finds. Primary fac- 
tors are the absence of automatic sprin- 
kler protection, and strue.ral fire safe- 
ty weaknesses. Structural weaknesses 
most frequently noted in church fires 
were non-firestopped spaces in walls and 
ceilings, and the absence of fire divisions 
in attics and elsewhere, which allowed 
fire to spread rapidly throughout the 
buildings. 

The 71l-page analysis of large loss fires 
in 1957 is included in the National Fire 
Protection Association’s April Quarterly, 
available at $2 a copy. Address the 
NFPA at 60 Batterymarch Street, Boston 
10, Mass. : 
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The market for life is growing 
plenty of prospects right in your present 
property client files! Add our life facilities 
now, and help your commission income 
grow. 










Through The American Life Insurance 
Company of New York, American Surety 
Group has added life insurance — in a wide 
range of attractive forms—to its other- 
wise complete lines. 


Through our expanded facilities, you can 
offer one-stop service to your clients and 
prospects. You'll get new life sales-aids, 
too, like the copyrighted “Security Builder” 
that makes life programming easy — even 
for new life agents. And our “Building New 
Business Through Group Creditor Life In- 
surance” is an effective door-opener to bank 
prospects. All this, with vested renewals 
and a salaried Life Superintendent to help 
you. 
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BIRMINGHAM F. & M. CHANGES 





Jones Vice President and Campbell Sec- 
retary; Capital and Surplus of South- 
ern Company Increased 

The Bankers Fire and Marine of Bir- 
mingham, Ala., has elected Perry R. 
Jones vice president in charge of agency 
and underwriting departments, and W. 
O. Campbell secretary. Mr. Jones joined 
the company in 1957 after more than 12 
years experience in various Southern 
states. Mr. Campbell, who has served 
as assistant treasurer of the company 
since 1953, has been associated with 
Bankers Fire and Marine for 11 years. 

A capital reorganization of the com- 
pany is now complete. At a March 27 
meeting, stockholders approved sale of 
70,000 shares of common stock with a 
par value of $5 a share at a price of 
$7.50 a share and the sale of 50,000 
shares of preferred stock with a par 
value of $1 and a price of $10 a share. 
In both instances, sale of the stock was 
fully subscribed, and this results in 
$175,000 of the common stock sale and 
$450,000 of the preferred stock sale being 
added to the surplus of the company, 
and it further results in $350,000 from 
sale of common stock and $50,000 from 
sale of preferred stock being added to 
capital of the company. 





Hoercher of Adjusters 


Addresses Mutual Agents 

R. L. Hoercher, president of the N. Y. 
Association of Independent Insurance 
Adjusters, addressed the annual Mutual 
Agents convention at Syracuse, N. Y. 
On the same day, the adjuster’s upstate 
regional meeting was held under direc- 
tion of the association’s vice president, 
S. R. Straton and B. L. Jones, former 
association president of Buffalo. Thirty 
members attended the meeting, at which 
time means to promote better coopera- 
tion between the independent adjusters 
and the agencies of various companies 
throughout New York State was the 
main topic of discussion. 

Mr. Hoercher advised that the mem- 
bership of the association is steadily in- 
creasing under the present chairman, 
Harold J. Smith of New York City, and 
a new and improved roster was under 
contemplation. 

Before the Mutual Agents Mr. 
Hoercher suggested that in view of the 
alarming increase in loss ratios, agents 
and companies avail themselves of the 
services of the 97 offices, members of 
his association, who are strategically sit- 
uated throughout the entire state and 
staffed with more than 350 licensed and 
bonded independent adjusters. 





National Union Elects 


Three New Directors 


National Union Fire of Pittsburgh an- 
nounces election of three new members 
of the board of directors. They are: 
George L. Langreth, vice president- 
finance and treasurer, Blaw-Knox Co.; 
Kenneth C, Hewitt, vice president, in- 
vestment division, trust department, 
Mellon National Bank and Trust Co.; 
Joseph G. Robinson, attorney, partner in 
Reed, Smith, Shaw and McClay, Pitts- 
burgh. 


Two New BI Forms by 
Holland-America Co. 


The Holland-America Insurance Co. 
of Kansas City has announced two forms 
of business interruption insurance for 
businesses with limited exposure. Low 
coinsurance business interruption cover- 
age, a new form, is designed especially 
for smali merchants and wholesalers. A 
simple extension of the standard single 
item gross earnings form permits the 
election of coinsurance options of as low 
as 20%. 

Valued business interruption insurance 
is designed to give any business with 
limited exposure needed protection at 
substantial savings. The insured selects 
the number of work days coverage and 
the amount of indemnity per day he 
desires. There is no coinsurance clause. 





Reinsurance Corporation 


Operations Profitable 

In a letter to stockholders, Robert G. 
Clarke, president of the Reinsurance 
Corporation of New York, advised that 
although some pro rata lines of business 
were unprofitable, excess of loss business 
was so satisfactory that an overall oper- 
ating profit was made for the year. A 
small statutory loss was shown due to 
the increase of premium volume of about 


0. 

Municipal bond holdings were substan- 
tially increased, common stocks showed 
a 13% decline in value, due to lower 
market prices, and investment earnings 
increased 16% over the previous year. 
Adjusted net earnings for the year were 
$1.39 per share, against which dividends 
of 50¢ were paid to stockholders. 

Net liquidating value per share of the 
company at the end of 1957, despite the 
increase in security values, was only 54¢ 
less than the $22.82 for 1956; and has 
increased $7.46 in the last five years. 





A. A. ROBERTSON’S NEW POST 
A. A. Robertson is now resident ad- 
juster of the GAB at Wytheville, Va., 
succeeding C. D. Reynolds who has been 
transferred to Kingsport, Tenn. 


Eugene Waggaman Dies; 
Former Royal Executive 


Eugene S. Waggaman, Sr., one of 
Louisiana’s best known insurance execu- 
tives, who retired January 1, 1953, passed 
away April 16 at a hospital in New 
Orleans, following an extended illness. 
He was 68. 

Mr. Waggaman was a native of New 
Orleans and at an early age joined the 
Southern department of the Liverpoo! 
& London & Globe there. He was named 
deputy assistant manager of the firm’s 
department in 1925 and two years later 
was promoted to manager. 

In 1940 Mr. Waggaman was appointed 
manager of the Royal Insurance Group 
for Louisiana, Mississippi and Arkansas. 
He retired from this post January 1, 
1953. He was also president twice of 
the Louisiana Rating and Fire Preven- 
tion Bureau. 

Surviving are his widow, the former 
Jennie O’Donnell; two sons, Donald 
Edward Waggaman of San Francisco 
and Eugene S. Waggaman, Jr., Old 
Greenwich, Conn.; two daughters, Mrs. 
J. M. Tucker, Jr. of San Raphael, Calif., 
and Mrs. Adam C. Gambel, New Or- 
leans; also a brother and a sister, both 
of New Orlea:ts. 
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Fables ror SAFE 


Once upon a time a local government official decided that 
the region he served needed something more in the way 
of promotion to attract tourists. 


After examining the estimates made by an outdoor adver- 
tising firm, he decided to kill two birds with one stone. Why 
not economize by having all safety signs in his area carry 
an advertising message as well? A brilliant scheme! 


The changeover was completed, appropriately, on July 4th, 
Over the holiday period, the small locality became famous 
from coast-to-coast. Auto repairs, hospital admissions, as- 
signments of cases to legal firms—all set records never 
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CANADIAN FIRMS MERGE 





Three Independent Adjusting Firms Join 
With Underwriters Adjustment Bu- 
reau; Appointments Made 

Merging of three well-known adjust- 
ing firms with Underwriters Adjustment 
Bureau Ltd., Montreal, and a number of 
appointments to the bureau’s new offices 
are announced. C. N. Turner, general 
manager of UAB, said that the bureau 
had now entered Saskatchewan and that 
opening of new offices in this province 
and enlargement of the Calgary office 
would mean faster and more efficient 
service in the western provinces. The 
new offices become part of the bureau’s 


Western division, which has its head- 
quarters in Winnipeg, under manage- 
ment of J. E. Catley. 


The three firms that have joined the 
bureau are H. S. Morkhill & Co., Cal- 
gary; Taylor, Scrivener & Co. Ltd., Re- 
gina, Saskatoon and Prince Albert; and 
Hall, Cuff & Co. Ltd., Saskatoon and 
North Battleford. 

H. S. Morkhill, formerly head of the 
firm bearing his name, becomes a gen- 
eral adjuster with headquarters in Cal- 
gary. H. A. Scrivener, formerly presi- 
dent of Taylor, Scrivener & Co. Ltd., has 
been named a general adjuster (casu- 
alty) with headquarters in Regina. D. 
A. Scrivener, who managed the Regina 
office of T aylor, Scrivener, will now 
manage the bureau’s office in that city. 

M. H. Hall, senior partner in the 
firm of Hall, Cuff & Co. Ltd., has been 
appointed to general adjuster and will 
be located in Saskatoon. E. A. Graf, a 
partner of Mr. Hall, will manage the 
bureau’s Saskatoon office. 


Cravey Asks Dismissal 
Of Georgia Rate Suits 


Georgia Insurance Commissioner Zack 
Cravey has asked Fulton County Su- 
perior Court to dismiss suits seeking to 
keep him from suspending rate increases 
he approved last winter. The Commis- 
sioner did not comment on whether his 
action meant he planned to reduce or 
cancel the controversial 15% fire and 
automobile insurance rate increases he 
authorized in January. 





It had been charged in four suits 
filed by insurance organizations and 
companies that Cravey yielded his 


authority over the rate increases by 
failing to disagree with them within 15 
days after they were filed. Cravey con- 
tended, however, that he “retains juris- 
diction at all times.” After Cravey 
originally granted the increases a storm 
of protest was raised by the public 
members of the Georgia Legislature. 
He then sent telegrams to insurance 
firms canceling the new rates and setting 
a public hearing. The four suits were 
filed seeking to block the suspension 
and the petitioners were granted a 
temporary injunction. 





Laboratories Elect 


Ohlsen as Chairman 


C. W. Ohlsen, vice president, Sun 
Insurance Co., Chie: igo, has been elected 
chairman of the board of trustees of 
Underwriters’ Laboratories, Inc., Cht- 
cago, replacing E. A. Henne, retired. 

F. W. Spalding, vice president, Spring: 
field Fire and Marine, and H, P, Winter 
vice president, America Fore Group 
were elected members of the board 0! 
trustees due to the retirement of Mr 
Henne and M. E. Peterson who were 
elected honorary members of the boaré 
of trustees. 

The trustees elected C. R. Welborn, 
president; M. M. Brandon, K. S. Geiges, 
and G. E. Manning, vice presidents; 
W. S. Austin, secretary, and H. F. Dun 
can, treasurer. 


ROCHESTER AGENCIES MERGE 

James Hamill, CPCU and CLU, pres 
ident of Hamill Association, Inc., at 
nounce merger with the Jos. G. Mangi- 
one-Frank C. Niger, Inc., insurance 
agency of Rochester, N. Y. Mr. Mangi- 
one has joined the Hamill organization 
as an account executive and his client 
will be serviced by the Hamill office. 
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clients 
suffer from 


THE SYMPTOMS: 


a D 


COVERAGE ANEMIA ? 





*Building protection insurance deficiency 


Refuses to face facts about rising construction costs. 
Underestimates replacement values of building contents. 
Fails to recognize need to modernize out-dated insurance coverage. 


tue cure: Lhe American Insurance Group’s 


new “COVERAGE-T0-VALUE” Promotion Kit 


Nobody likes to face unpleasant 
facts—no matter how necessary it 
may be. That’s why your clients 
resist the suggestion that their 
original building protection is now 
inadequate. 


They know costs have gone up. They 
know they’ve improved their prop- 
erty and increased its contents. Yet, 
Ostrich-like, they hide from the 
obvious conclusion. They refuse to 
admit that these changes demand 
increased home protection coverage. 





The American Insurance Group’s 
new “Coverage-to-Value” Promotion 
Kit overcomes their reluctance to 
listen to reason. It presents “hard 
sell” with a light touch...dramatizes 
today’s building coverage needs... 
puts every cost figure you need right 
at your fingertips. 


Use this valuable, visual sellinz tool 
to increase your premiums from 
current clients. It’s another example 
of The American Insurance Group’s 
increased service and sales help for 
agents. 


NEWARK, N. J. 









THE AMERICAN INSURANCE COMPANY + AMERICAN AUTOMOBILE INSURANCE COMPANY + ASSOCIATED INDEMNITY CORPORATION 
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Ryan Explains Handling Of Hull 
Cover Losses On Pleasure Craft 


R. M. “Pat” Ryan of the prominent 
Chicago adjustment firm of Frank L. 
Erion Company outlined proper handling 
of hull insurance losses, particularly those 
relating to pleasure craft, when he spoke 
this week before the annual meeting of 
the National Association of Independent 
Adjusters in Boston. His paper is pre- 
sented herewith in two instalments, Part I 
following : 

Part I 

Boating has during the past ten years 
gained so much in popularity that a 
general understanding of the handling 
of losses on this type of property is 
essential to the adjustment of all types 
of physical property coverages. In the 
past there has been a reluctance on 
part of the wet marine underwriters to 
refer hull losses to some adjusters be- 
cause of unusual procedures used in ad- 
justment of this type of which 
differ so greatly from those used in 
other types 


loss 


of physical property losses. 
Surveying a Hull Loss 


One handling a hull loss is known as 
a surveyor rather than an _ adjuster 
Before anyone can properly handle a 
“hull” assignment it is essential that he 
recognize the differences between the 
terms “surveying” and “adjusting.” The 
general rules to be remembered in the 
handling of hull losses are few but they 
are important. 

1. The insured and any other parties 
involved in the claim must understand 
immediately that the surveyor is acting 
without prejudice to policy conditions 


and is there to make a survey of the 
damages and investigation of the cir- 
cumstances under which the loss oc- 
curred and not to effect settlement. 

2. The surveyor makes his survey 
report to the underwriters who actually 
make the adjustment under the policy. 


3. The 


extent or 


surveyor does agree on the 
percentage of damage and 
gives an assessment of his idea of the 
estimated cost of repairs as being fair 
and reasonable to all concerned. 

4. The surveyor determines the prob- 
able cause of the and reports his 
findings and opinions to the under- 
writers. 

5. The surveyor 
as a Master’s Protest 
of the vessel or the 
charge it was at the 
occurred. 

6. The surveyor must necessarily 
possess a knowledge of the wet marine 
policy but it is never his province to in- 
terpret policy conditions, although on 
specific instructions he may be requested 
to transmit the underwriters’ interpreta- 
tion of the coverages to the policyholder 
and his representatives. 


loss 


takes what is known 
from the owner 
party in whose 
time the loss 


Adjustment up to Underwriters 


In all cases the surveyor reports the 
facts and makes recommendations. His 
survey is made without prejudice and 
the final decision and actual adjustment 
is always up to the interested under- 
writers. 

A general working knowledge of the 
type of coverage afforded under the 
Hull policy is necessary to the surveyor 
if he is to properly perform his func- 
tions in investigating and submitting 
survey reports on this type of loss. 
Insurance on hulls when written on the 
usual marine form, covers against all 
marine perils. 

To the lay mind the insurance clause, 
especially that portion reading “and all 
other perils” would seem to make the 


company liable for any loss, however 
caused. However, the courts have long 
since read into the insuring clause after 
the word “perils” the following: “of like 
nature.” It is readily seen that the 
framers of the original policy intended 
that the insurers were only to grant 
coverage against enumerated and similar 
perils and it was for this reason that 
the perils insured against were defined 
by judicial interpretation early in the 
history of marine insurance. 


“Perils of the Seas” 


Coverage is granted against “perils of 
the seas” and not “perils on the seas.” 


The term “perils of the seas” com- 
prehends those of the waves, wind, 
lightning, rocks, shoals, collision, and in 


general all causes of loss or damage to 
the property arising from the elements 
and inevitable accidents, though some- 
times considered not to include capture 
and detention. 

It has further been held that “perils 
of the seas” denotes all marine casual- 
ties resulting from violent action of the 
elements as distinguished from their 
natural, silent influence upon the fabric 
of the vessel. 

As a rule policies covering yachts are 
valued contracts stating that for the 
purpose of the insurance the value of 
craft shall be the certain amount stated 
in the policy. Under certain conditions 
an insured is privileged to insure a 
yacht for an amount less than its sur- 
veyed value, in which case insured 
becomes a co-insurer in the event of 
partial loss in the ratio that the amount 
insured bears to the value as determined 
by surveyors when the policy was issued 
and as stated in the policy. Another 
insuring condition and warranty usually 
found in a yacht policy is as follows: 


Yacht Warranty 


“Warranted by the assured that the 
within named vessel shall be used solely 
for private pleasure purposes during the 
currency of this policy and shall not 
be hired or chartered unless permission 
is granted by endorsement hereon.” 








Boatl Wit Ep Happy lo i You 


AT HIS FINE RESTAURANTS 

23 PARK ROW 

Neor Ann St., N. Y. 
Phone: WOrth 2-2514 
Firm charge accounts welcome; also member 
of Diners, Esquire and Gourmet Charge Clubs. 


EMIL PANGAL—Genial Host to Downtown Diners for over 27 Years 


213 PEARL STREET 
Near Maiden Lane, N. Y. 
Phone: Digby 4-2348 








sailing vessels 
“warranted 
and 


On: policies covering 
there is a warranty stating 
free from loss or damage to spars 
or sails while racing.” 

Certain policies will be found to con- 
tain the machinery damage clause, 
attached by endorsement or stamped on 
the face of the policy, which usually 
reads as follows: 

“This company shall not be liable for 
any loss or damage to the rudder, pro- 
peller, shaft or machinery unless caused 
by stranding, sinking, burning, or colli- 
sion with another vessel.” 

This clause is self-explanatory and in 
case claim is made for damage to the 
rudder, propeller, shaft or machinery, the 
surveyor should carefully scrutinize the 
policy to see whether it contains this 
clause and must then determine whether 
the damage to the mentioned items was 
caused by stranding, sinking, burning or 
collision with another vessel. 


Outboard Motor Form 


Due to the enormous increase in small 
pleasure craft, used generally on inland 
waters, there are now a number of 
companies who write what is known as 
an outboard motor form. This may be 
against named perils only or can be 
written on an all risk basis similar to 
that of the regular yacht policy. If 
policy covering an outboard motor and 
hull is written on a named peril basis, 
some companies prefer that the adjust- 
ment be handled in accordance with 
accepted practices used in the adjustment 


of any other type of loss under an 
inland marine policy. 
Certain other warranties may _ be 


stamped on the face of the policy and 
when they are, become a part of the 
contract and the surveyor must deter- 
mine that all warranties have been 
complied with. The more usual of these 
warranties are the following: 

“Warranted boat carries approved 
fire extinguishers kept filled and in good 
working order.” 

“Warranted no loss or damage covered 
while the boat is engaged in any official 
race or speed contest.” 

“Warranted free from average unless 
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amounting to $25 in which event same 
to be paid in full.” 
Franchise Clause 

This latter warranty is what is known 
as a Franchise Clause or “Free From 
Average” warranty and from its wording 
you note that unless the loss exceeds the 
amount specified in the franchise clause 
there is no liability for the loss. Hovw- 
ever, in the event the damage exceeds 
the amount of franchise then the claim is 
payable in full. a franchise clause is 
usually found in all hull policies where 
the insured v: shaie of the vessel is under 
$5,000. 

In the event of loss to a yacht the 
adjuster, known as a surveyor, should 
make an immediate inspection, determine 
the cause of the loss and see that the 
craft is made safe from further damage. 
The report rendered to the underwriters 
is What is known as a surveyor’s report. 
The wording in the form generally sub- 
mitted covering surveys is usually more 
or less standardized. The surveyor’s 
report, which should be made as promptly 
as possible after inspection has been 
completed, and should be accompanied 
by the “Owners Protest,” should give a 
complete description of the damage, 
necessary repairs and estimated cost of 
same. 

Competitive Bids 

In all cases the surveyor is expected 
to act in the interest of the underwriters 
to see that the boat is preserved from 
further damage and to assist the insured 
in obtaining competitive bids from re- 
pairing concerns on larger losses. It 
is a surveyor’s duty to see that protest 
is promptly and properly filled out and 
signed by the owner or master of the 
craft. 

The protest form is in reality prac- 
tically the same and is taken for the 
same reason that adjusters take a driver's 
statement in handling a under a 
motor truck cargo policy. While the 
typewritten portion of the protest uses 
language that differs greatly from thie 
drivers statement, the purpose of the 
form is the same. 

Although the policy provides that “it 
is expressly declared and agreed that 
no acts of the insurer or insured in 
recovering, saving or preserving the 
property shall be considered as a waiver 
or acceptance of abandonment,” the 
vessel should not be removed unless 
with the insured’s consent. The insured 
cannot abandon the craft to the insur- 
ing company no matter how serious the 
damage. 

Repairs should never be authorized by 
the surveyor as by such authorization he 
would undoubtedly be considered as 
having admitted liability on behalf of 
the underwriters. Such authorization for 
repairs is ordinarily made by the in- 
sured or his representative, although 
the authorization for a particular repair- 
ing agency to do the work can be ap- 
proved by the surveyor. 

It is a duty of the surveyor to review 
all receipted bills for repairs, giving !n1s 
approval or making notations on the bills 
as to what part of same he does approve. 
Hull losses under hull policies are paid 
on presentation of receipted bills and 
any exception to this general rule usually 
means the company’s draft will be made 
payable to both the insured and the 
party making repairs. The customary 
proof of loss is rarely accepted on yacht 
claims, payment being made by the 
company upon receipt of the surveyor's 
final report, accompanied by receipted 
and approved repair bills. 

(To Be Concluded) 
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Adjusters Told of 
About Face by NACCA 


ON ADEQUATE AUTO _ RATES 





Vestal Lemmon Calls Attornzys’ Asso- 
ciation Unvarnished Pressure Group; 


Quotes NACCA President 





The National Association of Claimants 
Compensation Attorneys (NACCA) was 
described as an “unvarnished pressure 
group” by Vestal Lemmon, general man- 
aver of the National Association of Inde- 
pendent Insurers. Mr. Lemmon spoke at 





VESTAL LEMMON 


National 


the 2lst annual meeting of 
Insurance 


Association of Independent 
Adjusters, 

“When NACCA was founded in 1946,” 
Mr. Lemmon said, “its original purpose 
to improve the skill and competency of 
plaintiff lawyers as a group was com- 
mendable. Today, however, it carries 
on an open and militant campaign to 
increase the frequency and size of dam- 
age and settlements.” 

He cited a number of instances in re- 
cent years when NACCA spokesmen 
asserted that if rate increases were 
necessary to sustain “adequate awards” 
they would be the first to urge such in- 
creases. He then noted that when the 
companies’ recent requests for sorely 
needed increases came under fire in some 
states, those same NACCA spokesmen 
did an abrupt about face and clamored 
for an investigation. 


Quotes NACCA Head in 1953 


Mr. Lemmon quoted from an address 
by Perry Nichols, current NACCA pres- 
ident, which was made at a University 
of Florida seminar in 1953: “I think 
the time has come when we should stop 
slugging each other, that we should start 
thinking for the mutual benefit for all 
of us.... The insurance industry should 
he defended on the question of the in- 
creases in rates . . . wherever there is 
actually a need for increases I think it 
is the duty and responsibility of the re- 
cipients of it to help the insurance com- 
panies have the increase...” 
_Last February 21, however, Mr. 
Nichols told a NACCA convention in 
New Orleans that a Federal agency will 
have to govern the insurance industry 
uniess companies put their own houses 
in order, Mr. Lemmon said. 

“Mr, Nichols also said ‘There is no 
regulatory body on a national level to 
govern such things as premium rates. 
| think that if not a regulatory body, 
we should at least have an investigation 
Into these outlandish rates,’” Mr. Lem- 
mon added. 

It has become quite apparent, Mr. 
Lemmon said, that NACCA holds an 

(Continued on Page 38) 





Seven Promotions in N. Y. 


Made by New Amsterdam 


At a recent meeting of the hoard of 
directors of New Amsterdam Casualty 
Co., the seven promotions were approved 
as follows: 

John B. Duke, a vice president and 
director of the company, was appointed 
general manager of the New York of- 
fice, and Alan G. Middleton was pro- 
moted from resident vice president to 
vice president in charge of operational 
departments and inter-departmental co- 
ordination. 

Leon Kirschenbaum was named resi- 
dent vice president and assistant gen- 
eral counsel, and Arthur J. Lessman 
was advanced to resident vice president 
and manager of the New York casualty 
underwriting and production depart- 
ments. 

Joseph O. Byrne was appointed as- 
sistant secretary and assistant manager 
of the agency and production denart- 
ments, John J. Coady to assistant sec- 
retary and assistant manager in charge 
of metropolitan casualty underwriting, 
and Albert C. Jeker to assistant secre- 
tary in charge of casualty underwriting 
outside the metropolitan area. 





WC RATE REVISION PROPOSED 
New York Compensation Insurance 
Rating Board is contemplating a general 
rate revision to become effective July 1, 
subject to approval of New York Insur- 
ance Department. Robert E. Marshall, 
general manager, annouces that a revi- 
sion program is being developed by ap- 
propriate committees of the Board. 





Pruitt Chairman of IASA’s 


Sessions on Electronics 


DUDLEY M. PRUITT 


Dudley M. Pruitt, deputy general man- 
ager of the General Accident, who is 
president of the Casualty Actuarial So- 
ciety, will preside over the keynote 
opening session of the electronics pro- 
gram at the annual conference of Insur- 
ance Accounting and Statistical Associa- 
tion June 2 in Hotel Sherman, Chicago. 
The discussion will center around “Man- 
agement’s View on Electronic Data 
Processing Machines.” Divided into 
three parts, the speakers at this session 
and their subjects are as follows: 

1. “What Management Wants and 
Expects” by Charles G. Groechell, comp- 
troller, Northwestern Mutual Life. 

(Continued on Page 38) 








MOBILE. 


sured's 


MOBILE service. 


641 West 50th Street 





EMPIRE AUTOMOTIVE SPECIALISTS, INC. 


Introduces Another Service 


to the Insurance Industry-- 


GLASSMOBILE 


Frequently the basic cost of replacing glass is exceeded by 
the extras involved in making the necessary arrangements. 


Exclude the actual bill for repairs, and examine your hidden cost 
for lost adjusters’ time; the phone calls and the office paper work. 
Now—throw the "extras'’ out the nearest window and call GLASS- 


We make the phone calls, we identify the car and ascertain the 
loss, we make the repair WHEREVER the car may be—at the as- 
home, garage, place of business—WE MEAN WHERE- 
EVER IT MAY BE—we issue the proof of loss—you just forget 
about everything except—THE VERY LOW COST. 


All prices can be found in the Auto Glass Dealers Association 
Catalogue. This is actual wholesale cost, representing a 25%, sav- 
ing to the companies. There is no additional charge for GLASS- 


GLASSMOBILE has available a complete stock of windshield, 
door, quarter and back glass, both clear and tinted. 


In order to provide the fastest and most complete service possible, we 
have three conveniently located plants to serve your needs. 


For information, or for immediate service, call or write to 


EMPIRE AUTOMOTIVE SPECIALISTS, INC. 


JUdson 2-3340 


BRANCHES: Flushing, New York - - - - Hempstead, Long Island 


New York, N. Y. 
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JOIN THE THRONG! 


Why not place your personnel 
placement situation with THE 
AGENCY which knows the insur- 
ance business, the Companies and 
the opportunities? No obligation 
to inquire! Current listing include: 


Corp. Investment Analyst $20,000 
Cas. Underwriting Exec. 16,000 
Actuary & Statistician 16,000 
Cas. Claims Executive 14,000 
Fire Underwriter-Inspector 11,000 
Special Agent-Baltimore 8,000 
Systems Analyst 7,500 
Liability Underw., Pittsburgh 6,500 


CITY COMPUTING PLACEMENT 
PAUL S. MILLER, MANAGER 

320 Penn Square Bidg., Phila. 7, Pa. 

LOcust 8-1163 LOcust 8-1164 
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Lamanda Promoted in 
N. Y. Insurance Dept. 


FIRST DEPUTY SUPERINTENDENT 








Joined Department in June, 1955, After 
Serving as Assistant to N. Y. 
Supreme Court Justices 
Superintendent of Insurance Julius S. 
Wikler announced on Wednesday that 
Arthur F. Lamanda has been appointed 
First Deputy Superintendent of Insur- 
ance. In assuming this post Mr. Lamanda 
is stepping up to the position previously 

occupied by Mr. Wikler. 
Mr. Lamanda, born in 1905 in Man- 








LAMANDA 


ARTHUR F. 


hattan’s lower west side, has been a 
life-long resident of New York City. 
A graduate of New York Law School, 
he was admitted to the Bar in 1932. He 
was actively engaged in the practice of 
law in New York City until January, 
1938, when he became secretary to a 
justice of the New York Supreme Court. 
He continued as secretary to several 
Supreme Court judges until April 19 
1954 at which time he was appointed 
general law assistant to the justices of 
that court. 

On June 15, Mr. Lamanda was ap- 
pointed a Deputy Superintendent of In- 
surance and was charged with the super- 
vision of the Department’s rating and 
property bureaus. Since his appointment 
as Deputy, he has conducted many 
important hearings, not the least of 
which were on the application of com- 
panies writing automobile liability in- 
surance for an increase in rates and the 
application of the Rochester Blue Cross 
for an increase in rates. 

(Continued on Page 38) 
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‘Syracuse Service Office Of Indemnity 
Co. Wins Diemand Trophy For 1957 


The Syracuse, N. Y., service office of 
Indemnity Insurance Co. of North 
America has won the company’s Die- 
mand Trophy for its outstanding per- 
formance record during 1957. 

A silver plaque mounted on_ ebony, 
this trophy was established by John A. 
Diemand, president of Insurance Co. of 
North America Companies, in 1936 as 
a means of giving annual recognition 





Indemnity service office. He was man- 
ager of the Baltimore office when it won 
the trophy in 1947, 

Boston and Washington Runners Up 

Runners up for this year’s award were 
the Boston service office, John Dwinell, 
manager; and the Washington, D. C. 
service office, Moylan E. Smith, man- 


ager. 
The New York office, under the lead- 
ership of Resident Vice President 


Left to right—Reginald S. Robins, Herbert P. Stellwagen, James J. Moore and 
James M. Crawford. 


to the Indemnity service office showing 
the best all around excellence of oper- 
ations, especially in the servicing of 
agents and brokers. 

Herbert P. Stellwagen, executive vice 
president of Indemnity, presented this 
year’s award to James J. Moore, man- 
ager of the Syracuse service office, at a 
reception in that city on April 17. This 
was the first time that this office has 
won the award. 

It was the second time that Mr. Moore 
had received the award on behalf of an 


Franklin Vanderbilt and Managers Ed- 
ward Q. Field and Donald M. Doughty, 
was also acclaimed for its singularly out- 
standing performance during the year. 

Agents and brokers in Syracuse area 
were guests at the reception. Indemnity 
officers attending from the head office in 
addition to Mr. Stellwagen were James 
M. Crawford and Reginald S. Robins, 
vice presidents, and Richard E. Miller, 
assistant secretary. Richard G. Osgood, 
vice president of Insurance Co. of North 
America, also attended. 





HERBERT BROWNELL ON BOARD 





Former U. S. Attorney General Rejoins 
Board of Kemper Co. After Five- 
Year Absence in Washington 
Former Attorney General Herbert 
Brownell, Jr., has been elected a director 
of American Manufacturers Mutual, a 
division of the Kemper Group. His elec- 
tion, to fill the vacancy created by the 
death of Willis H. Booth, New York, 
was announced by James S. Kemper, 

chairman of companies. 

Mr. Brownell had served as a director 
of the company from 1948 until 1953 
when President Eisenhower named him 
Attorney General. He resigned his cabi- 
net post late in 1957 and returned to 
the New York law firm of Lord, Day & 
Lord as counsel. 

Mr. Brownell received a Bachelor of 
Arts degree from the University of 
Nebraska in 1924 and completed work 
for his law degree from Yale University 
in 1927. 

He was a member of the New York 
law firm of Root, Clark, Buckner & 
Ballantine from 1927 until 1929, when 
he joined Lord, Day & Lord. 

Mr. Browneli 1s a member of Phi 
Beta Kappa, Delta Upsilon, Phi Delta 
Phi and Sigma Delta Chi fraternities, 
the Order of the Coif and the Order 
of Mayflower Descendants. 





Training Course Set 

The Mutual Insurance Institute of the 
Kemper Group will hold its 43rd agents’ 
resident training course, beginning July 
7 at the Chicago home office. The four- 
week course will include demonstration 
and survey work as well as classroom 
instruction by Kemper Group executives. 


AMERICAN MUTUAL REPORT 





Premiums Written Increased 4.6% to 
$73,798,200; Pres. Charles E. Hodges 


Comments 
American Mutual Liability’s annual 
report reveals that record levels for 


premium income and assets were set. A 
surplus of approximately the same level 
as 1956, was achieved on the company’s 
1957 operations. Net premium writings 
for 1957 were $73,798,200, an increase of 
46% over 1956. Assets were $156,710,- 
749 and surplus for policyholders, $29,- 


963,978. 
President Charles E. Hodges ex- 
pressed concern over the increasingly 


unfavorable claim experience on auto 
insurance. He attributed this to the 
large number of new owners seeking 
insurance after insufficient driving ex- 
perience; the increased use of automo- 
biles, and the growing size of average 
claim settlements reflecting the rise in 
the general price level of goods and 
services. 

Careful underwriting selection, he add- 
ed, is to some extent neutralized by 
“assigned risk plans” that, under the 
authority of the laws of.most of the 
states, parcel out among the companies 
in proportion to their regular business, 
the insurance of drivers considered ex- 
tra- hazardous by underwriters but 
nevertheless able to secure drivers’ li- 
censes. Even with the increase in gen- 
eral rate levels during the past year, 
the general outlook for automobile in- 
surance continues to be unfavorable for 
1958. The one bright spot in the record 
of highway accidents is that the number 
of deaths per 100 million passenger miles 
continued to follow a declining trend, 
he said. 


Government Benefits 

By Performance Bond 
NEW YORK ASSOCIATION TOLD 
Harry H. Roffman of U. S. Army Engi- 


neers Cites Case of Default on 


Air Force Mess Hall 








The cooperation of the surety com- 
pany in assuring completion of Govern- 
ment projects is an important benefit 
obtained by the Government by reason 
of the performance bond, Harry H. Roff- 
man, chief of the legal branch, U. S. 
Army Engineer District, New York, told 
a recent meeting of the New York Bond 
Underwriters Association. 

This bond provides another 
by which it may have the work com- 
pleted in lieu of terminating the con- 
tractor’s rights to proceed and having 
the work completed by someone else, 
said Mr. Roffman. 

In discussing mutual problems of bond 
underwriters and the New York District 
of the Corps of Engineers, Mr. Roffman 
outlined the benefits of the payment and 
performance bonds in accelerating Gov- 
ernment projects and affording greater 
assurance that the work will be com- 
pleted within the contract time. 


method 


Three-Party Agreement 


Instances were cited by Mr. Roffman 
of cooperation by bonding companies 
with the Government. One such instance 
involved a contract for constructing the 
mess hall at one of the Air Force bases 
in New York State, where the contractor 
was declared in default. Another con- 
tract was then awarded by the Corps 
of Engineers in order to complete the 
defaulted work. Additional funds were 
needed during the course of completing 
the work and a delay in construction was 
avoided by a three-party agreement be- 


tween the bonding company for the 
defaulted contractor, the completing 
contractor, and the Government. The 


bonding company gave a check for the 
needed sum directly to the completing 
contractor and the Government’s obliga- 
tion to this contractor was reduced by 
that amount. The Government then 
credited the bonding company for this 
amount against its ultimate excess cost 
liability, thereby avoiding delay and 
keeping the project moving ahead. 
Performance and payment bonds, said 
Mr. Roffman, are required in all fixed 
price construction contracts exceeding 
$2,000 in amount. The penal sum of the 
payment bond is 50% of the contract 
price, and that of the performance bond 
is in such amount as the contracting 
officer may determine to be adequate 
for the protection of the United States, 
but in no event should such penal sum 
be less than 50% of the contract price. 





Compulsory Car Insurance 


Debated in Rhode Island 


Arguments for and against compulsory 
automobile liability insurance were 
heard at a recent hearing conducted by 
the finance committee of Rhode Island 
House of Representatives. 

Subject of the hearing was two pro- 
posals introduced in the Legislature by 
Rep. George C. Berk and Senator Ed- 
ward P. Gallogly, Providence Democrats. 
One bill would make liability compulsory 
after April 1, 1959. The other would 
set up an indemnity fund to protect the 
victims of uninsured or hit-run drivers. 

Advocates contended such legislation 
would protect the public from financial 
hazards of accidents and would give the 
state a model automobile liability in- 
surance system. 

Opponents, mostly connected with the 
insurance business, argued that the leg- 
islation would result in higher insurance 
rates with no great benefit to the pub- 
lic. Under a compulsory system, they 
pads rates could become a political foot- 

all. 


The Travelers Advances 
Hamilton and Stahl 


TO ASSISTANT SECRETARIES 





Pres. J. Doyle DeWitt Announces; 
David W. Cornwell and James J. 
Gothers Also Promoted 





The appointment of two assistant 
secretaries has been announced by J. 
Doyle DeWitt, president, The Travelers, 
following a meeting of the board of 
directors. Erskine E. Hamilton was 
named assistant secretary, home office 
services department and Raymond W. 
Stahl was named assistant secretary, 
casualty claim department. 

It was also announced that David W. 
Cornwell had been named _ superinten- 
dent, supply division, and James J]. 
Gothers appointed assistant superinten- 
dent in that division. 

Mr. Hamilton joined The Travelers 
in 1932 at the Hartford branch office. He 
was transferred to Washington, D. C., 
where he was appointed an assistant 
office manager in 1937. He went to the 
home office supply division in 1947 and 
in 1948 was named assistant superin- 
tendent. 

Mr. Stahl became associated with The 
Travelers in 1948 as an adjuster in the 
claim department at Pittsburgh. In 1951, 
he was promoted to line adjuster there 
and to supervising adjuster in 1953. In 
1955, he was appointed an examiner in 
the casualty claim department. 

Mr. Cornwell has been with The 
Travelers since 1930 as a supervisor in 
the supply division. In 1947, he was 
promoted to assistant superintendent. 

Mr. Gothers started his insurance 
career with The Travelers in 1928. He 
had also served as administrative assist- 
ant in the supply department. 





DELEGATES FROM 14 STATES 





Hear Calvin Fentress List Priority Ac- 
tions for Traffic Safety at Chicago 

Meet; A. E. Spottke Also Spoke 

Calvin Fentress Jr., chairman of All- 
state, recently recommended six priority 
actions for traffic safety at the Midwest 
citizen’s leadership conference of the 
President’s Committee for Traffic Safety 
in Chicago. 

Delegates from 14 states heard Mr. 
Fentress summarize the principal con- 
ference conclusions which called for 
strengthened uniform traffic laws and 
improved enforcement, broader driver 
education programs, tighter driver 
licensing laws, periodic motor vehicle 
inspection, upgrading of traffic court 
procedures and the use of the uniform 
“no-fix” traffic tickets. 

To accomplish this, officials must have 
organized citizen support and_ there 
must be a desire and willingness on the 
part of the public to face facts and 
do more than has been done in the past. 

Chairman of the Business Advisory 
Panel of the President’s Committee, Mr. 
Fentress served as chairman of the two- 
day meeting. The conference was divided 
into individual state meetings to consider 
the priority traffic safety needs by the 
state and at community levels. 

A. E. Spottke, Allstate’s vice president 
for public and industry relations, told 
the business session that the adminis- 
trative ability and financial resources of 
business are needed to establish effective 
citizen groups to back up official traffic 
safety programs, 


Auto Rate Hike Refused 


Arkansas Insurance Commissioner 
Harvey G. Combs, has denied appli- 
cation by National Bureau of Casualty 
Underwriters for a 264% rate increase 
for auto liability insurance. The Na- 
tional Bureau, reportedly will appeal the 
decision to Pulaski Circuit Court. 

It was the second time this year that 
Mr. Combs rejected the request and 
gave the same reason both times. Noting 
that the insurance companies got a 
14.7% rate increase last year, he said 
not enough time had elapsed to judge 
if another increase were needed. 
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Drastic Cure For 
High Liability Awards 


VIEWED IN TALK TO ADJUSTERS 





Ray Murphy Tells of Suggestion to 
Limit Payment on Pain and 
Suffering Awards 





Ray Murphy, general counsel, Asso- 
ciation of Casualty and Surety Cos., 
speaking at the annual meeting in 
Boston, April 28, of National Associa- 
tion of Independent Insurance Adjusters 
outlined suggestions which, he = said, 
could substantially alter the present 
system of providing auto liability in- 
surance. 

Cures, which might well result unless 
present trends toward higher and higher 
jury verdicts and an ever expanding 
concept of liability are reversed, could 
include curtailing or eliminating most 
pain and suffering payments and the 
establishment of an automobile compen- 
sation system. 

“People used to buy liability insurance 
to protect themselves from the _ possi- 
bility of a pauperizing judgment,” Mr. 
Murphy said. “But there is a ‘social 
consciousness’ concept which pervades 
the thinking of our day—a concept con- 
cerned almost solely with the injured 
person—and hardly at all with the over- 
all economic consequences.” 


Double Standard Morality 


The speaker referred to the preva- 
lence nowadays of a “double standard 
morality.” People scrupulously honest 
in their dealings with individuals, may 
have a far different attitude in their 
dealings with corporations—especially 
insurance companies. “The latter are 
fair game in a season that is always 
open,” Mr. Murphy remarked. 

He has, he said, yet to see the million- 
dollar verdict but many recent awards 
have leaped towards that mark. The 
trend must be reversed or drastic meas- 
ures must be considered. 

“Where are these higher and higher 
verdicts and the ever expanding concept 
of liability leading us? Lacking some 
reversal of present trends, the possibility 
of drastic cures which could alter the 
present system in substantial degree 
must be considered. 

“One suggestion has been for a limi- 
tation on awards for pain and suffering 
—that element which is now the most 
uncertain and at which the jury gropes 
in the dark and makes a blind guess. 
As a point of departure, it has been 
suggested that such payments be limited 
to 50% of the medical, nursing and 
hospital expenses. 

“Let’s go one step beyond that and 
consider the complete elimination of pay- 
ments or damages for pain and suffering, 
except where the defendant was intoxi- 
cated or willfully or wantonly caused 
the injury. In all other bodily injury 
negligence cases damages would be con- 
fined to medical, loss of earnings and 
additional expenses resulting from the 
injury. 

“Pain and suffering in their financial 
aspects are highly speculative. Often, 
perhaps, in negligence actions they are 
geared to naught but a soaring and 
Practiced imagination, That might be 
fine if the people could afford to pay 
for them in the astronomical figures of 
today, but one day we may find that 
the buyers of insurance have decided 
that they cannot meet ‘the payments.’ 
To confine pain and suffering payments 
to the relatively few cases where the 
defendant is obviously guilty of moral 
turpitude would go a long way to re- 
ducing insurance costs. And it might 
bring insurance costs down to a price 
the supervisory authorities will readily 
approve and the public can readily pay. 


Compensation System Possible 


“In a discussion of drastic cures, the 
Possibility of an automobile compensa- 
tion system cannot be overlooked. For 
Many years the bar associations and 
Msurers have solidly opposed such a 
Proposal. If an automobile compensation 
system is part of the future, it will have 


come because the public can no longer 


bear the costs, ever rising, of the current 
system and the present trend. 
“Inconceivable as it may now seem, 
do not overlook the future possibility 
that insurers may look to such a sys- 
tem as something in the nature of a last 
refuge. Insurance executives have per- 
force and sadly become conditioned to 
the fact that in. many parts of the 
country practically any injury is com- 
pensable. Only the amount of damages 
is in question. The cost of litigation of 
itself with frequent pre-trial sessions 
often requiring the presence of lawyers 
and company personnel and even wit- 


nesses in some cases may be approaching 
the breaking point. Under these somber 
and sobering circumstances a full dress 
compensation system with a_ schedule 
of benefits could look like salvation.” 

Concluding, Mr. Murphy said: “If any 
drastic cure such as a compensation 
system takes place it will not be at the 
behest of any particular group. It will be 
the product of an aroused public which at 
long last will have awakened to the 
fact that present day costs, which can 
only be described as ‘stupendous’ and 
‘colossal,’ are paid for out of their own 
pocketbooks.” 


CONTINENTAL CASUALTY POST 

F. M. Roesing, vice president of Con- 
tinental Casualty Co., announced the ap- 
pointment of Woodfin E. Faucett as 
liability underwriting manager of the 
company’s Kansas City branch office. 
In his new position, Mr. Faucett will 
assume full responsibility for the branch 
underwriting operations. 





MICHIGAN APPOINTMENT 
The Employers’ Group of Boston has 
appointed Williard E. McDermott as 
state agent for Michigan. 








RAINY-DAY 
PROTECTION 


* 


All insurance, in effect, gives 


your clients protection against 
a future “rainy day”. ..and for 
the most comprehensive home 
protection, there is no substitute 
for a dwelling “package pol- 
icy.” These modern contracts 
give broad coverage for home- 
owners and tenants...and at 
a Substantial saving. 


Our sales aid material on dwelling “package policies 

ate is available to and has been used successfully by representatives 

——— of Crum & Forster Companies. Show your client the way to complete home insurance 
in one policy! The results will be pleasing to both of you. 
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Supt. Wikler Explains Workings of 
New Auto Liab. Indemnification Corp. 


York Superintendent Julius S. 
spe iking at the recent annual 
meeting of Westchester County (N.Y.) 
Association of Insurance Agents, de- 
scribed the operation of the approved 
Motor Vehicle Indemnification Corp. 
under the Steingut bill which has 
become law. 

Superintendent Wikler urged the in- 
dustry’s cooperation in publicizing this 
law. He said “we intend to use press, 
radio and television to get the message 
across to the public.” The Steingut law 
was designed to close the gaps in 
coverage left by the New York compul- 
sory auto insurance law. 

Mr. Wikler outlined three points by 
which the law will achieve its purpose 
as follows: 

1. The compulsory inclusion of the 

so-called uninsured motorist endorsement 
in ail automobile liability policies issued 
in this state. 
2. The creation of the Motor Vehicle 
Indemnification Corp. which will assume 
the obligation of paying otherwise un- 
collectible claims arising from legally 
enforceable causes of action for aecace 
injury and deaths of persons involved 
in accidents with uninsured vehicles in 
this state. 

3. The impoundment of uninsured 
motor vehicles involved in accidents oc- 
curring in this state. 

Assumes Role of Insurer 

The Superintendent further explained 
that through the requirement that all 
auto liability policies include an unin- 
sured endorsement, and by the creation 
of the Indemnification Corp. to assume 
the role of insurer, the conflict of interest 
is removed. In the event of an accident 
with an uninsured car the assured’s right 
to indemnification will be enforceable 
against the corporation and not against 
his own insurer. 

“Under the law,” Mr. Wikler said, 
“the assured’s right to proceed against 
the corporation will be limited to the 
conditions of the endorsement and he 
cannot assert any claim against the 
corporation which is independent of the 
endorsement.” 

Continuing Mr. 


New 
Wizkler, 


Wikler pointed out 


that the most recent version of the UM 
endorsement—the Family Protection 
Plan—affords protection to the named 
insured, his spouse, and their relatives 
residing in the same household, and any 
other person occupying the insured 
automobile at the time of the accident. 
Composition of the Corporation 


The corporation will be non-profit 
with all insurers writing auto liability 
in the state as members. It will have a 
six-man board of directors, three each 
representing stock and mutual com- 
panies. They will be divided as follows: 
two stock companies representing the 


National Bureau and two companies 
representing the Mutual Insurance 
Rating Bureau; one member represent- 


ing an independent stock and one repre- 
senting an independent mutual company. 
Financial Arrangements 

Funds to operate the corporation and 
to pay obligations assumed by it will 
be derived from assessments levied on 
all its members. Superintendent Wikler 
explained: “Each member will be liable 
for that portion of the assessment which 
its net direct premiums on automobile 
liability insurance bears to the total of 
such premiums written. 

“Self-insurers will be required to pay 
an annual fee of $1.50 for each motor 
vehicle they register and the aggregat- 
of these fees will be applied to reduce 
the assessments against the members of 
the corporation. 

“Since all claims and expenses related 
thereto, including those arising out of 
the uninsured motorist endorsement, will 
be paid by the corporation, the separate 
premium charge now made for the en- 
dorsement will no longer be necessary. 
The assessments levied against members 
of the corporation will be recognized as 
an appropri ate factor in considering rate 
ch:z anges for automobile liability insur- 
ance for bodily injury. As a consequence, 
automobile liability policyholders and 
self-insurers will indirectly bear the cost 
of providing protection against the finan- 
cially irresponsible motorist. This cost 
is the price that must be paid for the 
privilege of using the roads,” he said. 





Indemnification Corp. “Gaps” 
Pointed out by Brokers 


Edward Cirlin, president, Kings 
County (N. Y.) Insurance Brokers Asso- 
ciation, has issued a statement about 
coverage under the new motor vehicle 
indemnification corporation system. The 
corporation, Mr. Cirlin said, while it 
covers uninsured out-of-state motorists, 
hit and run drivers, and out of state 
uninsured, does not cover injuries caused 
by New York State uninsured drivers. 

“Despite the requirement that all mo- 
torists be insured here, many policies 
lapse due to failure to renew on time, or 
failure to pay the premium installment. 

“These drivers often drive as un- 
witting violators of the law. But if they 
are in an accident and injure person or 
property, the injured party has no pro- 
tection if the driver is not financially 
responsible,” said the speaker. 

Mr. Cirlin also called for protection 
through the non-profit motor vehicle ac- 
cident indemnification corporation re- 
cently established. This corporation now 
insures against the hit and run driver, 
stolen vehicles, and the out-of-state un- 
insured. The New York State insured 
should be included, he said. Also, insur- 
ance against the uninsured motorist 
should be a standard part of every in- 
surance policy. 

The association adopted the proposal 
in a resolution. 


TO COVER STATE LIABILITY 

Governor Chandler recently signed 
into Kentucky law a bill to permit state 
agencies to buy liability insurance to 
cover operators of state-owned motor 
vehicles and aircraft. 





Allstate Names Brazier 
Chicago Regional Manager 


Robert C. Brazier has been named 
manager of the Chicago regional office 
of Allstate, succeeding Stafford J. 
Robinson, who was recently elected vice 
president of the company’s west central 
zone territory. The Chicago regional 
office, which Mr. Brazier now heads, is 
the second largest of the company. 

Mr. Brazier joined Allstate in 1949 as 
personnel manager of the Chicago office. 
He became midwest zone personnel man- 
ager in 1951, manager of the Jackson, 
Miss., regional office in 1954, and man- 
ager of the Dallas regional office in 
1955, a position he held until his recent 
promotion. 


Pruitt Chairman 


(Continued from Page 35) 

. “Internal Audits and Controls” by 
Basil Ragione of Arthur Anderson & 
Co., management consultants of Chicago. 

3. “Potentials in Automation and Mis- 
takes to Guard Against” by John Diebold 
of John Diebold & Associates, Inc., man- 
agement consultants of New York. 

The keynote session will be followed 
by two days of technical discussions, 
programming, etc. of electronic data 
processing machines. 

The IASA’s electronics program for 
the 1958 conference was arranged by 
James B. Clancy, chairman of this sec- 
tion, who is a past president of the 
association. He has a background of 
over 40 years in the casualty business 
and is secretary of companies in the 
Royal-Globe Insurance Group. 





J. S. KEMPER VIEWS RECESSION 


As Chance to Level Off After Economic 
Boom; Also Criticizes IIl-advised 
Foreign Aid in L. A. Talks 

James S. Kemper, chairman, Kemper 
Group, was the guest at a dinner in Los 
Angeles last week given by 70 business- 
men of Southern California. Mr. Kemper 
took the occasion to discuss the current 
economic recession. 

He stated that Congress should combat 
inflation by cutting Government spend- 
ing. “Our lawmakers today are spending 
too much time trying to find new 
panaceas to rectify their mistakes long 
since set in motion,’ 

Mr. Kemper recommended attention to 


“things which can do more for our 
county.” He cited the foreign aid pro- 
gram, the Hoover Committee’s program 


for governmental reorganization and 
foreign trade as areas for congressional 
consideration. 

Mr. Kemper contrasted the philosophy 
of the welfare state to that of private 
enterprise. On the one hand there is 
the theory of “to each according to his 
need and from each according to his 
means,” which he said, “soon reduces 
all to a low common denominator.” 

Mr. Kemper , on the other hand, stated 
that the “private enterprise system is 
the bulwark of all personal liberty and 
dignity that there is in the civilized 
world, and its performance has been the 
most productive and prozressive.” 

Mr. Kemper commented on impractical 
foreign aid. He opposed certain spend- 
ings in countries that favor nationaliza- 
tion of its industry. He referred some 
comical instances of boondoggling such 
as “dress suits for Grecian undertakers, 
public baths for camel drivers, and we 
have given aieakts to countries without 
planes and airplanes to countries with 
out pilots,” he said. 

Mr. Kemper was in Los Angeles last 
week for the Group’s opening of a new 
Southern California headquarters and 
also to mark the 35th anniversary of 
Lumbermens Mutual Casualty’s entry 
into the state. 

At the annual meeting of directors of 
Lumbermens Mutual, Mr. Kemper said 
that the business let-down may have 
been a “blessing in disguise” for Ameri- 
can economy. The so-called recession, he 
said, “gave us a breathing spell following 
a long boom, the end of which could 
have been disastrous if there had not 
been the opportunity for a leveling off.” 


Lemmon on NACCA 


(Continued from Page 35) 





olive branch in one hand and a club in 
the other. 


Propaganda Campaign 


He pictured NACCA as waging an 
effective propaganda campaign for the 
sympathies of several groups — juries, 
state legislators, the judiciary, and the 
general public. 

“Their siren song has ended with the 
companies as usual standing alone to 
face the piper,” he said. “NACCA has 
taken the bows and the curtain calls as 
public benefactors in dispensing insur- 
ance funds to the hurt and afflicted, and 
the insurance companies are left with 
the thankless job of passing through the 
audience with the collection plate. That 
is bad enough. But then to have them 
run up and down the aisles shouting that 
we are gougers and pick-pockets — that 
is the crowning blow.” 

Mr. Lemmon also said that the pend- 
ing Senate subcommittee investigation 
of state regulation of insurance called 
for a united front in the industry. 

He emphasized that most State Com- 
missioners were doing a good job of ad- 
ministering their laws but he expressed 
the fear that the destinies of the many 
might be dictated by the acts of the 
few. “The need is urgent for all in the 
industry and the regulatory fraternity 
to reaffirm in words and deeds the live- 
and-let-live philosophy on which all were 
united in endorsing the All-Industry 
rating bills,” ‘he said. 


N. Y. Supreme Court 
Hears Ins. Dept.’s Case 


AGAINST BUREAUS’ RATE FILING 


Claim Jurisdiction Given to Insuran:; 
Superintendent, Not Rate 
Making Monopolies 
Assistant Attorney. General Samuel A, 
Hirshowitz argued for the New York 
Insurance Department before the Appel- 
late Division of the State Suprem: 
Court on the matter of former Superin- 
tendent Leffert Holz’ refusal to grant 
rating bureau applications for auto lia- 

bility rate increases. 

At the court proceedings in Albany. 
an earlier report of which was published 
in the April 25 issue of The Eastern 
Underwriter, the National Bureau of 
Casualty Underwriters was represented 
by James B. Donovan, its general coun- 
sel. The Mutual Insurance Rating Bureau 
case was presented by Henry J. Friendly 
of counsel. 

One of the bureau arguments was thiat 
under rate regulatory statute authorits 
to make insurance rates has been granted 
by the legislature to licensed rating 
organizations, such as the National 

3ureau and MIRB. Further. they main- 
tained, the authority of the Superintend- 
ent of Insurance is limited to reviewing 
rate filings to determine only if they 
“meet the requirements of” the statut: 

Argument of Samuel A. Hirshowitz 

Mr. Hirshowitz argued that the Super 
intendent’s action was “wholly within 
the scope of his statutory powers and 
Was upon a rational basis supported by 
substantial proof.” He made these further 
points: 

1. The Superintendent has the power 
and duty to exercise judgment in re- 
viewing a rate filing submitted for ap- 
proval. 

2. The process of rate making relies 
on judgement and because of its inherent 
complexity, for the protection of the 
public, the legislature confided jurisdic- 
tion in the Superintendent, not in a.rate 
making monopoly. 

3. The Superintendent properly deter- 
mined to apply five-year loss experience 

4. He properly determined that there 
was overloading of expenses. 

5. The Superintendent was not bound 
to follow any former action by his 
predecessors or by himself. 

Mr. Hirshowitz held that the Superin- 
tendent’s reference to compulsory auto- 
mobile insurance was justified; that the 
bureaus have no standing to raise the 
claim of “confiscation,” and that the ef- 
fort to obtain establishment of retroac- 
tive rates is contrary to law. 





Companies Get Nat’! Safety 
Public Interest Awards 


Four insurance companies ‘have re- 
ceived the National Safety Council’s 1957 
Public Interest Award. 


The advertising campaigns of the com- 
panies — Auto-Owners Insurance Co, 
Hardware Mutuals, MFA Mutual Insur- 
ance Co., and Metropolitan Life—were 
cited as an exceptional service to safety. 

The companies promoted child, home 
and traffic safety on radio and TV, in 
newspapers and magazines, and at state 
fairs and safety meetings. 





SYRACUSE APPOINTMENT 
American Surety Co. announces the 
apyointment of Warren G. Peak as pay- 
ro'l auditor at its Syracuse branch office. 


Lamanda Promoted 


(Continued from Page 35) 


Mr. Lamanda is a member of the 
Inter-Faith Movement, Catholic Lawyers 
Association, Grand Street Boys Associa- 
tion, former president of William Church 
Osborn Club, which is affiliated with the 
Children’s Aid Society, and a member 
of the Bar Association of the City of 
New York. 

As_ First Deputy Superintendent, he 
will be in charge of the New York City 
Office of the Department. 
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New Company Formed 
By Employers’ Group 


EDWARD A. LARNER ANNOUNCES 





Employers’ Surplus Lines Insurance Co. 
to Write General Liability and P.D., 
Auto, Fire and Allied Lines 





Edward A. Larner, executive head of 
the Employers’ Group, Boston, has an- 
nounced the formation of the Employers’ 
Surplus Lines Insurance Company, a 
wholly owned affiliate of the Group. 

The new company has been organized 
for the purpose of providing a domestic 
market for insurance companies and 
surplus line brokers for reinsurance of 
primary insurers or self-insurers, for 
excess limits over the retention of pri- 
mary insurers or self-insurers, and for 
lines that do not fit the normal pattern 
of promulgated rates or coverage and, 
therefore, require individual rating. 

The company was organized and 
licensed in Delaware on January 2, and 
will write general liability and property 
damage, automobile liability and prop- 
erty damage, automobile physical dam- 
age, fire and allied lines, as well as 
miscellaneous coverages. It will function 
entirely separate and apart from other 
companies of the Group because of the 
nature of its submissions. 

Ay : Be : 

We are willing to entertain and ex- 
plore new concepts in insurance con- 
tracts and coverages,” said Mr. Larner, 
“and we believe we have the necessary 
flexibility to consider progressive think- 
ing in our industry.” 

Tr. A. Zuendt, vice president, will head 
the underwriting staff. Underwriting will 
he done from the company’s administra- 
tive office at 110 Milk Street. 





Zurich-American Transfers 


P, V. McMurry, T. A. Flowers 


The Zurich-American announces the 
transfer of Preston V. McMurry from 
Pittsburgh to Los Angeles as branch 
manager. He replaces H. J. Greenwald, 
who has resigned. Truman A. Flowers, 
Seattle branch manager, has moved to 
Pittsburgh to replace Mr. McMurry. 

Mr. McMurry has 32 years exper- 

ience in insurance production. He began 
with The Travelers as special agent in 
1926 and joined the Royal Eagle in 
1931, In 1936 he joined the Zurich- 
American as field assistant in the Chi- 
cago head office. He was appointed 
Pittsburgh branch manager in 1938. 
_ Mr, Flowers joined the Zurich-Amer- 
ican as a senior underwriter in San 
Francisco in 1948. He was transferred 
to the Seattle district office as field rep- 
resentative in 1950 and became manager 
when a branch office was established 
there in 1956. 





Businessmen Hear the True 


Cost of Traffic Accidents 


James F. Crafts, president, Fireman’s 
Fund Group, told business leaders at 
last month’s Western Regional Meeting 
of the President’s Committee on Traffic 
Safety that businessmen should come to 
the forefront in the campaign to reduce 
traffic accidents. 

He said that experts agree the direct 
costs are only about a quarter of the 
actual cost of highway accidents. The 
direct cost, he said, has been estimated 
at over $7,255,600,000, and three times 
this amount is reflected annually on the 
expense side of the business ledger. 

“Most accidents occur when employes 
are off duty. It has been shown that 
the cost to business is much greater 
from traffic accidents in which employes 
are involved while on their own time. 
These costs include such items as loss 
of time, reduced efficiency because of 
physical or mental impairment and the 
permanent loss of well-qualified per- 
sonnel,” Mr. Crafts emphasized. 


National Council to Move 
To 200 E. 42nd St., N. Y. 


The National Council on Compensation 
Insurance has leased two floors compris- 
ing 35,000 square feet in the new 30-story 
office building under construction at 
200 East 42nd Street, New York. The 
Council is an organization of 317 in- 
surance companies, and operates in 38 
states. 

The long-term lease was negotiated 
by B. L. Stilphen of Ivor B. Clark, 
Inc., mortgage bankers of New York. 
Collins Tuttle & Co. is renting agent. 

The 200 E. 42nd Street building will 


NAII’s New Office 


The National Association of Independ- 
ent Insurers will move its offices to 30 
W. Monroe Street, Chicago 3, the week- 
end of May 2. The new office will be 
open for business on May 5. The former 
office at 111 W. Washington Street was 
occupied by NAII since its founding in 
1945. 


be completed in June. It was designed 
by Emery Roth & Sons, architect. 
General construction work is being done 
by Diesel Construction Co. Design and 
layout of National Council’s new offices 
is by Duffy’s Inc. 





Get Auto Rate Increases 

Auto liability rates in Nebraska, North 
and South Dakota were revised May 1 
by the Mutual Insurance Rating Bureau. 
As a result of this revision, automobile 
liability rates for many private passen- 
ger car owners are increased in these 
states. The average increase in rates is 
+13.8% in Nebraska, +17.7% in North 
Dakota and +4.2% in South Dakota. 


ON KEMPER JUNIOR BOARD 

Willard M. Humpal has been elected 
to the Kemper Junior Board. He joined 
the Kemper Group in 1949 following 
graduation from Drake University. 








The lonely outrider played a vital 
role in the winning of the West. To the 
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¢ Fidelity Insurance Co 


United States Fidelity & Guaranty Co., Baltimore 3, Md 


Fidelity & Guaranty Insurance Underwriters, Inc 





Casualty-Fire-Marine 
Insurance ¢ Fidelity- 
Surety Bonds 


of Canada, Toronto 


Baltimore 3, Md 





U.S.F.&8G6. AGENTS 
This is one of a series of advertise- 
ments appearing in THE SATURDAY 
EVENING POST, TIME and NEWS- 
WEEK ... designed to increase your 
prestige with the insuring public. 
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Labor Union Aims at 
Federalization of WC 


INADEQUATE RADIATION COVER 


By Insurance Companies Charged; Labor 
Secretary Mitchell, AFL-CIO, 
Objectives Spelled Out 


Charging that state workmen’s com- 
pensation laws are inadequate and that 
the states have failed to make needed 
AFL-CIO leaders attend- 
ing a national workmen’s compensation 
conference called for Federal legislation 
forth uniform § standards. 


improvements, 


setting 
however, state labor 
organizations will campaign vigorously 
in state legislatures next year in a “major 
effort to improve workmen’s compensa- 
tion in every state in the union,” William 

Schnitzler, AFL-CIO secretary-treas- 
urer told the conference. 

Labor’s immediate goal in the Con- 
according to legislative director 
Andrew J. Biemiller, is the enactment 
of federal legislation to provide uniform 
workmen’s compensation protection for 
all workers subject to radiation exposure. 
Mr. Biemiller said the AFL-CIO would 
present its proposals to a joint atomic 
energy subcommittee scheduled to hold 
hearings later this session. 

Speaking for the Administration, 
Secretary of Labor James P. Mitchell 
reasserted the Government’s opposition 
to Federal regulation of workmen’s 
compensation, but warned that federali- 
zation may result unless the states take 
prompt action to extend recent progress 
in the improvement of their workmen’s 
compensation laws. 

“We have always been opposed to 
federalization of this program—and we 
remain opposed to it,” Secretary Mitchell 
declared. “But the states should realize 
that the people care little about the 
niceties of the Federal-state relationship 
when they are flat on their backs in the 
hospital and need help. There is an 
unwritten law that seems to govern our 
Federal-state system which in effect says 
that to the extent the states neglect 
their responsibilities in any area, the 
responsibility of the Federal government 
in that area increases proportionately. 
The pressures exerted by the people 
upon the states are brought to bear upon 
the federal government unless the states 
show an adequate and sympathetic re- 
sponse.” 


Secretary Mitchell States WC Objectives 


The objectives of workmen’s compensa- 
tion which should be reached by all 
states, the Secretary stated, include: full 
coverage, regardless of the type and 
number of employes; full medical bene- 
fits, and the use of advisory medical 
panels to supervise medical care pro- 
grams; maximum weekly cash benefits 
of not less than two thirds of the average 
gross weekly wages of all covered em- 
ployes in the state; a waiting period of 
not more than three days with retro- 
active payment to date of injury if 
disability continues for 14 days, and 
benefits for permanent total disability 
payable for life. 

Other standards which should be given 
serious consideration, he added, are 
broader coverage by second-injury funds; 
benefits for death payable to widows 
until death or remarriage, and full 
coverage of occupational diseases, especi- 
ally protection from radiation hazards. 

3ut Mr. Schnitzler charged that the 
state legislatures, under the influence of 
employer and insurance industry lobbies, 
“have treated workmen’s compensation 


In the meantime, 


gress, 





HELPING SOCIALIZED MEDICINE 


Dr. Reeder of Continental Assur. Scores 
Doctors Who Raise Fees on 
Patients With Insurance 


Dr. Clifton L. Reeder, vice president 
and medical director, Continental Assur- 
ance, in a recent talk in Chicago told 
doctors of the consequences of fee- 


boosting. Doctors who increase their 
usual fees when they find out their 
patients have health insurance are pro- 
viding argument for ‘ ‘socialized medicine 
under government control,” he said. 

His comments were made in connection 
with a report on the growing importance 
of “prepayment health insurance” pro- 
tection. 

“The big trouble with prepayment is 
that there is rarely enough money to 
pay all the costs, no matter what type 
of coverage is purchased,” Dr. Reeder 
said. “Hospital costs have skyrocketed. 
Physicians, finding inflation ever-increas- 
ing, have increased their fees. 

“Some physicians have willfully vio- 
lated the concept of prepayment by 
increasing their usual fees when they 
find their patients have insurance. Some 
physicians have openly told their pa- 
tients: ‘The cost is so much to you, so 
much to your insurance.’ ” 

Dr. Reeder asked: “If the insurance 
provided the physician his regular fee, 
why was it necessary to charge an 
additional fee? Does this not defeat 
the purpose of prepaid medical care? 
Will this not lead to a demand by the 
public for complete prepayment, in other 
words, socialized medicine under govern- 
ment control? A physician’s fees are his 
personal domain but is it not wise to 
have fees clearly understood by the 
patient in advance of treatment, regard- 
less of health coverage or the number 
of policies a patient may be carrying?” 





as a political football.” Their record, 
he said, raises “serious doubts in the 
minds of moral men as to the possibility 
of ever obtaining justice for injured 
workers in the legislative halls of 


several states.” 

The National Association of Manu- 
facturers and its state branches have 
blocked every effort to improve state 
workmen’s compensation laws, he de- 
clared. And they have been aided by 
the lobbying activities of the insurance 
companies who profit to an undue degree 
from writing this type of coverage. 

“The record is clear that private in- 
surance carriers have been unable to 
service workmen’s compensation at a 
reasonable cost. Moreover, they have 
been unable to develop strong safety 
programs and with possibly one excep- 
tion have done little in the field of 
rehabilitation.” 


Says States Have Failed 


“Foremost among the new industrial 
hazards posing new problems is atomic 
radiation, and the states have failed 
completely to provide adequate work- 
men’s compensation laws applicable to 
this hazard.” 

The industrial use of radioactive ma- 
terials, he stated, has been expanding 
at such a rapid rate that radiation has 
already become a “commonplace indus- 
trial tool.” Furthermore, 
“possibility of exposure to  harmfu! 
radiation now exists in literally thou- 
sands upon thousands of industrial 
operations and in other thousands of 
non-industrial operations, which also 
employ many workers.” 

The risk of an increasing number of 
radiation injuries will increase in pro- 
portion to the greater industrial use of 
radiation, he stated, and may not be fully 
controllable by the safety supervision 


he added, the * 


C. E. RAY ON MAJOR MEDICAL 


Associates Life V.P. Says Agents Must 
Understand Importance of 
Deductible Principle 

“Today, agents are charged with the 
moral responsibility of making major 
medical programs available to their cli- 
entele, and failure to do so may bring 
some embarrassing moments,” Charles 
E. Ray, vice president, Associates Life, 
Indianapolis, board member of the In- 
ternational A.&H. Association, told 
members of the Detroit A. & S. Associa- 
tion at their April meeting. 

Mr. Ray further charged that when an 
agent encounters an individual who can 
afford to pay the deductible amount of a 
major medical policy out of pocket, it is 
the agent’s duty to explain the de- 
ductible principle and advise eliminating 
any basic hospitalization coverage even 
if the basic coverage is carried with the 
agent himself. 

Field men must understand the con- 
cept of the deductible, too, he urged. 
“They must sell themselves that the 
deductible principle as applied to major 
medical is the only means by which we 
can provide our clients with last-dollar 
coverage for comprehensive, high-maxi- 
mum-benefit medical care at a premium 
most people can afford to pay. They 
should school themselves in the de- 
ductible principle and adopt the same 
attitude they do in selling long-term 
disability coverage with an elimination 
period.” 

There are two classes of prospects for 
major medical, Mr. Ray explained. One 
is the man with a need for basic cov- 
erage. To him, the agent should point 
out that not only does major medical 
take up where the basic plan leaves off 
but that it also covers many items not 
in the basic plan. The other class is the 
man who needs no basic coverage. To 
him, the agents should stress the tax 
features. “For instance,” he demon- 
strated, “if the prospect is in the 35% 
tax bracket and has a $3,000 medical bill, 
he must earn $4,650 to net the amount 
of the bill.” 

Mr. Ray confessed that for 30 years, 
he has considered loss-of-time as “pri- 
mary insurance,” but in view of the 
skyrocketing cost of medical care, he 
has come to believe Major Medical is 
more primary than disability income. 





Los Angeles Appointments 

Gene Hornbeck and Norbert F. Loch- 
ner ‘have been promoted in the A. & H. 
department of Beneficial Standard Life, 
Los Angeles. 

Mr. Hornbeck has been named as- 
sistant agency director. He joined th> 
company in 1951 as an agent. In 1953 he 
was made Los Angeles office manager 
and advanced to territorial manager for 
Southern California in 1954. 

Mr. Lochner began as a salesman wit) 
Beneficial Standard in 1948. In 1951 he 
was promoted to Oklahoma state man- 
ager, and in 1954 became Southern Cal - 
fornia supervisor. 





HEADS MINNESOTA A. & H. ASSN. 

William O. Peterson, St. Paul general 
agent for Pioneer Mutual Life, has been 
elected president of the Minnesota 
Association of Accident & Health Un- 
derwriters. Elections were announced at 
the annual meeting in Minneapolis last 
month. 





now exercised by the Atomic Energy 
Commission. 

Not a single state thus far has de- 
veloped “fully desirable legislation,” Mr. 
Biemiller charged, and almost all the 
states “fall short on at least one or 
two of such elementary points as (a) 
assurance that radiation disease is cov- 
ered, (b) a statute of limitations that 
allows for the long-delayed nature of 
some radiation effects, and (c) a provi- 
sion for full medical care for a worker 
suffering radiation ill effects... . 

“In light of the continued reluctance 
and refusal of the states to furnish the 
needed protection, the Congress should 
not hold off any longer,” he said. 


Welch Lauds Income 
Potential of A. & S. 

AT NEW JERSEY iis & H. MEET 

Vice President of U. S. Life Urges 


Producers to Dovetail Policies With 
Government, State Benefits 





J. Francis Welch, vice president, 
United States Life, described the tre 
mendous growth of A. & S. 
in his talk to the April meeting of New 


insurance 





J. FRANCIS WELCH 


Jersey Association of A. & H. Under 
writers. 

Mr. Welch said that producers who 
neglect A. & H. lose considerable iu- 
come. In 1950 volume for A. & H. was 
$1,200,000,000. Five years later this figure 
had grown to $2,900,000,000, he said. 

The speaker attributed this increase 
to state legislation, major medical, news- 
papers stories and school children cov- 
erage, all of which have created a greater 
public awareness of the value of the 
protection and thereby a lessening of 
sales resistance. 

Mr. Welch reviewed the various in 
come tax deductible factors afforded 
premium payments and benefits which 
he said “should be used as a basic selling 
point.” 

He urged more care in the presenta- 
tion of coverage to the prospect so the 


policy dovetails with benefits provided 
by the Veteran’s Administration, state 
plans, Federal benefits and union or 


trade association arrangements for medi- 
cal care and loss of time. 

Mr. Welch recommended that pro 
ducers improve their sales techniques 
as an approach to greater earnings from 
accident and sickness insurance. 

Association President Richard H 
Connolly, Washington National Life, 
presided. The speaker for the May 
meeting will be John T. Coggins, CLU, 
Life Underwriters Training Council. 





Tolley Associates Name 


Len Teeuws Supervisor 


Len Teeuws, formerly national sales 
consultant in health and welfare plans 
for Continental Casualty, has been named 
consulting supervisor, Midwest region 0! 
Russell M. Tolley & Associates, group 
health, welfare and pension administra- 
tors and consultants. 

Mr. Teeuws served in the Coast Guard 
in Greenland, Iceland, Europe and Africa 
during World War II. He attended 
Michigan State University and received 
his B.A. degree from Tulane University. 
Mr. Teeuws was a lineman with thie 
Los Angeles Rams and Chicago Cardi- 
nals professional football teams. 
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Selling Non-Can. A. & H. In Today’s 
Market In N. Y. Has Rich Rewards 


By WiLiiamM HarMELIN 
Supervisor, The Harmelin Agency, New York 
In our April 4, 1957 issue Mr. Harmelin’s first article on non-cancellable A. & 'H. 


insurance appeared, and it attracted considerable attention. His objective in the following 
is to present “case history” of actual sales made and the circumstances leading up to 


them. He writes as follows: 


It is propitious to start this article 
on the value of accident and sickness 
insurance by quoting the opinion of Dr. 
S. S. Huebner, famed insurance educator 
who is president emeritus of the Ameri- 
can College of Life Underwriters. He 
says: 

“Accident and sickness insurance, in 
all its phases, is an integral part of the 
life underwriter’s program service. Life 
insurance and accident. and_ sickness 
insurance are twin matters, since the 
latter helps to prevent lapse of existing 
life contracts and since both kinds of 
protection serve as insurance of the non- 
life insurance property estate. Accident 
and sickness insurance and life insurance 
have the same economic basis, namely 
the dollar value of the human life.” 


Called Upon to Help in Difficult Situation 


In February, 1956, the editor of a well 
known life insurance trade journal called 
upon me for help in a difficult situation. 
It seems that one of his friends—a 35- 
year old chemist—had purchased $15,000 
of five year renewable term from one 
company, $10,000 of 10-year term from 
another company and $140 per month of 
20-year family income from still another 
company. Each of the three agents in 
question sold the insurance’ without 
offering any kind of service. As a result 
the editor’s friend was somewhat antag- 
onistic towards our business. I was asked 
if IT would see the young chemist and 
do what I could in the way of service so 
as to change that attitude. Even though 
it was unlikely that any sale could be 
made, I was flattered that the editor 
called me because of his exposure to 
countless thousands of life underwriters. 


Programming With a Slide Rule 


When I called to see Mr. B, I found 
that he was trying to program his own 
life insurance with the use of a slide 
rule. He was doing a fairly good job 
of it. I set up his program and added 
the monthly income provision to his 
National Service Life Insurance. For 
the benefit of those of you who are 
unfamiliar with this feature, it is possible 
for owners of National Service Life 
Insurance to add a disability income 
provision to their policies. It contains 
a six months waiting period and pays an 
income of $5 per month for each $1,000 
of any type of life insurance carried for 
as long as the insured is disabled by 
“any impairment of mind or body which 
continuously renders it impossible for 
the insured to follow any substantially 
gainful occupation.” This provision may 
be added by completion of an applica- 
tion and satisfactory evidence of insur- 
ability. We keep a supply of forms on 
hand to add this provision to the policies 
of clients of our producers. The addi- 
tion of this monthly income provision 
always opens the door for the sale of 
non-cancellable disability income insur- 
ance, 

Since I had set up a life insurance 
program for Mr. B, it wasn’t difficult 
to convince him to let me set up a 
Program on disability insurance. Based 
upon this program, I sold him $200 of 
monthly income beginning with the first 
day of accident total disability for life 
and the 3lst day of sickness disability 
or as much as five years. I also sold him 
200 of monthly income beginning with 
the first day of accident total disability 
for life and the 3lst day of sickness 
disability for as long as 10 years. 
This was combined with his statutory 
disability payments for off-the-job sick- 
nesses and accidents, and the completed 





program represented a well balanced 
protection setup. It gave him the peace 
of mind that in event of disability from 
sickness he and his family would be 
well covered. 

Since this program was set up in the 
early part of 1956, the New York Dis- 
ability Benefits Law was changed (July 
1, 1956), increasing the weekly’ benefits 
from $33 per week to $40 per week for 
20 weeks instead of 13 weeks at the 
time of this sale. Then, on July 1, 1957, 
the benefit payments were further raised 
to $45 per week as the maximum pay- 
ment while the minimum payment was 
increased to $20 per week for a maximum 
of 20 weeks. 


X-rays Reveal Tuberculosis 


On July 25, 1957, Mr. B phoned to tell 
me that in the course of an employment 
examination, he had a chest X-ray taken 
two weeks earlier and started his new job 
on July 15. On July 25 he was told that 
the X-ray indicated a spot on the lung. 
At this point, no definite diagnosis had 
been made. We feared the worst. On 
July 27, Mr. B sought the opinion of 
a second physician who felt Mr. B had 
tuberculosis. In the next six days, Mr. B 
consulted three additional doctors, all of 
whom confirmed the diagnosis of pul- 
monary tuberculosis. . 

On August 15, Mr. B entered a Vet- 
erans Administration hospital. Although 
this development meant no work for 
about a year and a half and not even 
seeing his young son for many months, 
we were relieved to learn that it was 
“only” tuberculosis. 

Some of my colleagues in the life in- 
surance business who think selling dis- 
ability waiver of premium is sufficient 
for their clients, must realize that you 
can’t pay off a mortgage, buy food, 
clothe yourself, take care of a two-year- 
old and continue to have a_ healthy 
pregnant wife just by using the dis- 
ability waiver of premium provision of 
your life insurance policies. 


Can Now Buy up to $900 Per Month 


of Non-Can. Ins. 


The old argument is no longer true 
that insufficient amounts of non-can- 
cellable disability insurance are available 
to protect a key executive. It is now 
possible to secure as much as $900 per 
month of first quality non-can. A. & S. 
insurance in the New York market with 
full disclosure of the fact that your client 
is purchasing that amount of non-can. 
A number of companies operating in the 
non-can, market will sell as much as 
$500 per month to an individual. One 
major company will participate up to 
$900 per month. 

When you consider that income from 
disability insurance is tax-free money, 
the significance of having as much as 
$900 per month of income protection 
increases. If we have a man in a 40% 
income tax bracket and he receives $900 
per month of tax-free income when dis- 
abled, or $10,800 per year, that would be 
equivalent of earning $18,000 of taxable 
income. It is obvious that you can do 
an important job for your clients when 
you plug the hole by providing income 
for the time when they are unable to 
work due to serious sickness or accident. 

In the case of an employe, his em- 
ployer can purchase for him any amount 
of disability income benefit with deduct- 
ible corporate dollars. If the benefits 
are payable to the employe, the first 
$100 of weekly income is tax free even 
though the employer pays the premium. 
Any benefits in excess of $100 per week 


are taxable to the employe unless he 
picked up as income the premium for 
the benefits in excess of $100 per week. 


Case History on a Pension Call 


Recently I called on a firm with one 
of our brokers and discussed with the 
president of the corporation, their at- 
torney and accountant a proposed pen- 
sion plan. It soon became obvious that 
the accountant on whom the president 
leaned for advice, was unfamiliar with 
the pension field. I sensed that if I 
pursued the subject further, we would 
lose the sale because of his unwillingness 
to go along, because of his ignorance of 
the field. As smoothly as I could, I 
proposed the idea that it would be 
worthwhile to provide disability benefits 
of as much as $100 per week for seven 
key employes, including the president 
of the firm. This could be done, I 
pointed out, with deductible dollars, with- 
out the necessity of getting Internal 
Revenue Service approval for the deduc- 
tion as was the case with the pension 
plan. Both the accountant and the at- 
torney liked the idea and we sold seven 
non-can, policies for a yearly premium 
of over $2,000. The door is still open 
for the pension. This sale points up the 
ease with which it is possible to sell 
key man disability insurance to success- 
ful corporations. 

Now, let us take a look at markets. 
The following study is an analysis of 
sales made by one of the major life 
insurance companies selling non-can. 
disability insurance in the New York 
market: 


Percentage 

Age of Business 
Under age 25 .............. 2.0% 
Ce, Re ene ee ae 30.1% 
NN Ts crsactleis dais bs oictee 44.7% 
Ce age ee ee 20.7% 
ON cee caiezend ves 2.5% 

: Percentage 

Occupation of Business 
Executives and Managers.. 23.5% 
Professional Workers ...... 20.2% 
SIMIUMEVR os, 5 ec tees 19.3% 
Blue Collar Workers ...... 16.9% 
Merchants & Shop Owners 16.7% 
Miscellaneous .............. 3.4% 


From this breakdown, we can conclude 
that our best prospects are between ages 
25 and 54. If we concentrate on ages 
25 to 44, we will be working on the 
most susceptible prospects. Over 75% 
of this company’s non-can. business is 
sold to policyholders between ages 29 
and 44. 


Don’t Overlook Blue Collar Market 


It is also interesting to note that over 
16% of this company’s non-can. business 
is sold in the blue collar market—a 
market most of us tend to overlook. 
Merchants and shop owners represent 
only 16.7% of this company’s sales. A 
merchant or shop owner is usually in ‘the 
same vulnerable position as a doctor, 
lawyer or accountant and cannot afford 
to be without this protection. 

Most of these professional people buy 
income protection without the necessity 
of being sold. This means that we field 
men have not done a sufficient educa- 
tional job on the occupational class af 
merchants and shop owners which is so 
vitally affected by long term disability. 
Over 43% is sold to executives, managers 
and professional workers. Salesmen also 
represent a good source of business. 
They comprise 19.3% of this company’s 
non-can. sales. 


Blank Envelope Idea Brings Results 


A blank envelope direct mail technique 
for which I am indebted to the’ Life 
Underwriter Training Council’s Accident 
and Sickness course netted $4,900 of 
A. & S. premium for two students in a 
Baltimore LUTC A. & S. class, and many 
thousands of dollars for producers asso- 
ciated with our agency. 

These underwriters mailed blank en- 
velopes to a selected list of people at 
the rate of five a week. On the outside 
of the envelope, the word “important!” 
was stamped on in red. The underwriter 
called the person to whom the envelope 
was addressed and asked: “Did you get 





Signs New York A. & H. Bills 


Governor Averill Harriman of New 
York has signed the Mahoney-Heck 
package of health insurance bills which 
were introduced in the Legislature by 
Senator George Metcalf. The bills, deal- 
ing with the writing of A. &H. in the 
state, will take effect July 1, 1959. An 
analysis of the bills was printed in The 
Eastern Underwriter, April 25. 





PEERLESS NAMES G. H. LORD 

Peerless, of Keene, N. H., has ap- 
pointed George H. Lord as home office 
representative for the State of Connec- 
ticut. Mr. Lord, whose headquarters will 
be in Hartford, was formerly with 
American Home as Connecticut special 
agent since 1955. 





the piece of mail I sent you on Tues- 
day?” Mr. Suspect replied: “I received 
an empty envelope. Did you forget to 
enclose something in the letter or were 
the contents lost?” The underwriter 
replied, “It occurred to me that if you 
should become sick or have an accident, 
all I will be able to send you is an 
empty envelope to take the place of the 
income you will lose. Can you see me 
on Friday at 9 or Monday at 2 to discuss 
this ?” 

You might try such a procedure on 
your own policyholders with whom you 
already have prestige. You will be 
amazed at how much non-can. accident 
and sickness insurance you will be able 
to sell in this way. 


Buy and Sell Agreements 


Mr. Reader, how many of your busi- 
ness insurance clients have provided for 
the contingency of disability in their 
buy and sell agreements? No doubt, 
most of your clients who have made 
provisions for the contingency of death 
in their buy and sell agreements have 
done so because of your sale of the need 
to cover this contingency. Isn’t the 
totally disabled partner or stockholder 
in the closed corporation also dead eco- 
nomically? What will happen if he 
suffers a disability which prevents him 
from contributing to the business unless 
it is a business which depends solely on 
capital ? 

Since the contingency of prolonged dis- 
ability is greater during the life of the 
average business than the likelihood of 
death, have you fulfilled your obligation 
to your clients unless you uncover this 
need for them? Aren’t you exposing 
these clients to an alert competitor who 
reviews their buy and sell agreement 
and finds no provision for the contin- 
gency of disability ? According to “Mod- 
ern Life Insurance” by: Mehr and Osler: 

“The buy-and-sell agreement also can 
be drawn to cover permanent disability. 
The agreement can specify that in the 
event disability continues beyond a cer- 
tain period of time—two, three, five 
years, for instance—the disabled partner 
will be bound to sell and the others to 
buy his interest. Payments made to him 
under a disability income policy carried 
by the other partners or the firm will be 
considered instalment payments on the 
value of his share. It may be that addi- 
tional instalments will be paid direct by 
the firm or by the individual purchasers, 
depending on whether the Cross-Pur- 
chase plan or Entity plan is used. Any 
unpaid balance of his share at the time 
of his death can be paid out of the part- 
nership life insurance on his life.” 

The first instalment of a comprehen- 
sive study in the area of disability in 
the buy and sell agreement which is 
co-authored by the writer will start in 
the May issue of “The Insurance Sales- 
man.” Suggested sample agreements to 
provide for this contingency will be 
incorporated in the published material. 

In this article I have tried to give 
some of the highlights of selling non- 
can. income protection in the New York 
market. I urge those of you who have 
not yet awakened to the need for this 
vital coverage to reevaluate and take 
positive steps to protect your client’s 
most important possession—his ability 
to earn income. 
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a. Commissioner to 
Exert A.&H. Rate Power 


BY ATTORNEY GENERAL OPINION 
F. R. Smith in Granting Some Blue 
Cross Rate Increases Says Hospitals 
Must Be More Economical 





Fortified by an opinion from the At- 
torney General of the Commonwealth of 
Pennsylvania, Insurance Commissioner 
Francis R. Smith of that state has let 
it be known that he has the authority 
under section 616 of the Insurance ‘Com- 
pany Law of 1921, as amended by the 
act of May 26, 1937, P.L. 885, to approve 
or disapprove premium rates pertaining 
to A. & H. insurance. In making this 
announcement, which was in connection 
with his approval in part of rate in- 
creases sought by three Blue Cross 
organizations in Pennsylvania, Commis- 
sioner Smith quoted from the Attorney 
General’s opinion (dated April 14, 1958) 
that “you have not only the power to 
approve or disapprove premium rates 
pertaining to policies of A. & H. insur- 
ance before such policies are issued, but 
you have the duty and obligation to exer- 
cise such authority under the aforesaid 
law.” 

Mr. Smith stated that “this authority 
shall hereafter be exercised by me to 
assure fair competition in rate making 
for A. & H. insurance as between com- 
mercial insurers, and as between such 
insurers and Blue Cross non-profit cor- 
porations.” It is believed that this is 
the first time that a state Insurance 
Commissioner has asserted authority 
over A. & H. rates. 


Increases Granted to Blue Cross Plans 


In his recent opinion on rate increases 
sought by three Blue Cross corporations 
in Pennsylvania at public hearings, Com- 
missioner Smith granted an increase of 
39.7% to the Associated Hospital Serv- 
ice of Philadelphia as against a 53% in- 
crease sought; approved 19.5% increase 
to the Capital Hospital Service of Cen- 
tral Pennsylvania compared with 288% 
requested, and allowed the Hospital! 
Bestice Association of Western Penn- 

ylvania to increase its rates by 16.4% 
as against 21.8% sought. 

Sympathetic to the need for higher 
rates by Blue Cross corporations, Mr. 
Smith noted that such need is directly 
caused by the increasing costs of hospital 
services and the increasing utilization of 
such services by Blue Cross subscribers. 
“The administrative costs of the Blue 
Cross plans constitute on an average 
only 5% to 6% of premium income,” he 
pointed out. “Likewise, the portion of 
income devoted to reserves is insubstan- 
tial, amounting on an average to less 
than 2% of premium income. Therefore, 
approximately 93 cents of every dollar of 
premium income by the Blue Cross plans 
goes to hospitals to pay for the services 
rendered subscribers. Hospital costs 
have increased substantially over recent 
years, resulting in increases in Blue 
Cross rates. 

“The testimony at the hearings showed 
that hospital administrators have no ex- 
pectation that hospital costs will level 
off in the near future. If present atti- 
tudes regarding hospital care remain un- 
changed, if present methods of hospital 
administration are continued, if present 
practices in the admission to hospitals of 
subscriber patients are not corrected, the 
Blue Cross plans will be applying year 
after year for additional rate increases.” 


Sees An Emergency Condition 


Mr. Smith went on to say that “the 
steadily mounting costs of hospital care 
are placing the Blue Cross plans in no 
less than an emergency condition. Unless 
rate increases are approved to provide 
funds to pay these increasing costs, the 
three Blue Cross Plans involved in these 
hearings would eventually become bank- 
rupt. On the other hand, if rate in- 
creases are to become necessary regu- 
larly, the basic object of Blue Cross will 
be defeated, that being to provide medi- 
cal care to the citizens of the state at 
reasonable costs through non-profit or- 
ganizations. 


“It should be emphasized that every 
unnecessary day of hospital occupancy 
forces Blue Cross subscriber-rates up- 
ward. Witnesses representing the Cap- 
ital Hospital Service of Harrisburg testi- 
fied that if each hospital-stay by Blue 
Cross patients could be reduced by 
1/10th of one day, the plan would save 
over $150,000 each year. Consequently, 
if each stay could be reduced by one 
whole day the plan could save $1,500,000 
each year. 

“These hearings involving more than 
3,000 pages of testimony, and consuming 
18 days, were more than an arithmetical 
review of Blue Cross rate data. These 
hearings constituted a thorough reap- 
praisal of the whole question of provid- 
ing hospital care through non-profit cor- 


porations. Testimony was received from 
groups representing practically every 
interest and viewpoint. From this testi- 


mony and the studies made by me, I am 
convinced that we should not resign our- 
selves to ever-increasing hospital costs 
and to unnecessary utilization of hospital 
services, and consequently to steadily 
climbing Blue Cross rates. 


Not Everything Has Been Done 


“I do not believe that everything has 
been done to bring about the most effi- 
cient and economical management of our 
hospitals. In fact, I believe very little has 
been done. I do not believe that every- 
thing has been done by hospital adminis- 
trators, by the Blue Cross organizations, 
and by the medical profession to elimin- 
ate unnecessary admissions and to re- 
duce protracted hospital stays. In fact 
I believe, with few exceptions, very little 
has been done. I do believe, however, 
unless action is taken immediately the 
whole scheme of prepaid medical care 
through the Blue Cross system will be 
irreparably injured at the expense of 
millions of citizens of Pennsylvania re- 
sulting in severe personal and financial 
hardship and suffering.” 


J. R. Williams Quizzed 
On Public Relations 


BY LIAMA MODERATOR OSLER 





HII Vice President Indicates Institu- 
tional Advertising on A. & H. Is 
Being Considered by Associations 





On the public relations panel of the 
recent LIAMA accident and_ sickness 
meeting in Chicago, moderator Robert 
Osler, vice president, Rough Notes Co., 
suggested to one panelist, James R. Wil- 
liams, vice president, Health Insurance 
Institute, that perhaps the industry 
should be convincing the public that 
there is no such thing as comprehensive 
A. & H. coverage for “pennies a day.” 

Mr. Williams agreed that companies 
should strive to inform the public that a 
person gets what he pays for and that 
“pennies a day” coverage provides just 
that and no more. “On the other hand,” 
Mr. Williams added, “there are some 
who would say that any member of the 
public should have the opportunity to 
select just the amount of insurance he 
wants or feels he needs. In this case, 
the business should, both institutionally 
and by individual companies, do every- 
thing possible to be sure the buyer is 
an informed buyer—to be sure each 
buyer knows exactly the amount of pro- 
tection he is buying.” 

Other speakers on the panel were 
William E. North, CLU, on. man- 
ager, New York Life; John W. Sayler, 
vice president in charge of sales, Busi- 
ness Men’s Assurance; Robert R. Neal, 
general manager, Health Insurance As- 


sociation of America. The remarks of 
these panelists were reported in the 
April 18, issue of The Eastern Under- 
writer. 


Considering Institutional Advertising 


Mr. Williams questioned the modera- 





NATIONAL HOSPITAL WEEK 





Health Insurance Council Gives Strong 
Support and Urges Participation by 
Insurance Cos., May 11-17 


Arthur M. Browning, chairman of the 
hospital relations committee of the 
Health Insurance Council, reports that a 
record number of insurance companies 
are expected to participate in National 
Hospital Week, May 11-17. Mr. Brown- 
ing, vice president, New York Life, 
points out that “National Hospital Week 
provides a unique opportunity for in- 
dividual insurance companies to pay 
tribute to hospital people at the com- 
munity level.” 

Since 1955, company participation has 
risen over 70% Mr. Browning reported. 
Over 65 companies sponsored activities 
last year, utilizing the mediums of press, 
radio, and television. The Health In- 
surance Council—representing eight in- 
surance associations—coordinates indus- 
try observance of the occasion. 

Mr. Browning attributed growing 
company interest to the “readily 
parent good-will potential of the 
gram.” He noted that industry salutes 
in the past “evoked expressions of ap- 
preciation from the American Hospital 
Association, as well as from local hos- 
pital administrators.” 

National Hospital Week “58 centers on 


the theme “Careers that Count.” It em- 
phasizes career opportunities in the hos- 
pital field. Mr. Browning urges com- 
panies to stress the importance and sat- 
isfaction of work in the hospital field. 
“We want to help tell the National Hos- 
pital Week story in terms of people,” 
he declared. “While fully appreciative 
of the miracle of modern facilities and 
drugs, it is, in the final analysis, the 
professional skill of the hospital team 
which determines the quality of health 
care.” 


ap- 
pro- 


Calif. Life’s A. & H. Plan 
For Movie, TV Directors 


California Life, of Oakland, Calif., is 
underwriting a program of A. & H. 
insurance being provided for use of 
some 1,200 motion picture and television 


directors and assistants by the Screen 
Directors’ Guild of Hollywood. 
The & H. plan provides up to 31 


days in the hospital as well as up to 
$1,800 miscellaneous hospital expenses. 
Five dollars per visit is allowed for 
doctor visits to members while at home 
or hospitalized; and up to $400 surgical 
costs are paid in addition to various 
other “eg Members covered may 
include their wives and children up to 
age 

Recently, the Guild obtained a volun- 
tary $10,000 group life insurance plan, 
underwritten by California Life, for its 
members, who—without charge—con- 
tinue to be covered automatically by a 
Guild $1,000 life insurance policy. 

Guild President George Sidney stated 
that, since the $10,000 group life insur- 
ance plan went into effect on February 
1 of this year over 750 Guild members 
have enrolled and the survivors of two 
Guild members have received full bene- 
fits. The plan is handled locally by 
Stanley Rose, executive vice president, 
Life Agencies of California, Inc., Holly- 
wood. 





In this connection, Mr. Browning an- 
nounced that the Council will once aga'n 
sponsor a full-page advertisement in five 
leading hospital journals, citing the 
“dedicated services” of hospital staffs. 

The Health Insurance Council adver- 
tisement graphically describes the per- 
sonal element in hospital care. It shows 
a nurse at the bedside of a young boy 
patient, reading to him. The cantion 
reads “The Heart of a Hospital.” The 
text matter reads in part, “The heart of 
a hospital lies in the underst: anding 
and skill of the many people comprising 
its staff. It is embodied in the atten- 
tion and care ie to each patient, 
young and old. 


N. J. OPPOSES FORAND BILLS 

The April meeting of the New Jersey 
Association of Accident & Health Un- 
derwriters voted unanimously to oppose 
Forand legislation now pending in 
Washington, D. C. Following the meet- 
ing at which Richard H. Connolly pre- 
sided it was announced that all New 
Jersey congressmen and senators are be- 
ing advised of the decision. 





NEW MEMBERS OF HIAA 
The Praetorian Mutual Life of Dallas, 
and the Western & Southern Life of 
Cincinnati have joined the Health In- 
surance Association of America. 





tor’s suggestion that HIAA and _ the 
A. &S. companies are backward about 
doing public relations advertising. Mr. 
Williams stated that the health insur- 
ance business has “covered millions of 
people in a short space of time” and 
pointed out that the business has re- 
organized its institutional groups only 
recently so that an effective over-all PR 
effort can be made. “Right now we’re 
using almost all the major avenues of 
public communication except advertising 
—and this one remaining channel is be- 
ing given serious consideration.” 

Mr. Osler next posed a_ significant 
question: “How much value is there in 
publicity that stresses how many mil- 
lions of people have A. &S. coverage— 
apparently supposed to prove that pri- 
vate insurance is doing the job and the 
government need not take over? Actu- 
ally, although a huge number of people 
own some form of A.&S. coverage, 
much of it is pitifully inadequate and 
restricted. Isn’t this practice akin to 
citing the millions that have life insur- 
ance, while concealing the fact that in 
three families out of four, no member 
has as much as $5,000?” he asked. 

The panel speaker agreed that this is 
an important point but said that it is 
‘Sust one facet of any comprehensive 
PR program.” However, he observed, 
the figures cited do help to indicate to 
people that the business is developing 
and maintaining a strong health insur- 
ance program outside the framework of 
the government. “Certainly 123 million 
people (75% of the population) with 
some form of health insurance is a dra- 
matic demonstration of the ability of our 
business to meet a social need and 
desire,” Mr. Williams claimed. “We 
want to keep hitting this point to dem- 
onstrate the inherent strength of our 
voluntary health insurance system.” 

Further along Mr. Williams said that 
company associations have not yet 
achieved complete understanding and 
appreciation by either field forces or 
home office forces of the program 
HIAA, the Council, and the Health In- 
surance Institute is trying to put across. 
“We | are trying to remedy this situa- 
tion,” Mr. Williams said, “for we know 
that the effectiveness of our institutional 
program depends upon knowledge and 
support from everyone in the business. 
Individual companies can be most help- 
ful,” he feels, “in relaying the message 
of their association efforts to their re- 
spective field forces.” 

Mr. Osler asked why the business does 
nothing to educate the public in the 
difference between the “Blue” approach 
to hospitalization - medical coverage and 
the orthodox insurance approach. Mr. 
Williams felt the average person does 
not care whether the plan is “prepay- 
ment” or “insurance.” 

“What the public does care about,” he 
said, “is its satisfaction with service and 
performance. And your Health Insti- 
tute feels that on this score, the insur- 
ance companies have the same_ public 
acceptance as do any other health in- 
surance plans. 

“Our business in its public information 
program does explain what health insur- 
ance is and what it does as issued by 
insurance companies. I am sure, also, 
that most of the representations made 
by the individual companies do the 
same,” he concluded. 
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